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Makes a better impression! 


Webster's new improved NONTACK PENCIL 
CARBON PAPER makes a better Impression. 
Demonstrate and sell its sharp, clean-cut copies 

. the unusual brilliance of its bright blue 
color... its clear, smudge-free results which 
make detailed figure work so much easier on 


the eyes. 


NONTACK is more economical. You can 
guarantee it to produce more copies than any 
other carbon of equal weight. Fitty good copies 
can be made from the 10 Ib. weight, and up to 


100 copies from the 15 lb. weight. 


NONTACK is available in three weights 
4 |b. (for manifolding), 10 Ib. and 15 Ib. It 


is stocked in all standard sizes. 


NONTACK is produced by the makers of 
the famous Micrometric and MultiKopy Carbon 


Paper...the new MultikKopy Typewriter Rib- 
bon—a finer, cleaner ribbon for the best ‘front 
office’ work . .. the steady-selling Star Brand 
Ribbon. 


NONTACK demonstrates itself, and sclls 
on demonstration. Ask our Service Representa- 


tive about NONTACK or write direct to 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 








(OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to 
They do, however, offer their services in resolving any disagreements 


customers. 


A 


Acco Products, Inc. 


Ace Fastener Corp. 


Acme Bulletin & Di. Bd. Corp... 


Records, Inc. 
Adirondack Chair Co. 

J., Co. 
Allen Calculators, 
Allen & Co. ; ze 
Allied Car. & Rib. Mfg. Corp. 
All-Steel-Equip. Co. . 

Amberg File & Index Co. 


Acme Visible 


Aigner, G. 


Inc. 


Photo Laboratories 


Mach. 


Amer. 
Amer. Writing Stores 


Ames Supply Co. 
Anderson-Hickey 


Co., Ine. 


Art Metal Construction Co......... 
Art Steel Sales Corp...68, 69, 70, 7 


Autocopy, Inc. 
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Bainbridge, Kimpton & Haupt, 


Inc. 
Bankers Box Company 
Barkley, C. L., & Co. 
Bassick Company, The 
Blaisdell Pencil Co. 
Bolens Products Co. 


Boorum & Pease Co. 
Boynton and Co.... 
Bright Chair Co. 
British Staty. Exporter 
Co. 


Brush-Punnett Co. 


166, 


Browne-Morse 


Buckeye Ribbon & Carbon Co.. 


Business Efficiency Aids....133, 
Cc 

Clarotype Co., The 

Codo Mfg. Corp. 

Cole Steel Equipment Co.... 


Columbia Rib. & Car. Mfg. Co. 
Commonwealth Publishing Co. 
Continental Ink Co. 

Cook, The H. C., Co. 

Copy Right Mfg. Corp. 
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Sorona Typewriter 


‘orry-Jamestown Mfg. Corp. 
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Sotterman, I. D. 
Cram, The George F., Co. 


Cramer Posture Chair Co. 
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Daco Card & Index Co. 
Darnell Ltd. 
Dawn Mfg. Corp., Ltd. 
Dayton Stencil Works 
Dennison Mfg. Co. 
Dick, A. B., Co. 


Dixon, Joseph, Crucible 


Corp., 


Domore Chair Co. 
Doppelt, Charles, & Co. 


Co. 


Downey, C. L., 
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Eaton Paper Corp. 


Ehrlich Upholstery Works...... 
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174 


174 
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170 


...161 


175 


through the journal 


Eureka Spelty. Prtg. Co 145 
Ever Ready Calendar Mfg. Co...152 
F 
Fawn Brands Ltd. 146 
Finch & McCullouch 149 
Fulton Specialty Co 154 
G 
General Fireproofing Co. 48, 49 
Globe-Wernicke Co., The 56, 57 
Graff, Geo. B., The 137 
Great Lakes Store Fixture Co...153 
Guide System & Supply Co. 81 
Gunlocke, W. H., Chair Co. 143 
H 
Hall-Welter Co. 174 
Heyer Corporation, The 181 
High Point Bndg. & Chair Co...156 
I 
Imperial Desk Co. 93 
Imperial Mfg. Co. 103 
Imperial Methods Co. 151 
Indiana Desk Co. -155 
Inkograph Company, Inc. ..141 
Ink Specialties Co., Inc ...169 
Int’] Business Machines Corp...142 
J 
Jasper Chair Co. 140 
Jasper Desk Co., The 168 
Jasper Office Furniture Co. 148 
Jasper Seating Co. 72 
K 
Kahn, David, Inc. 105 
Keep Prices Down ..178 
Koh-I-Noor Pencil Co., Ine. 170 
L 
Leopold Co. . 87 
M 
Manifold Supplies Co. 35 
Markilo Co. 175 
Markwell Mfg. Co. 86 
Martens Type Cleaner Co 172 
Mashek, Frank, Co. 171 


Master-Craft Corp., Div. S-W. 
Meilicke Systems, Inc. 
Meilink Steel Safe Co. 
Melind, Louis, Co. 


Metal Specialties Mfg. Co. 
Meyer & Wenthe, 
Michigan Desk Co. 
Mimeograph 
Mittag & Volzger, Inc. 
Monroe Calc. Mach. Co., 
Moore Push-Pin Co. 
Mutschler Bros. Co. 


Inc. 


Inc. 


N 
National Blank Book Co. 

National Desk Co., Ince........... 
New England Woodwkg. Co, 


New Indiana Chair Co.......... 


oO 


Oakville Co., 
Sa 
Office Specialty Mfg. Co. 
Old Town Rib. & Car. 
Olsen, O. C. S., Co. 
Oxford Filing Supply Co. 
P 
Pacific Cb. & Ribbon Mfg. Co. 
Peerless Imperial Co., Ince..... 
Peerless Steel Equip. Co. 


Perma-Bilt Equipment Co. 


Phillips Process Co., Inc. 
Precise Developments Co, 
Pronto File Corp. 
Q 
Quality Park Envelope Co. 
R 
Rapid Office Devices, Inc. 
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Regal Typewriter Co. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 


of its various 


commissions this 


bureau calls upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising 


copy, 


furnishes 


list of desirable 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 





OFFICE 


APPLIANCES, 


guarantee transactions between advertisers and 
which result from relations established 
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Sheaffer, W. A., Pen Co. 73 
Sheboygan Chair Company 104 
Sheppard, C. E., Co. 122 
Shipman-Ward Mfg. Co. 158 
Sikes Co., Inc., The.......... 53 
Sinclair & Valentine Co. 145 
Smith, L. C., & Corona Type- 
writers, Inc. ........ . 33 
Speed Key Mfg. Co. 175 
Speed-O-Print Corp. 163, 164 
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Starkey Paper & Supply Co.....173 
Stationers Clearing House..........134 
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Taylor Chair Company, The 147 
Technygraph Co., The 162 
Toledo Metal Furniture Co....... 99 
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Underwood Elliott Fisher Co. 


Back Cover 
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70 


Bronze Sign Co... 173 
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Vail Mfg. Co. 125 

Van Dyke Industries sncee 
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Victor Safe & Equip. Co. 108 
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Wabash Filing Supplies, Inc..... 96 


Wagemaker Co. . ..161 
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Waters & Waters Branch 121 
ig ae et ee, | ee 2 
Weis Mfg. Co. 43, 44, 45, 46 


Wells Office Furn. Co......... 106, 107 

Wilson 

Wood Office Furn. Institute......132 
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Jones Co. . 51 


Yawman and Erbe Mfg. Co.59, 131 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 

















































obligation. 

Adding Machine Parts Calculating Devices Copyholders Envelopes, Celluloid 
Amer. Writing Mach. Stores Div 88 Meilicke Systems, Inc 175 Acco Products, Inc 74 
Ames Supply Co 72 Rapid Office Devices, Inc 76 Copy Right Mfg. Corp , wns 46 Aigner, G. J., Co. Scie ie 
Shipman-Ward Mfg. Co 158 Shipman-Ward Mfg. Co 158 Dawn Mfg. Corp., The 174 Markilo Co 175 

Victor Safe & Equipment Co 108 Rite-Line Sales Co., Ine 142 

Adding Machine Rolls & Paper Wells Office Furniture Co 106, 107 Erasers, Rubber 
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Allen Calculators, In¢ 94 Costumers Dixon, Joseph, Crucible Co............ 55 
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Smith, L. C., & Corona Type Ever Ready Calendar Mfg. Co 152 Wells Office Furniture Co 106, 107 Oakville Co. .. ‘ : gh 

writers 33 Rivet-O Mfg. Co : as 174 
Victor Adding Machine Co. 135 Carbon Papers Crayons 
(See Ribbons and Carbons) Dixon, Joseph, Crucible Co oe ry oll 

Adding Machines, Rebuilt & Used gp gg ee A Hapeible 98 
Shipman-Ward Mfg. Co 158 Card Index Boxes and Trays Dating Stamps Barkley, C. L., & Ra 
Underwood Elliott Fisher...Back Cover All-Steel Equip Co : 101 Fulton Specialty Co 154 Globe-Wernicke Co., The............56, 57 

: Amberg File & Index Co 165 Melind, Louis, Co. 111 Guide System & Supply Co............. 81 
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ae Se ot oyglice ie appa easzadttlakge Rivet-O Mfg. Co 174 Pronto File Corp......... 144 
oynto ink 0. ‘ 2 Stewar i e % 76 Jeis Mfg. Co........ q 5 6 
Arch and Clip Board Files Cole Steel Equipment Co 124 er foe Ge. ( ~4 Weis Mfg. Co 43, 44, 45, 46 
56, 57 Corry-Jamesto . eae : , 
ne Rte ge y — 27 paige tn cag * The 18 eo Desk Lamps ~ File Boxes, Metal . 
Shaw-Walker Co 63, 64, 65, 66 Globe-Wernicke Co., The 56, 57 Oe ee OR — Art Metal Constrection Co... 19 
Yawman and Erbe Mfg. Co......59, 131 Guide System and Supply Co......... 81 Van Dyke Industries 109 Art Steel Sales Corp.....68, 69, 70, 71 
awman an urbe Mfg. Co 59, 131 Imperial re xy Co ) 151 siceltaa ca Cole Steel Equipment Co...................124 
a ae elt ‘ . es ads ops Corry-Jamestown Mfg. Co.. seeveeee 1D 
“Finds a eae 149 enisae meas ys cogwertiog - as Aigner, G. J., Co...... 78 Globe-Wernicke Co., The... 56, 57 
= Mevusouca i, Saga staat + Wagemaker Co. ..... 161 Peerless Steel Equip. Co.. aad 

Pronto File Corp 144 Wilson Jones Co 51 Pronto File Co 

Associations, Manufacturers Shaw-Walker Co 63, 64, 65, 66 . whit . pie iE aay ge 
Wood Office Furniture Institute 132 Wagemaker Co ee 161 Rockwell-Barnes Co. . - 

: - Sates “Sie; pe Desk Pen & Ink Sets Shaw-Walker Co....... 63, 
Warshaw Mfg. Co............. eee Sheaffer. W. A.. Pen Co o Vict Safe & i C 108 

Atlases, Geographical Weis Mfg. Co 3 , o he, ) ie M, ngh Equip ‘3 44 is. 46 
Cram, George F., Co 174 Wells Office Furniture : Desk Trays eis g O......---- % s 3% 

: Yawman and Erbe Mfg. Co 9, 13 Aigner, G. J., Co......... at Le oo Filing Cabinets, Insulated 

Autographic Registers Art Metal Construction Co. 79 Shaw-Walker Co.. .....63, 64, 65, 66 

United Autographiec Register Co...139 Cash Boxes Art Steel Sales Corp.....68, 69, 70, 71 Victor Safe & Equip. RT, 
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Acco Products, Inc 74 Desk Work Distributors Globe-Wernicke Co., The..... t 
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Master-Craft Corp., Div. S-W 91 Royal Metal Mfg. Co 180 Browne-Morse Co veveee 84 Art Steel Sales Corp.......68, 69 71 
Sheppard, The C. E., Co 122 Corry-Jamestown Mfg. Co - 119 Bainbridge, Kimpton & ia 
Wilson-Jones Co 5] Chairs, Office General Fireproofing Co., The....48, 49 Inc. 

Bright Chair Co 165 Globe-Wernicke Co w-e--96, 57 Boynton and Co... 

Blank Books Cramer Posture Chair Co ....173 Imperial Desk Co. acing Browne-Morse Co. . aS 
Boorum & Pease Co us Domore Chair Co 80 Indiana Desk Co EE: Business Efficiency Aids............133, 149 
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Andante any a Jasper Seating Co 172 Peerless Steel Equip. Co. . 80 New England Woodworking Co... 116 
Art Metal Construction Co 79 Michigan Desk Co 112 Royal Metal Mfg. Co 180 Peerless Steel Equip. Co. ee 
Art Steel Sales Corp......68, 69, 70, 71 New Indiana Chair Co 120 Shaw-Walker Co...............63, 64, 65, 66 Perma-Bilt Equipment Co................ 90 
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Michigan Desk Co 112 Toledo Metal Furniture Co. 99 Manifold Supplies Co 35 Quality Park Envelope Co. 

New England Woodworking Co 116 Typosture Chair Co., Ine. 71 Mimeograph, The 8 Rockwell-Barnes Co. ... Ee, 

Peerless Steel Equip. Co 176 Wells Office Furniture Co 106, 107 Mittag & Volger, Ine. 41 Shaw-Walker Co. ............63, 64, 65, 66 

Shaw-Walker Co 63, 64, 65, 66 Old Town Ribbon & Carbon Co 83 Victor Safe & Equip. Co. 108 

Weis Mfg. Co 43, 44, 45, 46 Chairs, Tablet Arm Red Feather Products, Ltd 89 Wabash Filing Supplies, Inc.. 

Yawman and Erbe Mfg. Co 59, 13 Jasper Chair Co 140 Sinclair & Valentine Co. 145 Warshaw Mfg. Co.. —e 

; ‘ Jasper Seating Co 172 Smith, L. C., & Corona Tws 83 Weis Mfg. Co........ 43, 44 

Bookkeeping Machines New Indiana Chair Co 120 Speed-0-Print Corp 163, 164 Yawman and Erbe Mfg. Co. 

Int'l Business Machines Corp 142 Standard Duplicating Machines =. 

Underwood Elliott Fisher...Back Cover — @heck Protectors & Writers Corp . ; 87 syne Pag ot ais ~ 

Box Letter Files Hall-Welter Co 174 Se wee Supply Co yi Toledo Meta urniture Co............... § 
Amberg File & Index Co 65 Sgr eee . a Finger Pads 
Art Steel Sales Corp. 68, 69, io, 71 Checks, Stamped Metal : Victor Safe & Equip. Co 108 cited. taut ie ieee 
Cole Steel Equipment Co 124 Dayton Stencil Works Ms Envelope Openers and Sealers Speed Products Co. ; 
Globe-Wernicke (o., The 56, 57 Meyer & Wenthe, Inc 173 Oakville Co gs ? a ; 
Rockwell-Barnes Co 97 ela tilts Standard Duplicating Machines Folders (See Filing Supplies) 

Wels Mfg. Co 43, 44, 45, 46 (Bee Arch and Clip Board Files Corp. eee 8 Fountain Pens, Mfrs. 

Brief & Zipper Cases Envelopes Inkograph Co., Ince.. 

Doppelt, Charles, & Co............ . 92 Coin Bags, Trays & Wrappers Globe-Wernicke Co 56, 57 Kahn, David, Inc... ~ ; 
Mashek, Frank, Co : 171 Art Steel Sales Corp.....68, 69, 70, 71 Quality Park Envelope Co 123 Sheaffer, W. A., Pen Co. socecenees 
Master-Craft Corp., Div. S-W 91 Downey, C. L., Co....... 170 Wilson Jones Co. 51 (Continued on page 6) 


OFFICE APPLIANCES, February, 1944 5 





THE CLASSIFICATIONS 


Continued from page 5 


Globes, 


Cram, The 


Geographical 

George F., Co 

Gummed Cloth Rings 
Dennison Mfg. Co 


Graff, Geo. B. Co 

Warshaw Mfg ( 
Honor Rolls 

Acme Bulletin & Dir. Bd. Cory 
U. S. Bronze Sign Cort 


index Card Signals 
Cook, H. ¢ { 
Graff, Geo 
Victor Safe & Equip. ¢ 


Index Tabs 
Aigner, G. J Co 








Sarkley, ¢ er 2 
Globe-Wernicke ¢ The 

Guide System & Supply Co 
Markilo (« 

Master-Craft Cory Di S-W 
Mel ( 

SI ( f ( f 
SI { } ‘ 

Sp roducts Co 

Vi Safe & Equip. Co 





Inks (Writing), Adhesives, Etc 
Dennison Mfg. ¢ 
Melind, Louis, Co 
Rivet-O Mfg Co 
Stewart, R. A., & Co 


Labels 
Eureka Spclit Prtg. ¢ 


Imperial 


Oxford Filing 

Warshaw Mfg Co 

Weis Mfg. Co 13. 44. 45 
Ladders, Library, Store & Vault 


Cottermar I D 


Mechanical Pencils 
Crucible ¢ 


Leads for 
Dixon, Josept 
Kahn, David, Inc 
Rite-Rite Mfg. Co 
Sheaffer, W A4., Pen ¢ 


Leather Goods 
Doppelt, Charles, C¢ 


Mashek, Frank, Cc 


Leather Upholstered Furniture 
Bright Chair Co 
Ehrlich Upholstery Works 
Gunlocke, The W. H Chair Co 

Chair Co 

liana Chair Co 


Jasper 
New Ir 


Letter Trays (See Desk Trays) 


Library Equipment 
All-Steel-Equip. Co 
Art Metal Construction Co. 





Art Steel Sales Corp 68, 69, 70 
Corry-Jamestown Mfg. ( 

General F oofing « The....48 
Globe-Wernicke Co., The m6 
Peerless Steel Equip. Co. 

Shaw-Walker Co 63, 64, 65 
Yawman and Erbe Mfg. Co 9 


Lockers and Storage Cabinets 

All-Steel-Equip. Co 
Anderson- Hickey Co. 
Art Metal Construction Co 
Art Steel Sales C<¢ 
Browne-Morse Co 
‘ 


rp 68. 69. 70 


orry -Jamestowr Mfg. Co 
General Fireproofing Co The 18 
Globe-Wernicke Co The 7 


Great Lakes Store Fixture Co 
New England Woodworking Co 

Shaw-W alker Co 63, 64, 65 
Yawman ar Erbe Mfg. Co 59 


Loose Leaf Books & a 
Amberg File & Index 
Boorum & 





Master Di S-W 
Nationa 4 wk Co 
Sheppard, The ¢ E., C 


Wilsor Jone Co 


Loose Leaf Sheet Covers, Celluloid 
Mark » Co 


Wilson-Jones Co 


Loose Leaf Metals and Devices 
Sheppard, The C. E., Co 





W Tone ( 
Mail Distributors 
Globe-Wernicke Co., The 1 


Victor Safe & Equip. ¢ 


Mailing Machines 


Standard Duplicatir Macl ( 
Map Tacks 

Graff, Ge . 4 

Moore Push-Pin ( 
Maps 

Cran rl George 1} ‘ 
Matched Office Suites 

Art Meta Cor t , ‘ 

Gener Fireproof ‘ r S 

G Wernicke ¢ r" 

la cr 

K Metal M ( 

Walk ( i, € 


Memorandum Books 


toorum & Pea ( 
National Blank Book ( 
tockwell-Barnes ¢ 


Wilson Jones ( 


Memorandum Devices 
Finch & Meé 


Mending Tape 
Warshaw Mfg. ¢ 
Metal Badges, Checks, Tokens, Ete 
Dayton Stet W 
Meyer & Went é ] 


Moisteners 
Rivet-O-Mf ( 


Namberens Machines 
Me ) 
R 








OMce Partitions and Ratings 
Globe-We ke Co r 
Printing Outfits 
spec ty ‘ 


tor 


Office 
Ful 


Pads, Figuring 
tjoorum & Pease ( 
National Blank Book ¢ 


Rockwell-Barnes ¢ 
Wilson Jones ¢ 


Paper 
Eaton Paper ¢ 
Rockwell-Barnes ¢ 


Paper paral 
Acco Products, I 
Oakville 


Paper Clips 
Acco Products I 
Cook, H. ¢ cr 
Graff, Geo. B., C« 
Oakville Ce 
Vail Manufi iring ¢ 


Paper Fastening Machines 
Ace Fastener C 
Markwell Mfg. (¢ 
Speed Product 


Victor Safe & Equip. ¢ 





Paper 
] 


Fastening Stickers 
Eureka Spclty. Pr 


{ 
Paste (See Inks, A es, Ete 


Pencils, Mechanical 
tite-Rite Mf ( 





Sheaffer, W. A Pe ( 
Pencils, Paper Wound 

Blaisdell Pencil ¢ 
Pencils, Wood Cased Lead 

Slaisdell Pencil ¢ 

Dixon, Joseph, Crue e ( 

Koh-I-Noor Pencil ¢ 

Reliance Pe ( 

Staedtler, J. 8 Ir 

Swan Per ‘ 


Pins and Pin Containers 
Oakville Co 
Vail Mfg. Co 


Platens, Typewriter 
Amer. Writing Ma Stores D 
Ames Supply Co. 


Presentation Covers 
Amberg File & Index ¢ 
Oxford Filing Supply ¢ 


Price & Sign Sarters 





Fulton Specialt 
Melind ( 
Stewart, R. A & ¢ 
Publishers 
British Stationery Exy 
Punches 
Acco Product Ir 
n & Pease ( I 
Terr ke ( I" 





Metal Specialties Mf ( 
National Blank Book ( 
Wilson Jone ( 


Push Pins 
Moore Push-P ( 
Oakville Ce 


Ribbons and Carbons 
Allen & Co 





Allied Car. & R Mf ‘ 
Amer. Writir Macl Store ) 
Ames Supply Co 
Buckeye Ribbon & ¢ ‘ 
Mr ( 
{ 
Ir 
‘ ‘ 
Mf ( 
( 
( Ir 
( 
f Back 
1 S. Tyr ter Ribbon Mf or 
W & W I 


00 


Rubber Stamps 








Me 1, Lo ‘ 111 
Me & Wenthe, Ir 173 
s rt, R. A & ¢ 17 
~ I € ‘ t 
Rubber Type 
Fulton Spe ( | 
Me ae * gs, ( ] 
St R. A & { l 
afes 
Art Metal ¢ ( 79 
I Pp ( 13! 
G a ( TI 8, 49 
G We ke ¢ I 7 
Meilink Ste Ss ( 110 
s Walk ( ‘ fi ( 
\ r Safe & 1 ( Is 
Y i and | M ( ) 
a 
Globe-Wer1 ke ( 7 
Weis Mfg. ( { 
Wilson Jones ¢ 
Secretary Desks 
Art Metal ¢ tion ¢ 7 
General eproot ( mr 18, 49 
Giot rni ( I Hf 7 
Peerless Steel Eq Co 
Shaw-Walker ¢ 1, ¢ ( 
Shelving 
All-Steel-Eq ( 01 
\ Metal ¢ ( 79 
Browne ( 8 
Corry-Jame Me ( 19 
General yroofir Co he 12, 49 
Globe-Wernicke Co The 6, 57 
Shaw-Walker C¢ f 64, 65, 6 
Signs, Changeable Letter 
Acme sulletin & Direct Board 
Corp 175 
Stamp Affixers 
Standard Dup t Mach. Corp 87 
Stamp Pads 
Fulton Specialty Co 154 
Melind, Louis, Co 
Meyer & Wenthe, I 
Process ( 
O-Mf ( 





Rockwell farnes (¢ 
Stewart, R. A., & ( l 
Victor Safe & Equiy ar 10% 


Stands for Office Machines 











All-Steel-Equip. ( 101 
Ames Supply Co 72 
Anderson-Hickey Co R2 
Art Steel Sale Cort 68, 69, 70. 71 
General Fireproofir ( The....48, 49 
Globe-Wernicke Co | 56. 57 
Peerless Steel Equip. Co 17¢ 
Shipman-Ward Mfg. ¢ 158 
Sturgis Posture Chair Co 61 
Toledo Metal Furniture Co 99 
Wells Office Furniture ¢ 106, 107 
Staple Extractors 
Ace Fastener Corp 115 
Metal Specialtic Mfg. Co 141 
Staples and ——e Machines 
Ace Fastener ¢ I 1] 
Markwell Mfg. ( Ri 
Oakville Co &5 
Speed Products Cor 167 
Vail Manufacturir ( 125 
pay eet 
ners Clearing H 134 
Stencils, Brass 
Dayton Stencil Work 172 
Stenographer’s Note Books 
Nationnal Blank Book ¢ 174 
Ro Barnes ¢ 7 
Stools 
Toledo Metal Fur e Co 99 
Wells Office Furniture Co 06, 107 
Storage and Transfer Cases 
All-Steel-Equip. Co 101 
Amberg File & Index Co 165 
Art Metal Const m Co 79 
Art Steel Sales Corp 68, 69, 70, 71 
inkers Box Co 98 
tarkley, C. L., & ¢ 113 
trowne-Morse Co R4 
Cole Steel Equipt ( 124 
( Jan vn Mf ( 119 
G il | f Co The 18, 40 
Giot W ( r ‘ 7 
Guide System & 8 ( 81 
Imperial Me Co 151 
Peer] Ste I ( 176 
Pronto File ¢ 144 
Rockwell-B ( 77 
Shaw-Walk ( 64, ¢ fi 
Wagemaker ¢ lil 
W Mf ( 1 
) I i | Mf ( », J3! 
Store Fixtures and Equipment 
\ll-Steel-Equip. ¢ 10 
Strong Boxes, Fire Protected 
Meilink Steel Safe ¢ 
Tables 
\ Metal ¢ ( 
l ne-Me ‘ 84 
( lan Mi ( 119 
G il J ! ( T) 18, 49 
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Globe-Wernicke Co The 6, 
schler Bro Co 129 
rles p. Co 17 
Johns 7 Co 157 
SI Walker Co f 64. 65. 66 
Victor Safe & p. Co 108 
We Of I nitu Co 1L0¢E 10 
Tags 
Dennison Mf ( 67 


Tax Record Books & Systems 
Tans ‘ 


onwealth Publishir ( 174 

Telephone Accessories 

Victor Safe & Equip. Co 108 
Telephone Stands 

Art Metal Construction Co 79 

Art Steel Sales Corp 68, 69. 70. 7 

General Fireproofing Co., The 18, 49 

Globe-Wernicke Co The 56, 57 

Peerless Steel Equip. Co 176 

Shaw-Walker Co 63, 64, 65, 66 

Yawman and Erbe Mfg. Co 59, 131 
Thumb Tacks 

Graff, Geo. B Co 137 

Oakville Co 85 
Ticket Holders 

Aigner, G. J., Co 78 

Oakville Co RH 

Vail Manufacturing Co 12 
Time Clocks & Recorders 

Int'l Business Machines Corp 142 
Tianing Boards 

An Photo Laboratories 150 

ae Developments Co 150 
Tying Bands & Devices 

Rochester Wire-O Bindg. Co 172 
Type, Typewriter 

Amer. Writing Mach. Stores Div && 

Ames Supply Co 72 

Shipman-Ward Mfg. Co 158 


Typewriter Cleaning Material 





Amer. Writing Mach. Stores Div 
Ames Supply Co. i2 
Bainbridge Kimpton & Haupt, 
Inc 177 
Clarotype Co 162 
Type Cleaner Co 172 
Vol 1] 
Feather Lid gg 
‘ypewr 17 
Per 17 
Mf Co l 
Ward Mfg. Ce 158 
s: B, €o 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div R& 
Ames Supply Co 72 
Peerless Imperial Co 103 
Shipman-Ward Mfg. Co 158 
Speed Key Mfg. Co 172 
Speed Products Co 167 
Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. Stores Div 88 
Ames Supply Co 72 
Peerless Imperial Co 103 
Shipman-Ward Mfg. Co 158 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Dis 88 
Ames Supply Co 72 
Shipman-Ward Mfg. Co 158 
Typewriter Tables 
See Stands for Office Machines) 
Typewriters, Mfrs. of 
Int'l Business Machines Corp 142 
Royal Typewriter Co. xo 
Smith, L. C., & Corona Type 
writers 


Underwood Elliott Fisher..Back Cover 





Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div 8 
Regal Typewriter Co 17 
Shipman-Ward Mfg. Co 158 
Visible Systems Equipment 
Acme Visible Records, Ine 97 
Aigner, G. J., Co 78 
Art Metal Construction Co. 7 
Boorum & Pease Co Th 
Globe-Wernicke Co The 6, 57 
Master-Craft Corp Div. S-W 9] 
National Blank Book Co 174 
Shaw-Walker Co 63, 64, 65, 6 
Sheppard, The ¢ I Co 122 
Victor Safe & Equip. Co 108 
Wilson Jones Co 51 
Yawman and Erbe Mfg. Co 9, 131 
Wardrobe Racks 
New England Woodworking C« 11f 
Vogel-Peterson Co 134 
Waste Baskets 
Art Steel Sales Corp 68, 69. 70. 71 
Cole Steel ent Co 124 
Corry-Jame Mf Corp 119 
General | fin Co The 18, 40 
CGlobe-We ke Co The f 
Peerless Steel Equi; Co 
Shaw-Walker Co 6 64, ¢ 
Wholesale Stationery 
sainbridge Kimpton & Haupt 
Inc 
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WANTS AND LOR SALE 


The rate for classified advertisements ts eight cents a word, minimum charge, $1.60 


SITUATIONS WANTED 
TYPEWRITER MECHANIC 20 years’ experience on all makes, 10 years as 
manager of shop, desires permanent position with reliable concern, on bench 
work only—no outside calls. Willing to go anywhere. Can furnish best of 
references. Address B-44, care Office Appliances, Chicago 6. 
MECHANIC EXPERIENCED on all makes of office machines, seeks a post-war 
position. Over 30 years experience, with good references, education, and 
appearance. Address B-43, care Office Appliances, Chicago 6. 
MAN WITH TWENTY YEARS’ managerial experience stationery and office 
equipment field, wishes connection with dealer in east. Now employed, ref- 
erences furnished. Address B-45, care Office Appliances, Chicago 6. 
ADDING AND BOOKKEEPING MACHINE SERVICE MAN, with over twenty-five 
years’ experience, married and past the draft age, wishes to make a change. 
California or some place in the South preferred, but will consider other offers. 
Address B-48, care Office Appliances, Chicago 6. 
“LONDON CALLING U. S. A. Successful Sales Manager (46) linguist, Lon- 
don, Eng., holding executive position with British Manufacturers of Continu- 
ous Stationery Systems, and who has had a life experience as Mechanised 
Accounting Adviser in Great Britain and East and Central Europe, would 
welcome proposition from American Manufacturers who are planning post-war 
Sales programme in any part of the world.’’ Contact: ¢ EATON, 86 Thur- 
leigh Road, London, S.W. 12, England. 
SALESMAN TWENTY-TWO YEARS with leading manufacturer of mechanical 
office equipment and supplies plans to return to industry after brief absence 
in war work. Has worked throughout the South and Southwest. Interested 
particularly in a supply line such as ribbons and carbons, or other product 
that involves repeat sales. Top-notch sales producer High-grade references. 
Address B-49, care Office Appliances, Chicago 6 


SALESMEN WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who 





are workers. New exclusive products have created an unusual opportunity 
for able representatives. Permanent post-war employment. Opportunity for 
excellent earnings. Salary and expenses paid. See display ad ia this maga- 


zine. Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, 
Brooklyn, N. Y. 

OFFICE SUPPLIES SALESMEN and SALESWOMEN—We have several attractive 
sales openings in our Stores, Outside Territories and Phone Order Department 
for men and women who are interested in making a successful career in 
the ‘‘business with a future.’’ There are many increasingly good opportunities 
for advancement to well-paid supervisory and managerial positions. Ambitious 
and capable men and women with some office supplies experience are invited 
to write or come in for an interview. HORDER’S, INCORPORATED, ‘‘The 
House with a Good Future,’’ 231 S. Jefferson St., Chicago. 


MECHANICS WANTED 
SERVICE MEN WANTED—wWe need Service Men with experience on either 
or all of the following: Friden Caleulators, Allen-Wales Adding Machines, 
Dictaphones, and all makes of typewriters. Give full details in first letter, 
replies treated confidentially. Reliable Office Equipment Co., 311 Sycamore, 
Evansville, Ind. 
CAPABLE MECHANIC for typewriters, adding machines, calculators, and cash 
registers, town of 15,000. Guarantee and commission. Write stating experi- 
ence. Clovis Printing Co., Box 590, Clovis, N. M. 
NEED CAPABLE, all around repairman, typewriters, adding machines, cash 
registers; good town in which to work and live, 28,000 pop. Steady, well 
paying work. E. W. Shannon, 300 E. College Ave., Appleton, Wis. 
ADDING MACHINE MECHANIC, also Typewriter, Addressograph, Multigraph 


Mechanic. Good salary. Pruitt Office Machines, 425 N. LaSalle, Chicago. 
IT IS WORTH A LOT to live in Miami, Fla., but we will pay you $50.00 


per week to work in a place where summer spends the winter. Excellent 
working ccnditions for an honest mechanic. Must be thoroughly experienced 
in typewriters. In answering give full particulars. All answers treated con- 


fidentially. . Address O-163, care Office Appliances, Chicago 6. 

WANTED OFFICE MACHINE & TYPEWRITER MECHANICS for permanent con- 
nections in New York City. Write giving qualifications and experience on 
makes of machines. Box O-162, care Office Appliances, 100 E, 42nd St., 
New York 17, N. Y. 

BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Ind 
WANTED—Experienced typewriter and adding machine mechanic. Spokane 
Office Machine Company, 105 S. Howard, Spokane 8, Wash. 


EXECUTIVES WANTED 
EXECUTIVE, Retail Stationery Business. Experience necessary to manage 
large retail organization and assist President in personnel and purchasing. 
Permanent position, good salary, business located in large eastern city. State 
full qualifications in letter. Expenses paid for interview. Address O-164, 
care Office Appliances, Chicago 6. 


COST ACCOUNTANT WANTED 
ASSISTANT TO COST ACCOUNTANT, Chicago case goods factory. Opportunity 
to assume charge cost department. Confidential. Address O-171, care Office 
Appliances, Chicago 6. 


REPRESENTATIVES AVAILABLE 
SALESMAN WITH HEADQUARTERS in Chicago and specializing in pens, pencils 
and leather goods, is in a position to handle an additional line to be sold to 
commercial stationers. Maintains permanent office. Well acquainted in indus- 
try. Address B-46, care Office Appliances, Chicago 6. 
POST WAR—An aggressive sales organization that has been contacting the 
office equipment and stationery firms of the south for more than eleven 
years, desires an additional line that can be sold such firms. Strictly com- 
mission on the net to dealers and no other cost to manufacturers. Not inter- 
ested in printing or sales books but a high class line that will repeat. 
Address B-47, care Office Appliances, Chicago 6 
SALES AND SERVICE ORGANIZATION operating in Oregon, Washington and 
Alaska interested to hear from manufacturer seeking representation in the 
Northwest area. Equipped to sell adding, calculating, duplicating and other 
machines, carbons and ribbons, supplies for various types of duplicators, and 





specialties going to same group of buyers. Good references. Address B-50, 
care Office Appliances, Chicago 6. 
WANTED: AGENCY OR DEALERSHIP all types of office appliances. Send in- 


formation or samples. Catlett Bros. Service and Office Supplies, Good- 
land, Kansas. 


REPRESENTATIVES WANTED 
SALESMEN WANTED—Well-known manufacturer of bank passbooks and check- 
cases offers unusual SIDELINE opportunity to a limited number of salesmen. 


Use of patented machinery permits quoting low prices on super-quality line. 
We make all styles of passbooks, including N.C.R. and Burroughs machine; 





also all styles of checkcases. Impressive sales portfolio and. selling plan 
will enable you to produce results immediately Commission basis. Write 
today for complete information. Address O-167, care Office Appliances, 


Chicago 6. 


WANTED TO BUY BUSINESS 
WANTED TO BUY—C omplete Stationery Business. Large corporation seeking 
to expand its operations is interested in purchasing a good stationery busi 
ness. If your annual volume is over $200,000 and you would be interested 
in selling, write O-169 in care of this publication All replies will be held 
strictly confidential. 
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WANTED TO BUY, an established business in office equipment and supplies 
Willing to pay reasonable amount for business in good condition and with 
suitable manufacturer connections Send particulars to O-170, care Office 
Appliances, Chicago 6 


MANUFACTURING BUSINESS FOR SALE 


COMPLETELY EQUIPPED small Carbon Paper and Ribbon Factory. High class 
profitable business. Established many years showing good earnings. Machinery 
all modern for producing high quality products. Good clean inventory of raw 
materials and made up stock. Present management wants to retire but will 
remain for a year or s with new owner if needed. Will require about 
$50,000 cash. Box O-172, care Office Ap-liances, 100 E. 42nd St., New 
York 17, N. ¥ 








BUSINESS OPPORTUNITIES 
CLOSE-OUT 400 hand envelope sealers; former retail price $4.00, sell entire 
lot 75c each. Write for circular. Millen Mfg., 262-B Washington, Boston, 
Mass. 


TRADE SCHOOLS 
WEBER TYPEWRITER-MECHANICS SCHOOL. A simplified Practical Home- 


study Course. Our students now operating their own business. Division 2, 


Hollywood Calif. 





SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that pull sales. 
You need them more than ever now. Send me your data for new letters, or 
unsuccessful letters for reshaping. Particulars on request. Address H. M. 
Goldthwait, 1659 Broadway, Denver, Colo. 


FOUNTAIN PEN REPAIRING 

WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices We especially feature ‘‘CONKLIN,'’’ SWAN, 
WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, ete., but can 
repair all other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to ONE place for better service. (Est. 1904.) ASK ABOUT NEW 
WELTY PENS, $1.50 TO $10.00 LIST. Welty Pen and Repair Co., 38 S. 
State St., Chicago 3. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 52 
S. Wells St., Chicago 7 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. F 
BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa. 

ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold W. J. Crowley Company, 434 Caswell Bidg., 
Milwaukee, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York City é i 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Folders, 
Typewriters, Adding Machines Write for FREE Money Making Circular. 
Pruitt Office Machines, 527 Pruitt Bldg., Chicago 10. 

FOR SALE: 1 Sundstrand model ‘C’ Bookkeeping Machine—18-Inch Front 
Feed Carriage with payroll attachment. Serial No. 287802. Burroughs port- 
able adding machines—sS column hand operated, with 12-inch carriages. 
David C. Silvers, 135 Grand St., New York 13, N. Y. 
DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York, N. Y. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full co-operation to 
dealers. Commercial Card System, 135 Grand St., New York City. 

KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand, Special service and 
prices to dealers for purchase or sale. Gei our quotations. Chas. S. Nathan, 
Inc., 548 Broadway, New York. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
561 Broadway, New York, N. Y. 

VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Have available credit authorization equipment in one line tube panels, 
and 5x1 pocket panels, for reasonable prices Write and tell us what 
Visible Equipment you need or have for sale. Special prices to Dealers. 
E. H. Heineman, 4 N. Eighth St., St. Louis, Mo. 

CALCULATORS FOR SALE—A few Monroes and Marchants, hand and electric. 
F. W. Finch, 512 Pennsylvannia Bldg., Philadelphia, Penna, 

75 ACME INSITE CABINETS—s8x5, in 14 and 23 drawer units. Equivalent to 
new. Commercial Card System Co., 135 Grand St., New York 13, N, Y. 
WANTED: Your surplus, used adding, addressing, bookkeeping, calculating 
machines; typewriters, rough but in working condition, both standard and 
wide carriages, and any other type of office machine. Howard Boyer Com- 
pany, 108 W. Fayette St., Baltimore 1, Md. 

EMPTY SPOOLS WANTED I will pay $1.00 per hundred for all typewriter 
and adding machine spools. Any condition and will refund postage in addi- 
tion. Checks sent same day merchandise received. Birnbaum, Central Avenue, 
Far Rockaway, New York. 

MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 





silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
113 W. State, Milwaukee, 

WE WILL PAY CASH for plus stocks, close outs, rejects of commercial 
stationery, office furniture any quantity Marsten, 104 N. 7th St., St. Louis, 


Missouri. 

Quantity of KARDEX Cabinets, 22 and 33 Drawer, for 5x3-Inch Cards, Auto- 

matic style. $2.75 per drawer, F.O.B. Los Angeles, Calif. Also 16-Inch and 

19-Inch FLEXITE Automatic Shift Binders for 9%4-Inch Sheet. General Office 

Furniture Company, 1049 S. Los Angeles St., Los Angeles 15, Calif. 
WANTED 

INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 size, 

complete with card holders and gvod shift rods. Would also consider 3x5 

and 4x6 cabinets if shift rods are in good condition. Advice what you have 

available. E. H. Heineman, Box 552, St. Louis, Mo. 




















PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 








Container—Drawer Stop and Aligning 
New York, N. Y. Application 
No. 211,385 Granted Decem- 


2,337,079 
Means. Philip Zalkind, 
June 2, 1938, Serial 
ber 21, 1943 





37,091 Calculating Machine. Arthur J. Fettig, 
Detroit: Mich., assignor to Burroughs Adding Machine 
Company, Detroit, Mich., a corporation of Michigan 
Application December 28, 1937, Serial No. 182,056 
Granted December 21, 1943 

,337,233. Drive Mechanism for Office Machines. 
EK rich Dronigke, Sommerda, and Hugo Schuler, Siegmar 
Schonau, Germany; vested in the Alien Property Cus 


Serial No 





27, 1939, 


1943 


todian Application November 





306,390 Granted December 21, 3 . 
2,337,270 Paper Feed Mechanism for Business 
Machines. Ernest Racz, Detroit, Mich., assignor to 


Mich., a 
1942, 


Detroit, 
March 28, 


jing Machine Company, 
Michigan Application 


Burroughs Ad 
corporation of 





Serial No. 436,678. Granted December 21, 1943 
2,337 Pen. John William Para, E lizabeth > 
ignor to David Kahn, Inc North Bergen 
2. corporation of New Jersey Applicatio: 
April 1, 1941, Serial No. 386,328. Granted Decen 


ber 21, 1943 


337,369. Pull-Out Register. William G. Borchers 








Hoboker N. J., assignor to Autographic Register Com 
pany, Hoboken, N. J., a corporation of New Jersey 
Application August 7, 1941, Serial No. 405,755 
Granted December 21, 194 

2,337,377 Carbon Paper. Pierre A. Dreyfus, Biel 
Switzerland, assignor to Carfa A. G., Fabrik chemische 
technischer Bureaumaterialien, Pery, near Biel, Switzer 
land Application May 25 942, Serial No. 444,452 
Granted December 21, 1943 

2,337,393 Filing Equipment. Emil Kern, Long 
Island City, N. Y., assignor to Acco Products, Inc., 
Long Island City Y., a corporation of New York 
Application June 25, 1941, Serial No. 399,618. Granted 
December 21, 1943 

2,337,479 Fastener-Applying itmplement. Charles 
M. Lindstiom, East Greenwich, R. IL., assignor to 
Beston Wire Stitcher Company, Warwick, R. IL., a 
corporation of Maine Application September 25, 1942 
Serial _No. 159,607. Granted December 21, 1943 

2,337,487 Hand Stamp. Frank A. Mosher, Mechan- 
iesburg Pa Application June 21, 1941, Serial No 


Granted December 21, 1943 

2,337,548. Autographic Register and Method. Joh: 

T. Davidson and Bruce T. Bickel, Dayton, Ohio, as 
gnor to The Standard Raststes Company Daytor 

Ohio, a corporation of Ohio Application January 2, 
1942 No, 425,904. Granted December 28, 1943 

Paper Feeding Mechanism for Accounting 


399,089 
, 


Serial 
2,337 






Machines. Walter A Anderson, Bridgeport, Conn., 
assignor to Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware Application 
November. 3. 1941, Serial No. 417,643 Granted De 
ember 2 1943 

2,35 593 Typewriting Machine. William A. Dob 
son Wethersfield, Conn., assignor to Underwood Elli 
ott Fisher Company, New York, N. Y., a corporation 
of Delaware Application April 2, 1941, Serial Ne 





386,510. Granted December 28, 1943 
2,337,607. Filing Box. Harry H. Hughes, St. Louis 
Mo Application August 2, 1940, Serial No. 349,53¢ 
Granted December 28, 1943 
2,337,660 Metal Furniture. Walter R. Hultberg 
Corry, Pa., assignor to Corry-Jamestown Manufacturing 
y yee tse seg Corry, Pa., a corporation of New York 
Applic ation January 15 1941, Serial No. 374,538 
ad December 28, 1943 





Moistener for Duplicating Machines. 


Stephen Kokay, Chicago, Ill., assignor to Ditto, In 

corporated, Chicago, Ill., a corporation of West Vir 

ginia. Application July 21, 1941, Serial No. 403,355 
December 28, 1943 


Granted 
2,337,747. Moistening Means for Duplicating Appa- 





ratus. Hugo H. Grobecker, Milwaukee, Wis., assignor 
to Ditto, Incorporated, Chicago, Ill., a corporation of 
West Virginia Application February 27, 1941, Serial 
No, 3 Granted December 28, 1943 





Duplicating Machine. Frank Ronald Ford, 


a ihoerng Birmingham, England Application De 
cember 11, 1941, Serial No. 422,499 Granted De 
cember 28, 1943 

2,337,814 oe Device. Walter J. Hanson, Port 
Chester, N assignor to Pitney-Bowes Postage 
Meter (< Stamford Conn., a corporation of Delaware 
Application March 14 1942, Serial No. 434,679 
Granted December 28, 1943 

2,337,979. Eraser Device. Jean S. Dorner, Evanstor 
Hl ‘Applic ation December 18, 1942, Serial No. 469,41¢ 
Granted December 28, 1943 

2,338,011 Ring Binder. John Schade, Holyoke 
Mass assignor to National Blank 300k Company 
Holyoke, Mass a corporation of Massachusetts Ap 
plication November 11 1942, Serial No. 465,203 
Granted December 28, 1943 

2,338,068. Wide Lead Mechanical Pencil. Carl ( 
Harris and Linton T sassett, Orange, Mass., assignor 

said Harris Application December 26, 1942, Serial 
No. 470,146. Granted December 28, 1943 

2 338 0x6 Nonspill Bottle for Ink and Other Fluids 
Arnold E. Aszody, Newark, N. J Application Decem 
ber 2, 1942, Serial No, 467,577 Granted January 4 
44 


2,338,133. Sorting Apparatus. Maynard L. Sar 
















Rochester oe Application June 19 1940, Serial 
Ni 41,351 Granted January 4, 1944 
38,168 Typewriter Ribbon Spool. Ronald D 
1k . Rochester, é assignor to International 
Business Machines SS age New York, N. ¥ 
corporation of New York Application June 23, 1912 
Serial No. 448,070. Granted January 4, 1944 
2.338,195. Stencil Moistening Machine. Albert W 
Mills and Frank J gh in Endicott, r., assign 
ors to Internatior i Machines Corporatior 
New York, N. Y n of New York. Appli 
eatior Apri l No 139,202 Granted 
January 4, 1944 
Pencil Sharpener. Frank M. Schaefer 
assignor to William G. Pankonin, Chi 
eation February 20, 1941, Serial No 


i January 4. 1944 
wtusoy | —— Carl F. Wolters, Ker 
i George atkins, Tonawanda, N. Y., as 
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2,387,369 
‘ . 2,337,395 
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signors to Remington Rand Ine Buffalo, N. ¥ " Stuart Fleming, Niagara Falls, N. Y., assignor to 
orporation of Delaware. Application June 24, 194 American Sales Book Company, Inc Niagara Falls, 
Serial N 19,458. Granted January 4, 1944 N. ¥ a corporation of Delaware. Application May 22, 
8,511 Posture Chair. Frank B. Harman, Grand 1941, Serial No, 394,691. Granted January 11, 1944. 
Rapids, Mich. Application September 15, 1941, Serial 2,338,942. Cash Register. Daniel K. Hughes, Oak 
No. 410,847. Granted January 4, 1944 wood, Ohio, assignor to The National Cash Register 
2,338 Pay Roll Board. John H. Page, Musk Company, Dayton, Ohio, a corporation of Maryland 
gon, Mich., assignor to The Shaw-Walker Company Application May 12, 1939, Serial No. 273,231. Granted 
Muskegon, Mich., a corporation of Michigan Appli January 11, 1944 : . 
cation November 2, 1942, Serial No. 464,268. Granted 2,338,947. Fountain Pen. Theodor Kovacs, Vienna, 
January 4, 194 Germany; vested in the Alien Property Custodian. 
2,338,78 Adjustable Stool. Charles Rome Brook Application November 29, 1941, Serial No. 421,061. 
yn, N. ¥ Application October 23, 1941, Serial N Granted January 11, 1944 lala 
416,167. Granted January 11, 1944 2,339,188. Work Positioning Means for Imprinting 
8,891 Loose Leaf Binder. Hubert Auburr Machines and the Like. Walter B. Payne, Rochester, 
Healt Ohio, assignor to The Tenacity Mar assignor to The Todd Company, Ine., Rochester, 
ring ( Lockland, Ohio, a corporation of O! N Y.. a corporation of New York Application 
April 21, 1943, Serial No. 483,912. Granted March 16, 1942, Serial No. 434,838 Granted Janu 
194 ary ll, 1944, 
2,338,898 Follower for File Drawers. Harry W ees ae 
Bradner, Chicago, Ill., assignor to Boynton & Compar DESIGN PATENT ervese eeececsenene orseccnesese esoeees 
Chicage Ill., a corporation of Illinois Applicatior 136, Design for a Visible Reference “Holder. 
December 21, 1942, Serial No. 469,643. Granted Janu Conrad C. Meilicke, Chicago, Ill Application Octo 
ary 11, 1944 ber 11, 1943, Serial No. 111,340. Granted January 4, 
2,338,922 Continuous Envelope Assembly Johr 1944 
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BUSINESS OPPORTUNITIES 


Office Machine Firm Asks for Catalogs.—The Spokane Office Machine 
Company, S. 105 Howard, Spokane, Wash., in active operation since last 
July servicing all types of office machines and selling office supplies, 
is looking forward to greatly expanded sales work after the war. The 
territory covered is east of the Columbia River in Washington and all 
of northern Idaho. Although realizing that new office machines are 
not now available, the firm is interested in receiving catalogs from 
manufacturers of machine lines as well as supply items in order to 
established contacts for post-war business. 

Catalogs on School and Office Supplies and Equipment Wanted. 
R. Milton Waymire, buyer for Hoosier Supplies, 213 Main Street, Vin- 
cennes, Ind., would like to receive catalogs and price information from 
the manufacturers of school and office supplies and equipment. Stores 
are also maintained at Frankfort and Spencer, Ind., where catalog files 
are rather complete. The Vincennes store, however, is in need of recent 
trade literature. 

Agent Seeks Additional Lines.—H. J. Nicholson, 53 West Jackson Boule- 
vard, Chicago, Ill., now handling stencils, inks, correction fluid and other 
duplicating supplies, is interested in taking on sales representation of 
other items used in offices, particularly products on which there is a 
potential repeat business. 

Harrisburg Firm Needs Additional Lines.—Capitol Office Machines and 
Equipment Company, 80 South Third Street, Harrisburg, Pa., distributors 
for Allen-Wales adding machines, Friden calculators, Speed-O-Print dupli- 
cators and Do/More posture chairs, is desirous of receiving catalogs of 
other companies desiring representation in the Harrisburg area. 

Opportunity for Central Illinois Representation.—Van W. Haverton, of 
Van's Office Equipment, 108 Liberty Street, Peoria, Ill., is interested 
in adding to the lines presently represented by him in the Peoria area. 
At present, he is handling Columbia Ribbon and Carbon products, Rex-O- 
Graph duplicators, Milo Harding Stencils and Rapid Office Devices prod- 
ucts. 














NEW TRADE LITERATURE 


Diebold, Incorporated, Canton, Ohio, recently announced the publication 
of its 24-page first anniversary issue of its sales bulletin, CONTACT, issued 
weekly for the company’s direct and dealer sales organizations. The purpose 
of CONTACT is to furnish sales ideas and sales information, in addition to 
augmenting the morale of the organization. The anniversary number con- 
tains a number of biographical sketches and photographs of members of 
Diebold’s sales force, branch managers and other personalities of the or- 
ganization. In addition, news briefs and a number of reproductions of 
timely illustrations and messages which have appeared during the past 
year are reprinted in this outstanding issue. 

Farnham Stationery & School Supply Company, Lumber Exchange Build- 
ing, Minneapolis 1, Minn., has just issued its 1944 Fiftieth Anniversary 
catalog for its customers. Containing 112 pages, approximately 8 x 11 
inches in size, the new publication covers virtually every popular item in 
the office field. The attractively-planned covers are printed in red, blue 
and bronze. Convenient order blanks have been inserted in the center 
spread of the catalog, and the last four pages contain a complete index 
for the convenience of Farnham customers. 

Rivet-O Manufacturing Company, Orange, Mass., has available for dis- 
tribution to dealers a new, illustrated price list of its products. Attrac- 
tively printed in colors on 8% x ll-inch sheets, punched for loose leaf 
books, the new price list completely describes Speed-Mo stamp pads, inks 
and fountain brushes. Extra copies are also available for dealers desiring 
to furnish them to their outside sales organization or to department 
heads. Interested dealers should communicate with Sales Manager H. R. 
Day, at the above address, specifying the number of copies needed. 

E. W. A. Rowles Company, Arlington Heights, Ill., late in December 
released a new 32-page catalog of school equipment and specialties to the 
trade. Attractively printed and illustrated on good grade stock, the new 
booklet, 844 x 10% inches in size, covers the following items: Blackboards, 
blackboard erasers, crayons, mouldings and surfacers, blackout shades, 
building directories, card and paper cutters, changeable letter signs, 
display boards, eraser cleaners, framed blackboards, map and display 
rails, picture screens, window shades and wing display fixtures. 

Interested dealers should write directly to the company at the above 
address, asking for Catalog No. 252. Catalog No. 152, covering pupils’, 
teachers’ and office desks, chairs, folding and assembly seating, library 
furniture and filing cabinets, is also available to authorized dealers upon 











CORPORATION REPORTS AND 
FINANCIAL NOTES 


Louis Melind Company, Chicago, Ill.—The stockholders of the Louis 
Melind Company recently approved an increase in the company’s capitali- 
zation, which had consisted of 1,200 shares of $100 par value common 
stock. The new capitalization will consist of $82,000 in new preferred 
stock and 3,852 shares of common stock. All of the new stock has been 
subscribed for by the stockholders and no pwblic offering is contemplated. 
The proceeds will be used to finance the new factories and branches 
recently acquired by the company. 








MISSING MACHINES 


Dealers everywhere are asked to be on the lookout for the following office 

machines (described and numbered below) which have been reported lost, 

stolen or strayed. Information on machines located should be transmitted 
immediately to the firm, organization or individual concerned. 

Harry A. Fish, Hillsboro, I11.—One Corona Portable elite typewriter, No. 
20230137. This machine has been reported lost, strayed or stolen in Los 
Angeles, Calif., in July, 1943. It is the property of Mrs. Mildred Holbrook, 
209 West Mechanic Street, Hillsboro. Any information concerning the 
whereabouts of the above described machine should be transmitted to the 
owner or to Mr. Fish at Hillsboro. 

Hautau & Otto Corporation, 4420 West Harrison Street, Chicago 24, II. 
‘eported stolen from the offices of the above company were Monroe Cal- 
culating Machine A-1—213—278230, and Burroughs Adding Machine, Style 
8061, Serial A-63708. Rewards of $100 and $30, respectively, have been 
offered for the recovery of the machines. 
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WATCH THE VOLUME OF EARNINGS ON IN- 
VESTED CAPITAL TODAY. Here’s another of those 
practical articles by Fred Merish, on page 14, in which 
he points out that the true guide of the profitableness of 
a business is the percentage of return on investment, 
not on sales. It’s an angle frequently overlooked by 
dealers and one that merits your future attention. 


* 


ALL FEMININE SALES STAFF OPERATES SUC- 
CESSFULLY. Have you tried using feminine “outside 
salesmen?” The Luther Skinner Printing Company of 
Montgomery, Ala., has, and with surprisingly effective 
results. In some cases they “cracked” accounts that 
could never be reached before. The experiences of this 
company, related by Bert Merrill, appear on page 18. 


* 


PROSPECTS FOR FOREIGN TRADE IN OFFICE 
MACHINERY LINES. On page 13, Oswald Schreiner, 
Jr., Machinery and Motive Products Unit, Bureau of 
Foreign and Domestic Commerce, reveals some surpris- 
ing data on foreign commerce in office machinery. The 
big future market, he points out, lies not in South 
America, but in Europe and the dominions of the British 
Empire. It’s an article well worth any exporter’s read- 


ing time. 
* 


BUILDING FOR THE FUTURE. The 7-point pro- 
gram adopted by Vance K. Miller, president of Vance K. 
Miller, Inc., Dallas, Tex., is one which will serve any 
office outfitter well and profitably. You'll find it on 


page 21. 
* 


DEALER’S “LOOK AHEAD” IN THE OFFICE 
FURNITURE BUSINESS. How one enterprising dealer 
is planning ahead for post-war sales in interestingly re- 
lated by Phil Lance on page 22. Russell Seery, of the 
Seery Office Furniture Shop, Philadelphia, is not resting 
on his oars, but is planning both sales and advertising 
campaigns for the post-war period. His methods are 
adaptable to every similar business in the field. 


* 


SEVENTEEN BLUNDERS IN HANDLING SALES- 
MEN. In an interesting and practical article on over- 
coming some of the most prevalent difficulties between 
salesmen and sales managers, J. B. Winthrop outlines 
on page 19 seventeen rules for smoothing this relation- 
ship. His tips are well worthing clipping and saving 
for future use in sales personnel work. 


* 


ADVERTISING CLINIC FOR DEALERS. Stanley 
Moss, advertising consultant, returns in this issue with 
some valuable hints .on handling daily correspondence. 
Read his suggestions, on page 16, for making your letters 
friendly, helpful, informative, interesting, and conclusive. 
You’ll find them helpful in YOUR correspondence. 


* 


CALENDAR OF INDUSTRY ACTIVITIES. Know 
what’s “on the fire” in association events in your area? 
The Calendar of Industry Activities, in concise form on 
page 118, will give you all the details. 


9 
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Seven Steps Toward Simplified 
. OFFICE PROCEDURES 


THE FIRST STEP — Establishing Re- 


quirements. “Step by step, we started to 
overhaul our paper work. One by one, 
questions that we started asking ourselves 
would answer other questions. First, we 
chose one of our standard reports. Then 
we asked ourselves: 

“What is the purpose of this report? 

“Does real need for the data still exist? 

“Who are the principal persons inter- 
ested? 

“Can any other existing tabulations serve 
the purpose?” 

THE SECOND STEP—A ssembling the 
Data. “In any sort of production the mate- 
rials of manufacturing must first be gath- 
ered. All raw materials must be procured 
and processed before the finished product 
can be assembled. In paper work the raw 
materials are the data assembled from dif- 
ferent sources and worked up into cost 
summaries, bookkeeping entries, balance 
sheets, profit and loss statements, or reports 
of various other kinds. Our first concern 
was to obtain the raw material for our pur- 
poses from the best and most direct source, 
then to produce from it the most useful 
possible reports.” 

THE THIRD STEP—Determining the 
Permanence of Files. “The office has one 
problem in which the shop does not share. 
The raw material of office production is not 
consumed in the process of manufacturing 
but remains intact and must be disposed 
of. Two questions always remain, ‘What 
shall we keep and how long shall we keep 
it?’ As paper work flows through organized 
office channels to reach completion, entries 
are made, reports are created, and com- 
pilations produced, but the original data 
from which our facts and figures are trans- 


ferred do not disappear or change in the 


process.” 
THE FOURTH STEP—Arranging Of- 
fice Facilities. “In any production process 


the importance of good tools is no greater 
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ig, agree two years ago A. H. Stricker of Cleveland, Ohio, 

dropped in for a visit at OrricE APPLIANCES’ headquarters in 
Chicago. He had with him a thought provoking treatise entitled 
“Office Science, or How to Fix Standards for Paper Work.” At 
that time Mr. Stricker was manager of the statistical department 
of the General Electric Company lamp division at Nela Park, 
Cleveland, Ohio. On invitation to observe the ideas and sugges- 
tions in the treatise in function, Mr. Stricker’s call was returned 
by an enlightening visit to the offices at Nela Park. 


Special Articles on the Stricker Plan 


A direct result of the Cleveland visit was an independent ar- 
ticle or two and then a series of feature presentations on what 
has since become known as the Stricker Plan. Through the pages 
of OrFICE APPLIANCES the achievements and recommendations of 
Mr. Stricker became known nationally. Other journals took up 
the subject and ere long Mr. Stricker journeyed to Washington 
to confer with Government officials. He is now management con- 
sultant to the House Civil Service Investigating Committee and 
has opportunity to put his plan into function in Federal offices, 
where magnitude of work and personnel makes efficiency of op- 
eration tremendously important. 

Late in December the Stricker Plan was published in book 
form under the title, “Seven Steps Toward Simplified Office 
Procedures.” The “steps” are referred to briefly in the side col- 
umns of this article. 


Plan a Long Time in Development 


As might be expected, the Stricker Plan did not come into 
existence overnight. It was begun over a quarter of a century 
ago when the First World War created a need for more and better 
paper work to meet increased production of defense plants. Since 
then it has been tried and simplified until it now comprises seven 
basic steps for improving the quality and quantity of office paper 
work. The plan points a way by which, through functional equip- 
ment, unitized operation, better environment, and efficient work- 
ing standards there can be established vastly improved office 
facilities, with the end result that with less effort and fatigue, 
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office operators can do more and better work in much less time. 
In Mr. Stricker’s plan the customary time study idea is replaced 
with a method of measuring the size of the job in order to create 
workable standards. 


The Plan and This Industry 


The office equipment and supply industry is justifiably proud 
of its record of service-and contribution to the general business 
world. Basically, this industry provides the means to ever-in- 
creasing efficiency in office operations. Through development of 
record keeping systems the industry has gone a step further in 
its contributions. But the tools and the individual systems do 
not of themselves create efficiency. Only as the users apply the 
utilities and systems is efficiency achieved. The Stricker Plan 
offers an over-all method for reaching the goals of economy and 
speed in office operations. It supplements the sales arguments 
of office equipment manufacturers and draws all functions of the 
business office together on a unified, unitized basis. 

To be effective, the seven steps recommended in Mr. Stricker’s 
new book must be implemented by thoroughgoing adoption of 
his plan. Realizing this, Mr. Stricker included in his book a chap- 
ter on “Adopting the Plan.” Two paragraphs are quoted below: 

“Because of the many variables existing in different kinds of 
business structures, the exact manner of application of better 
office methods may differ somewhat from one business to an- 
other. But the principle, a firm decision by responsible heads to 
put it into operation, and the selection of the proper individuals 
to take full charge of its application are the avenues of easy, yet 
certain, approach to the unqualified adoption of the plan. 

“Most peak loads can be done away with when a planned 
program for the distribution of work has been made, and the 
application of the steps of this plan can balance the amount of 
work to be delegated to an employee in order that he may be 
comfortably occupied throughout all the working days of each 
week.” 























THE PRIVATE OFFICE—PLANNING CENTER FOR TAKING THE NECESSARY 
STEPS TOWARD “SIMPLIFIED OFFICE PROCEDURES.” 
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than the relationship that exists between 
them. Before a production line can attain 
maximum effectiveness, the machines must 
be arranged to permit the unimpeded flow 
of parts or products from one end of the 
line to the other. 

“In their proper position as the vital 
tools of paper-work production, typewriters 
and calculating machines, tabulators and 
bookkeeping machines, furntiure and_ all 
forms of office equipment can be arranged 
and combined to create an effective office 


production line.” 


THE FIFTH STEP—Surveying the Job. 
“Surveying is an exact science. Skilled sur- 
veyors can establish straight lines where no 
line has ever existed and, by the use of 
fixed formulas, can chart careful courses 
through trackless wastes. Sharp, critical 
questions are the plumb lines and leveling 
rods with which the surveyor of paper 
work charts his new course through the 
maze of already established office pro- 
cedures. The right kind of questions nat- 
urally constitutes a program for the review 
of work. 

“Thirty-one questions helped us to design 
our first form, and today those questions 
constitute a fixed formula for the never- 
ending simplication of each phase of our 
office operation.” 


THE SIXTH STEP—Measuring Work 
and Time. “Many times, as we worked 
to develop our plan, we found it very easy 
to confuse the measurement of work and 
time in the office with ordinary time study 
in the shop. Though they are both done 
for the purpose of fixing the labor cost of 
an individual operation, the two differ 
widely. Measurement of work and time 
separates the mass of office detail into the 
clear lines that can be made into a definite 
pattern, makes definite schedules of com- 
pletion possible, gives positive proof of the 
sufficiency or shortage of office equipment, 
and permits equitable distribution of work 
among employees. In short, the measure- 
ment of work and time makes efficient 
office operation not only possible but easy.” 


THE SEVENTH STEP—Assigning the 
Work. “With the evolution of a formula 
for the measurement of work and time, we 
reached the last of the seven steps in our 
plan to simplify paper work. By trial and 
error, over a long route, we had resolved 
all but one of our office functions into 
natural and normal divisions. Each was 
important and clearly defined, and the plan 
as a whole was complete enough to fulfill 
the basic requirements for all paper-work 
problems. 

“After we had determined, by accurate 
measurement, how much time should be 
required to do the various pieces of office 
work according to unit standards, we were 
ready to assign all phases of the work to 
individual workers. Under the standards 
already established, each could now be em- 
ployed efficiently and perform his work 
correctly.” 
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Prospects for Foreign Trade in 
OFFICE MACHINERY LINES 


QUIPMENT manufacturers 
have quite properly been giv- 
ing thought in recent months to 
the problems which they will face 
when war contracts are termi- 
nated, and the opportunity is pre- 
sented for return to the produc- 
tion and marketing of their nor- 
mal lines or new articles demand- 
ed in a world at peace. For the 
office machinery industry it is of 
special importance to examine the 
post-war situation in foreign mar- 
kets as well as in the United 
States, because of the relatively 
large proportion of its output go- 
ing, in normal times, into export 
trade. 
For the purpose of establishing 
a fundamental basis of estimating 
the potentials of export mar- 
kets in the post-war period, the 
Bureau of Foreign and Domestic 
Commerce has made a study of 
the volume of exports which may 
be expected during a period of 
maximum employment and high 
activity in domestic production 
with consequent high levels of 
imports of the needed raw ma- 
terials, which would provide ade- 
quate dollar exchange to enable 
foreign customers to purchase 
American goods. Those interested 
may obtain copies of the pub- 
lished result of the study, “For- 
egin Trade after the War,’ from 
the Bureau in Washington or any 
of the regional or district offices 
of the Department of Commerce. 
By examining the past, a pro- 
jection has been made which pre- 
sents some interesting and 
thought-provoking figures. For 
total export trade a seven-billion- 
dollar potential market is esti- 
mated, under the conditions as- 
sumed, with the share for office 
machinery placed at 73 millions. 
To say the least, this is a chal- 
lenge to the export sales organi- 
zations of every office machine 
manufacturer. 


Foreign Markets Important 

Foreign markets have always 
been of particular importance to 
the office machinery industry. 
Previous to 1934 exports averaged 
about 30 per cent of production. 
In more recent years this has 
fallen to approximately 20 per 
cent, caused principally by elimi- 
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nation of exports to Germany and 
their increased exports of machin- 
ery to most of the American mar- 
kets. Rises in production of Eng- 
land, Sweden, and Switzerland 
have also been contributing fac- 
tors. Nevertheless, over one-fifth 
of the total office machine market 
lies in foreign fields and its value 
to the industry cannot be over- 
emphasized. 

Post-war planning, to be help- 
ful, should outline intelligently 
the policies to be followed from 
the beginning of the reconversion 
to peacetime production, through 
the period of reconstruction, until 
the goal of normal peacetime op- 
eration is reached. We can be sure 
that total conversion cannot be 
accomplished overnight. It is im- 
probable that restrictions on ac- 
quisition of materials can be en- 
tirely relaxed during the recon- 
version period. In all probability 
rationing measures will be re- 
laxed gradually as supplies of 
machines become more plentiful. 
The question of the sales policies 
and methods of each manufactur- 
er during this early post-war pe- 
riod will have a far-reaching ef- 
fect on later developments. The 
need for foreign outlets will not 
be felt immediately, but eventu- 
ally almost every office machine 
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manufacturer will require markets 
abroad. It should be kept in mind 
that distributors for American 
firms abroad have had little or 
no new machinery to sell for some 
time and their needs should be 
carefully considered if they are 
to continue business. Office ma- 
chine manufacturers will be con- 
cerned with a large demand in 
the domestic market as well as 
from foreign countries. Some con- 
sideration must be given to the 
method in which domestic and 
export orders will be handled,— 
probably something approaching 
an allocation of production by in- 
dividual companies for export. A 
well-thought-out plan for taking 
care of foreign connections, as 
well as domestic, during the pe- 
riod immediately following the 
war will lead to a permanent, 
well-rounded merchandising pro- 
gram. 


Some Figures for Comparison 


Each office machine manufac- 
turer understands his own foreign 
market problems better than any- 
one else. However, a few figures 
from past experience for the in- 
dustry as a whole may render 
suggestions that have been here- 
tofore overlooked. For the pur- 
pose of comparison, yearly aver- 
ages of office machine exports 
have been made for the years 
1936-1939, which are the latest 
pre-war years, and the 1927-1929 
average, when our machine ex- 
ports were at their peak. The fol- 
lowing table indicates the per- 
centage of office machine exports 
to major geographical markets for 
these two periods: 

1927-29 1936-39 

British Empire 30% 38% 


Europe 46% 33% 
Latin America 16% 20% 
Other 8% 9% 


From the above figures, it is 
quite evident that the British Em- 
pire has consistently been a sub- 
stantial customer and should con- 
tinue to be so in the future. In 
Latin America we have lost ground 
in many of the smaller countries 
but have had offsetting gains, par- 
ticularly in Brazil and Colombia. 
The South American governments 
and industries have indicated a 

(Turn to page 15, please) 
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Watch the Volume of Earnings on 
INVESTED CAPITAL TODAY 


ROM OUR field studies among 

office appliance dealers, we es- 
timate that 85 per cent never con- 
sider the return on capital invest- 
ment today, thinking only in 
terms of the percentage of profit 
on sales. If they earn a reason- 
able percentage on sales, they are 
Satisfied, yet, the ultimate profit- 
ableness of a business is measured 
by the return on invested capital. 
The capital invested in your busi- 
ness is the original investment 
augmented with profits earned 
each year or diminished by losses 
deducted. The net profit on sales 
in dollars computed on this in- 
vestment gives the percentage of 
return. 


Two Ways to Figure Profits 


For example, a dealer may have 
had a volume of $75,000 in 1943 
and earned 6 per cent net profit, 
or $4,500. His net worth was $100,- 
000, so the $4,500 net profit on 
sales gave him 41% per cent profit 
on capital investment. War re- 
strictions cut his volume this year 
to $60,000; he effects economies, 
thereby managing to net the same 
percentage of profit as in 1943, but 
6 per cent of $60,000 is $3,600 and 
his net worth or capital invest- 
ment is now $104,500 because it 
has been increased by the $4,500 
net profit earned in 1943. This 
$3,600 computed on $104,500 in- 
vestment gives only 3% per cent 
return, 1 per cent less than in 
1943, a decrease of about 22 per 
cent in profit on investment. If 
this downward trend in sales con- 
tinues, even though the net profit 
on sales remains the same, this 
dealer’s earnings on investment 
will decrease further. It is this 
percentage, the return on the cap- 
ital invested in your business that 
is a better gauge on your man- 
agerial efficiency and financial 
stability today than the net profit 
on sales. 


Dangers of Over-Capitalization 


The dealer who is over-capital- 
ized had better watch his step 
carefully for the duration. The 
dealer who has been doing busi- 
ness on a more conservative in- 
vestment has the edge on him 
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By FRED MERISH Dealer B had a vol- 
; ume in 1943 of..........$ 75,000.00 
Business Analyst and Upon which he earned 
Financial Counsellor 
a net profit of 4% 
& Dealer B’s net profit 


for 1943 in dollars....$ 3,000.00 
Dealer B has a capital 

investment of ..........$ 60,000.00 
$3,000 represents a re- 

turn on capital in- 

vestment of ............ 5% 

Dealer B is the best business 
manager because he makes his 
invested dollars work harder than 
A, and this is the ultimate yard- 
stick of business efficiency, even 
in normal times. 

In some cases reviewed on a re- 
cent field study, the investment 
30 carried water, which gave the 

dealer an erroneous conception of 


today. Study the figures and learn 
why. 
Dealer A had a vol- 

ume in 1943 of.........$ 75,000.00 
Upon which he earned 

a net profit of : 4°; 


Dealer A’s net profit 
for 1943 in dollars...$ 3,000.00 

Dealer A has a capital 
investment of ..........$100,000.00 

$3,000 represents a re- 
turn on capital in- 
vestment of 




















JOHN Q. BLANK 
Office Appliance Dealer 

1943 Profit and Loss Statement 1943 
Sal eSee enn nnn mene nn mem nnn nnn ce enn cnn ce ee nnseeeencoccece 375, 000---100% 
Cost of se lesqn-n--n nn mene nnn nn nnn nn nn nnn nnn nnn nnn enn ee cenenne 45,000--- 60 
Mergin of profit on 1943 sales----------------2- n-ne een n ane 930,000--- 40% 
Overhead expenSeSqoore enn e nnn nn nn enn ene nn nnn e enn esenneccccec= 27,000--- 36 
Net profit on 1943 sales----------------- 92-2 - 2 n-ne nn nn nn nne 9 3,000--- 4% 

1943 Balence Sheet 1943 

Assets Liabilities 

Cesh on hend and in bank------- $ 2,500 Accounts payable------- > 1,500 
Accounts receivable------------ 5,500 
Inventory-----sese rere reene---- 15,000 Net worth-------<------ 100,000 
Business property-------------- 65,000 ($3,000 is 4% profit on 
Furniture, fixtures, equipment- 6,000 sales toteling 375,000 
Delivery truck----------------- 1,200 but 3% profit on capital 
Other assets, including goodwill 6,300 investment ) 
Total assets------------------- $101,500 Total liabilities------ $101, 500 











RELATIONSHIP BETWEEN PROFIT ON SALES AND PROFIT ON INVESTMENT.— 
Although four per cent profit on sales may be satisfactory for the duration, three 
per cent profit on investment may bring the sheriff or put the dealer in such a 
financial hole that he cannot expand and promote sales adequately during the 
post-war period. Many dealers do not appreciate the importance of seeing that 
the net profit on sales provides an adequate return on capital investment. This 
statement shows that four per cent net profit on sales is only three per cent profit 
on $100,000 investment. Were this investment $200,000, the return would be only 
one and one-half per cent. The return on investment must be considered as well as 
the profit on sales. You may earn a substantial net profit on sales, yet the return 
on your investment may be very poor. The difference between the assets and 
the liabilities, or net worth, as shown on this balance sheet, can be considered 
the capital invested in your business. 
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nis earnings. If your net worth is 
inflated, you may be earning a 
bigger return than you figure but 
the water therein obscures the 
fact. If the net worth has a de- 
flated value on paper, you may be 
earning less than the computation 
shows. Be sure that your net 
worth or invested capital repre- 
sents true value before you figure 
the earnings on it. 


Post-war Expansion and 
Modernization 


This problem will project itself 
into the post-war period, when 
heavy demand will necessitate ex- 
pansion and modernization for 
many dealers. Suppose Dealer A 
with a volume of $75,000 modern- 
izes and increases the size of his 
business property in the post-war 
period at an investment of $10,000, 
and that he increases sales that 
year by $10,000, also net profit 
from 4 to 5 per cent. Sales would 
then be $85,000 and net profit 


Prospects for Foreign Trade in Office 


desire to improve their statistical 
and accounting methods, which 
should make this a fertile post- 
war market for machinery of this 
type. 


Europe Biggest Future Market | 


The largest potential market, 
however, is in Eulope. Our past 
loss of volume there can be attrib- 
uted mainly to intense German 
competition. Their manufactur- 
ers not only supplied the German 
domestic market, which had pre- 
viously given us over five million 
dollars of business annually, but 
cut into our markets severely in 
many of the other European coun- 
tries. However, it is interesting 
to note that our exports for 1936- 
39 to Sweden, Netherlands, and 
Norway were greater than in the 
preceding years, and in Belgium 
and France our exports fell less 
than one third. Incidentally, 
France was our best customer in 
Europe in the pre-war period, with 
a three million dollar yearly aver- 
age, Sweden next with better than 
a million and a-half, and Neth- 
erlands third with an approximate 
million dollar average. We lost 
ground most seriously in Italy, 
Austria, Czechoslovakia, Belgium, 
and Switzerland. These markets 
are, nevertheless, quite familiar 
with American office machinery. 
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$4,250 which, on an investment of 
$100,000, would be 4.2 per cent 
earnings. Dealer B invests $10,- 
000 in a similar manner and in- 
creases Sales from $75,000 to $85,- 
000, also a net profit from 4 to 5 
per cent, or $4,250. His return on 
his $60,000 investment is 7 per 
cent so he would pocket 65 per 
cent more in percentage although 
he would get the same amount in 
dollars. This indicates that the 
profit on modernization depends 
to some extent on your capital in- 
vestment and explains why some 
dealers in bygone years com- 
plained that modernization did 
not produce the results expected 
whereas other dealers reported 
excellent results. It is obvious 
that the dealer who depends en- 
tirely upon the net profit on sales 
to tell him whether he is profiting 
on modernization or other monies 
sunk in his business will often get 
an erroneous answer. 

Recently, we made a_ survey 
among office appliance dealers to 


(Continued from page 13) 


Spain, prior to civil war, was good 
for over a million dollar trade 
yearly. Since that time her im- 
ports from the United States have 
been negligible. The market in 
Russia has had an irregular past 
history, ranging from about a half 
million dollars annually in the 
period 1927-29 down to approxi- 
mately $150,000 per year in more 
recent times prior to the war. 


Germany an Unknown Factor 


In examining the European 
market the question of Germany’s 
post-war position looms as the 
largest unknown factor for office 
machinery. There is little doubt 
that the results of the war will 
leave German manufacturers in 
a very inferior competitive posi- 
tion. Destruction of equipment, 
shortages of labor and material, 
combined with political restric- 
tions, will have their definite ef- 
fect. But these points should 
not be overestimated. Office ma- 
chine manufacture does not re- 
quire heavy industrial machinery 
nor does it require large amounts 
of material compared with the 
relatively high value per pound 
of the finished product. It is quite 
conceivable that Germany will 
emphasize its office machinery 
production as part of an effort to 
rebuild its shattered economy. 


1944 


get a line on capital investment 
earnings. Our survey work sheets 
show interesting results. In 1942, 
one dealer (A) earned 4.7 per cent 
on sales and 6 per cent on invest- 
ment, another dealer (B) earned 
2.8 per cent on sales and 17.4 per 
cent on investment, another deal- 
er (C) earned 4.2 per cent on 
sales and 11.9 on capital invested. 
Figured by the usual yardstick, 
profit on sales, it would seem that 
Dealer A did the best managerial 
job but this is erroneous because 
the ratio of net profit to capital 
invested is the ultimate measure 
of profitableness today, although 
the net profit on sales should also 
be considered. C was the best 
business man. He got more for 
his invested dollars than A or B. 

The balance sheet shown gives 
a bird’s eye picture of how to com- 
pare profit on sales with profit on 
investment. Take both into con- 
sideration from now on if you 
want to survive the duration and 
bridge the post-war period safely. 


Machinery Lines 


It should also be remembered 
that Swedish and Swiss manufac- 
turers have continued production 
throughout the war period and 
have been very active in extend- 
ing their foreign connections, par- 
ticularly in South America. Al- 
though the total production of 
these countries in pre-war years 
was not sufficient to affect the 
total picture too greatly, this con- 
dition should not necessarily be 
anticipated after the war. No 
figures are available on their pres- 
ent production, but a rough guess 
would indicate about four times 
the pre-law level. 


In spite of these competitive 
possibilities, there is every indi- 
cation that the American office 
machine industry will have ex- 
ceptional opportunities for devel- 
oping their foreign connections in 
the post-war years. A large back- 
log demand has been created 
throughout the world for office 
machines, attributable to disloca- 
tions during the war, and the pro- 
duction of these machines for war 
use only. It should be recalled that 
shortly after World War I the 
United States exported a tremen- 
dous number of office machines, 
particularly typewriters. This 
might occur again providing, of 
course, that foreign countries have 
the necessary dollar exchange. 
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ADVERTISING CLINIC FOR DEALERS 


A Regular Monthly Feature Offering Ideas, Suggestions, Analyses 


VERY stationer, every office 

machine dealer, owns and con- 
trols completely an advertising 
medium which cannot be sur- 
passed for creating profitable 
sales. That medium is the sales 
letter. 

Unfortunately, however, few sta- 
tioners and stationers and dealers 
make the most of this potentially 
invaluable advertising medium. 
Some neglect it because they just 
don’t visualize its tremendous pos- 
sibilities, others because they just 
don’t know how to go about “min- 
ing” this gold-filled property. 
Many excuse themselves on the 
ground that they don’t have the 
time to put into writing sales let- 
ters. But, whatever the reasons, 
the point remains that much busi- 
ness is lost or never developed 
simply because letters are treated 
as necessary evils (to be avoided 
as much as possible) rather than 
as “salesmen” who can bring in 
orders, new friends, repeat cus- 
tomers, and so forth—by mail. 


The fundamentals of writing 
sales letters that produce profits 
are the same basic principles 
which underlie all good salesman- 
ship, whether in person or in 
print. Incidentally, these funda- 
mentals apply equally well to reg- 
ular daily correspondence. The 
CLINIC will not here attempt to 
cite all the points which could be 
made about sales letters, just some 
of the more important ones. Nor 
is the CLINIC troubled by the 
fact that some—or all—of these 
points have been made _ before 
many times. The justification for 
repeating them is that the over- 
whelming majority of stationers 
and dealers refuse still to recog- 
nize their value. 


Make Your Letters Friendly: 
You don’t dare walk into a pros- 
pect’s office and say, “With refer- 
ence to yours of the 15th instant, 
I am exceedingly pleased to quote 
herewith on 100. quires of letter- 
size carbon paper.” You know 
darn well the prospect would prob- 
ably look for the nearest booby- 
hatch attendant to take you into 
custody. Why say it in a letter? 
Why not put into the letter the 
same informality and friendly ap- 
proach you would use in person? 
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Conducted by 
STANLEY MOSS 
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MR. MOSS 





(Questions concerning any 
phase of advertising, as well as 
samples of recent sales letters or 
circulars on which you would like 
analysis, are cordially invited. Mr. 
Moss, formerly advertising man- 
ager of International Office Ap- 
pliances, Inc., and Addressing 
Machine & Equipment Company, 
now directs his own advertising 
agency, The Moss & Arnold Com- 
pany, New York, and serves vari- 
ous companies in the stationery 
and office machine field. In addi- 
tion, he is director of THE MAIL- 
MEN, the syndicated advertising 
service for stationers and office 
equipment dealers.) 





Then it would go something like 
this, “Thanks for your letter the 
other day asking about 100 quires 
of carbon paper. I’d like to stop 
in sometime during the next day 
or two to say ‘Hello’ personally, 
and talk with you about how to 
get the most for your money out 
of carbon paper. In the mean- 
time, however, may I give you the 
information you wanted.” Surely, 
that’s a far more natural and 
sensible beginning. For one thing, 
it’s friendly—not stilted or trite. 
For another thing, it suggests you 
think enough of the company and 
the possible order to put yourself 
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out a bit. It also creates the at- 
mosphere that assures the rest of 
your story an interested audience. 

Make Your Letters Helpful: If 
you were in a prospect’s office try- 
ing to sell him carbon paper, 
you’d probably try to determine 
for what specific purposes the car- 
bon will be used. Is it for corre- 
spondence or for billing? How 
many copies are required at one 
time? And so forth. Why not be 
just as helpful in your letter? 
Tell the prospect (if he hasn’t 
already specified what the carbon 
will be used for) about the differ- 
ent carbons for different needs, 
and what each costs. Maybe he 
never knew that angle of it, and 
he’ll certainly be pleased to find 
out. People remember the sales- 
man who is helpful. 


Make Your Letters Informative: 
Give all the information re- 
quested. Nothing is so irritating 
as to spend time dictating a letter 
and waiting a few days for the 
reply only to receive an incom- 
plete answer. Answer all questions 
with as much specific data as 
possible. 

Make Your Letters Interesting: 
If you’re replying to a letter, the 
necessity for being “interesting” 
is not as compelling as when you 
write a letter trying to create an 
inquiry. Obviously, the company 
who writes you first will be inter- 
ested in reading your answer. On 
the other hand, if you compose a 
form sales letter to go to 1000 
firms, pack it with a punch that 
captures the readers’ imagination, 
makes them want to read on, 
leads them logically into the 
“heart” of your story. 


Make Your Letters Conclusive: 
“Hoping this is the information 
you wanted and looking forward 
to hearing from you” is the care- 
less type of closing sentence too 
many of us use too often. Tell the 
reader what you want him to do, 
make it easy for him to do it, 
make him want to do it NOW. 
For example, “‘That’s the the story, 
in brief, on how we can help you 
meet your carbon paper needs. 
We can make delivery first thing 
Friday morning, if you tell us to 
as soon as you receive this letter. 
You can mail your order back to 
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us simply by noting on the at- 
tached Memo what grade carbon 
you want and in what quantity, 
and then putting it in the en- 
closed postage-paid addressed en- 
velope. Or you can tell your secre- 
tary to phone us now at Oakland 
6300.” 

Nothing new about these few 


pointers? Of course not. You’ve 
heard them or read them 1001 
times. But, strangely enough, it’s 
the rare stationer or dealer—or 
businessman, for that matter — 
who acts on them in his day-to- 
day correspondence or sales let- 
ters. Certainly, it takes a little 
more time, a little more thought. 


Is it worth it? Ask the man who 
does it! 

(Next month the CLINIC will 
outline several specific ways in 
which sales letters can be utilized 
to create goodwill and business, 
and exhibit samples of how these 
letters can be “constructed” to 
insure results.) 


Benefits of Free Enterprise 
CALL FOR ACTION TODAY 


INNING the war is today’s 

top-flight job; winning the 
peace is a pre-requisite of war; 
success of business after the peace 
is predicated upon new under- 
standings and today’s action. Any 
hesitancy at this time in providing 
for the future, to be slow in shap- 
ing up details of new policies, to 
lag in efforts to assume leadership 
when victory has been attained, is 
to further muddled conditions. 

Action now for the post-war 
period should be a broad under- 
taking which, perhaps, is all too 
frequently confined to a few ex- 
ecutives. The very fact American 
business has been upset to far 
greater extent than ever before in 
history proves planning today 
must be exercised on a more gen- 
eral scale and carried on collec- 
tively and individually, even to 
“the butcher, the baker, the can- 
dlestick maker.” 

Thinking is hard work but es- 
sential—it is playing the impor- 
tant roll in winning the war and 
it will play no less successful part 
in reconversion to post-war busi- 
ness. Initial plans should include 
a consciousness that utmost pres- 
ervation of our democratic ways of 
life definitely depend upon com- 
plete restoration of Free Enter- 
prise. 

The stationer and his organiza- 
tion, and industries associated 
with him, will not operate effec- 
tively unless prospects of profit 
are greater than prospects of loss, 
nor will he long continue success- 
fully without other benefits which 
only a free enterprise system can 
produce. For these reasons plan- 
ning need not be confined to the 
product, production, capacity, 
sales, and financing. What to pre- 
pare for on the national scene is 
of equal importance. Freedom of 
Opportunity may well be added to 
the other established factors to 


OFFICE APPLIANCES, February, 


Now Is the Time to 
Shape Policies, Plan 
Sales Programs and 
Train Salesmen 
° 


By PAUL M. LeBEUF 
Washington, D. C. 
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stabilize the planning. 

Assume for the sake of brevity 
that these matters of post-war are 
being dealt with and that church 
bells will herald peace in Europe 
before another New Year; that re- 
maining government regulations 
will be exercised with firm busi- 
ness policy; that proper and suit- 
able programs will be established 
for matters of relaxation of Gov- 
ernment controls, preservation of 
states’ rights, contract termina- 
tions, labor policy, anti-inflation, 
disposal of Government-owned 
surpluses, and far from last or 
least, that an intelligent, impar- 
tial, co-ordinated program without 
dilly-dallying will be launched in 
the allocation of materials for re- 
sumption of essential civilian pro- 
duction as war needs diminish. 
With these assurances, permitting 
freedom of mind and action, war 
debts can and will be met, the 
unemployment catastrophe 
avoided, and industry and busi- 
ness will be in position to resume 
carrying out traditionally success- 
ful policies which have made this 
a land of opportunity. 

Other actions will provide for 
new products and prepare plans 
for production and marketing. But 
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the next calculable factor in at- 
taining the success to come points 
explicitly to management’s ability 
to commence welding strong 
spokes to the business hub. Sales 
personnel represents such spokes 
—the direct connection with outer 
circumferences of territory. It is 
the skill by which well formed and 
seasoned spokes are fitted to inner 
and outer grooves that prevents 
the squeaks, the warping and final 
deterioration. If the start is made 
now to develop practical and 
workable plans by which future 
representation will be well formed, 
there will be assurance that round 
pegs are in round holes, and as- 
sistance will be rendered toward 
solution of the post-war unem- 
ployment problem. 

Building the man is essential to 
building sales, and securing abili- 
ties adequate to the occupation 
should be considered most seri- 
ously in today’s planning for fu- 
ture sales. Losses will inevitably 
continue for those failing in care- 
ful selection of candidates, train- 
ees, junior salesmen or the like, 
and in not separating the chaff 
from the wheat. 

The farsighted sales policy today 
will include plans for tomorrow’s 
training of salesmen—not to be- 
come skimming sharpshooters or 
lazy order takers, nor to become 
overdosed analysts or mediocre 
producers, but to become zealous 
competitors for top sales honors 
through exercising fundamental 
principles of good selling. 

There are many essentials to 
any training program, there may 
be many failures along the way in 
getting men to “get the swing,” 
but there will be a profitable re- 
ward when it is said, “Our men 
know our products, they know how 
to present them, and they know 
how to show the customer the 
greatest use to be made of them,” 
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All Feminine Sales Staff 
OPERATES SUCCESSFULLY 


HE QUESTION of whether 

women can be successfully em- 
ployed for outside the store sup- 
ply selling—as well as within it 
—has been conclusively answered 
by the experience of Luther Skin- 
ner Printing Company, office sup- 
ply and printing house in Mont- 
gomery, Ala. 

Luther Skinner, president, is 
highly enthusiastic over the re- 
sults he has obtained from two 
women “outside salesmen.” His 
territory, covering several counties 
and small cities around the state 
capital, is typical of those in many 
other parts of the South. Prior to 
Pearl Harbor, there were three 
regular salesmen attached to this 
area, one concentrating on the 
larger towns and two others on 
more scattered accounts which 
were visited on the average of 
every fifteen days. As customary, 
each sold printing, office appli- 
ances, furniture and office supplies. 

With the advent of the war, the 
store lost all three men to the 
armed services in a matter of 
weeks, leaving Mr. Skinner “high 
and dry” so far as contacting his 
accounts went. However, having 
found good results with the use 
of one woman inside the store, he 
resolved to put an end to employee 
shortages at once by starting out 
immediately with women. Now, 
after two years, the store’s entire 
sales staff is feminine, and all per- 
sonnel except printers and porters. 

“We may have been exception- 
ally fortunate, but I believe that 
with the right choice of women 
any store can survive and in fact 
increase its business in this way,” 
Mr. Skinner explains. “Both of 
my women salespeople are selling 
more on the road than the men 
who handled the job before them, 
and they’re much more enthusi- 
astic about it.” 


Women Doing Fine Work 


The two women doing so excel- 
lent a job are Miss Myrtle Preer 
and Mrs. Chester Taylor. Both 
are active, healthy women over 
35, accustomed to long hours of 
travel and selling, and _ proof 
against discouragement and dis- 
appointment. Miss Preer, first to 
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enter the store’s service, is now 
handling extensive government 
and state offices, bank accounts, 
and other more complex work 
which she learned simply by doing 
it. Mrs. Taylor, who calls on city 
accounts, is likewise “learning the 
ropes” every day by actual prac- 
tice. “Neither of them knew any- 
thing about office supplies or 
printing when we started out,” Mr. 
Skinner smiled. “But I believe a 
woman can get around situations 
of that kind more easily than 
men.” 

There has been very little train- 
ing possible because of the rush of 
business. “I came to work on a 
Saturday morning and was given 
a list of four customers to call on 
at once,” Mrs. Taylor said. “Al- 
though I didn’t know what I was 
to sell, or how my customers would 
use it, I managed to get two small 
orders to encourage me for the 
next day. We try to spend a little 
time in the store during the day 
looking at new lines and new ap- 
pliances, learning something about 
how they are used, and then put 
what we learn into actual practice. 
For example, I have sold dozens 
of duplicating machines, but I still 
do not know how to operate one 
efficiently.” 

Both of the ladies are college 
graduates, and both are good at 
impressing their prospects. “Half 
the time the customer teaches the 
women what use their merchan- 
dise is put to,’ Mr. Skinner Said. 

At first the idea of women sales- 
men was a novelty, but this has 
since worn off and the whole thing 
is carried out on an impersonal, 
businesslike basis. Mr. Skinner 
taught Miss Preer some of the es- 
sentials of large-scale offices, ‘two 
years ago, and is constantly sur- 
prised at the ideas for better serv- 
ice she has developed. An order 
for $415 in ledgers and files was 
the direct result of a simple sug- 
gestion she made to the manager 
of a large cotton-ginning plant for 
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more adequately classifying and 
recording shipments. 

Miss Preer travels her large ter- 
ritory in her own automobile with 
an expense account, while Mrs. 
Taylor uses buses or walks over 
her more metropolitan “route.” 
Each carries a standard catalog 
case, but in many instances find 
reference unnecessary. “We think 
our job is more just finding out 
what the office needs rather than 
ferreting out extra business we 
know nothing about,” one of them 
explained. “If we begin to dig into 
the office management too deeply 
we will become a nuisance, which 
is something we must guard 
against.” 


Customers Help Sales Ladies 
In meeting the public, both 
ladies have found that office man- 
agers and business men in general 
are friendly and indulgent where 
their knowledge doesn’t cover a 
sales situation. “Many men have 
met our ‘salesmen’ on the street 
and invited them to write an or- 
der for something,” Mr. Skinner 
said. “For example, one man re- 
cently asked Mrs. Taylor to drop 
around for an order when meeting 
her on the bus. He ordered $219 
in general supplies following that 
casual meeting. The girls appre- 
ciate $5 orders just as much as 
$500 ones, and the sincerity of 
that goes a long way toward mak- 
ing their prospects really friends.” 
Of course it is difficult for women 
accustomed more to cook books 
than account books to remember 
the 3000-odd items the Skinner or- 
ganization stocks. Mr. Skinner at- 
tempted to help by providing a 
special price list, but found neither 
of the ladies would use it. They 
preferred to trust their memories, 
which were usually accurate. Once 
they’ve learned a thing, they 
never forget it. “If I didn’t insist 
that each carry a catalog case to 
help the customer, the chances 
are that they would go out empty 
handed every day,” he added. 
The problem of advances or in- 
sults which might be expected to 
crop up in any field where women 
take over men’s jobs doesn’t enter 
into this story at all, according to 
Mrs. Taylor and Miss Preer. Busi- 
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nessmen are courteous, friendly at 
all times, and make no advances 
at all. “Most of them are so well 
accustomed to us now that they 
simply get the business transacted, 
and pay no more attention to us,” 
Mrs. Taylor said. Bigger-unit sales 
testify to their efficiency and abil- 
ity to present new merchandise 


effectively. More than that, they’ve 
“cracked” some of the firms which 
Skinner Printing Company hadn’t 
been able to sell before. Miss Preer 
recently made a call on a girls’ 
college in Montgomery which had 
never purchased anything, and 
wound up with a $70 order that 
shows ample repeat promise. 


Miss Preer recently took and 
passed an examination to become 
an officer in the SPARS, Coast 
Guard feminine auxiliary, and will 
leave the store at some time in 
the future. Mr. Skinner plans to 
replace her with another “fem- 
inine salesman” and believes he 
can be equally well satisfied. 


Seventeen Blunders in 


MANAGING SALESMEN 


F AN office equipment company 

in managing salesmen avoids 

the common blunders, then it ob- 
viously is doing a good job. 

The best-intentioned sales man- 
agers may fall into serious errors. 
While energy and drive are ap- 
plied with admirable enthusiasm, 
mistakes may be made which 
largely nullify the general effort. 

Presented herewith is a check- 
list of common blunders in han- 
dling men. 

1. Overplaying the offer. Hiring 
a salesman with indefinite prom- 
ises of salary increases, promotion 
and eventual earnings which will 
not be realized. Bad results: High 
turnover of men; dissatisfaction. 

2. The blundering assignment. 
Putting the salesman up against 
requirements which are mani- 
festly out of line with his ability. 
The disparity can be in either di- 
rection. Salesmen don’t do their 
best when given too light an as- 
signment, or too heavy a one. 

3. Inadequate instruction pro- 
cedure. Even though the sales- 
man has had years of experience 
in the industry with one or more 
other houses he requires orienta- 
tion. He should not be left to 
“find his way around.” The indi- 
vidual things of the new job 
should be made known to him in 
orderly manner, so that he ab- 
sorbs them. Many a salesman has 
failed on a new job because his 
company failed in doing a good 
job of launching. 

4. Temperamental supervision. 
Management which is full of 
moods — idiosyncrasies — which 
condemns or perhaps praises to 
excess, or which is unpredictable 
is certain to communicate its in- 
stability to salesmen. The latter 
have a right to know where they 
stand with the house. Super- 
vision should be balanced, steady, 
responsible. 
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5. Tolerating misfits, lazy sales- 
men, wash-outs. In wartime, sales 
departments have to put up with 
conditions that normally they 
could terminate quickly. There 
may be necessity in retention of 
some inefficient men. But it never 
should be necessary to retain an 
ineffective long. Like a rotten 
apple, he taints performance of 
the whole barrel of salesmen. 

6. Failure to provide incentive. 
Salesmen are very human people 
—else they wouldn’t be good at 
their profession. An occasional 
man may delight in stiff, sus- 
tained effort, just for the pure joy 
of the thing. Most other men 
need to be given a reason for ex- 
erting themselves in a_ special 
way. No office equipment com- 
pany has a satisfactory system 
until there is provision for in- 
centives of one type or another. 
Promotions, salary increases, hon- 
ors, are indispensable in expert 
sales management. 

7. Poor example. Toughest spot 
to be in is the sales manager’s. 
How he conducts himself, the ef- 
fectiveness with which he handles 
his job, his enthusiasm, his confi- 
dence, his faith in the company’s 
line—he will find that the sales- 
men tend to reflect these things 
in their attitude and performance. 

8. Temporizing with dishonesty. 
Perhaps that salesman you catch 
in a little racket of his own is a 
good producer. Perhaps you make 
yourself believe that you can 
throw safeguards around the man, 
and, being careful, can keep him 
on. Shrewd judgment is required 
to deal with such situations. It 
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may be worth while to give the 
man “one more chance.” But 
don’t be too optimistic of results. 
If the salesman has a criminal 
twist in his brain, he will simply 
try to outwit you. 

9. Over-familiarity with the 
men. There should be pleasant 
relations between an office equip- 
ment sales manager and his men, 
but it seldom is possible for the 
manager to fraternize. He is the 
boss—the fact of authority must 
not be obscured. ‘‘Familiarity 
breeds contempt,” says the adage. 

10. Schoolmaster discipline. 
This is the reverse of (1). All of 
us as boys had at least one school- 
master who carried discipline to 
such an extent, laying down many 
rules, sharply punishing all of- 
fenders, that, once he left the 
room, we started raising the devil. 
That is the damaging result of 
over-strict discipline. Don’t emu- 
late Simon Legree! 

11. Favoritism. When a bunch 
of salesmen begin to feel that-cer- 
tain men are the manager’s 
“nets,” morale, spirit and perform- 
ance slump. 

12. Poor working conditions. 
There are a lot of things besides 
salary which influence salesmen 
to like, or be discontented in, 
their employment. When your 
men talk with intimates, do they 
say, “It is a top company to work 
for?” 

13. Pinch-penny compensation 
plans. The office equipment com- 
pany which tries to run its sales 
department on the basis of com- 
pensation below that paid by 
other companies in the same 
trade or for similar service, can 
expect just one result—an inferior 
organization. It is contrary to 
natural laws to expect any other 
result. 

14. Failure to praise. Some 
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managers seem to have the belief 
that if they praise a salesman, in- 
evitably he will let down in his 
effort. This is silly. It is a bad 
condition when a salesman tells 
his family, “What’s the use of try- 
ing? The boss doesn’t appreciate 
a good month’s work when you 
do it!” 

15. Treating all salesmen alike. 
No two men are alike; the psy- 
chology which gets results with 
one may ruin the other. The 
smart sales manager thinks in 
terms of individual cases. He ad- 
justs his psychology to the man 


and the situation. 

16. Lack of ideals. It isn’t 
enough to instruct salesmen to go 
out and sell the line—and sell it 
in great volume. There must be 
in the situation something of 
idealism. Man wants to do more 
than work and earn his way. He 
wishes to enlist in a cause. Good 
leadership will emphasize the 
principle of service, will inculcate 
and nourish loyalty to the house, 
will create great pride in the poli- 
cies which the house follows and 
the goods which it manufactures. 

17. The closed-ear policy. Be- 





cause salesmen often do offer 
alibis, ingeniously concocted and 
earnestly presented, it may be hu- 
man for a manager to listen with 
reservation. But he should listen! 
The closed-ear policy is far too 


prevalent. Out of the _ reports 
from the field come highly valu- 
able facts and suggestions. 

The foregoing aren’t the only 
blunders which office equipment 
companies make in handling their 
men. But the company and sales 
manager which avoid these is do- 
ing mighty well—certainly rate 
95 per cent in effectiveness 


Queer Questions Put to Stationers 


F PEOPLE think that all of the 

foolish things are being done 
by politicians and their cohorts 
they are wrong. Mr. and Mrs. 
Public are doing lots of foolish 
things every day. For proof of 
this let’s drop in on the Marshall 
Stationery Company down in Mar- 
shall, Tex. 

One day a woman walked in 
that store and asked for a small 
Bible but insisted that it must be 
printed in large type. Naturally 
she didn’t find the Bible that she 
wanted. 

A little later a man bought a 
well known brand of fountain pen. 
In about a week he brought it 
back, laid it down on the counter 
and told the owner of the store 
that he didn’t want the pen, that 
it was no good. Naturally the boss 
was surprised inasmuch as he has 
been selling this brand of pen for 
a long time and without any com- 
plaint. 

The owner of the store took the 
pen and filled it from a handy 
bottle of ink. Then he ejected the 
ink and filled it again. He re- 
peated this several times and 


every time the pen worked to per- 
fection. Next he began to write 
with the pen and with the same 
success. The pen worked perfectly. 

“What seemed to be the trouble 
with the pen when you were try- 
ing to use it?” he asked the cus- 
tomer. 

“Well, I just couldn’t fill it,” 
came the reply. 

“Tt fills all right,” said the store 
owner. “You just saw me fill it 
several times.” 

“Suppose you let me see you do 
that again,” responded the cus- 
tomer. The dealer again ejected 
the ink from the pen and re- 
filled it. 

“Oh, that’s the way you do it,” 
said the customer, with dawning 
comprehension. “I was just dip- 
ping the pen in the ink to fill it. 
I thought it was automatic.” 


The Mystery of Writing in Red 


This would be about enough for 
anybody but the end of the pe- 
culiar problems series was not at 
hand. A well known person from 
Marshall visited the store not long 
after and asked to have a Corona 


portable and a Remington port- 
able sent out for trial at home. 
This was before the present tight 
situation when Uncle Sam is the 
only one getting demonstrations 
on new machines. The Corona was 
sent out with the ribbon that came 
with it from the factory, a black 
and red combination, while the 
Remington was equipped with an 
all black ribbon. 

After about a week’s trial of 
both machines, the customer came 
into the store and asked that the 
Remington be picked up as he had 
determined to buy the Corona. 
When asked the reason for his 
choice he said, “I have occasion to 
write in red sometimes, but this 
machine (pointing to the portable 
with the single color ribbon) 
writes only in black.” 

Another customer, owner of a 
portable typewriter, came into the 
store shortly afterwards and asked 
to have his machine picked up, 
dismantled, thoroughly cleaned 
and repaired, and delivered to the 
customer’s home within an hour. 

Yes, you guessed right. They 
didn’t take the job—RRV 


Mixing Friendship with Business 


LMOST any buyer in any line of business becomes friendly with certain salesmen. He 
gets to welcome them and to consider them agreeable companions. He may even take them 


home to dinner. 


As I look back over the years through which I met and bought from, turned down, or 
fraternized with salesmen who wanted my business, I can see those who stand out as having 
become friends. There seem to have been certain characteristics common to those men. 

One and all, they smiled. They were in good humor when they were with me. They may 
have had their personal and business troubles, but they did not bring them to me. They could 


be sympathetic if I had trouble. 


not funny, and they left me more cheerful than they found me. 
They showed an obvious personal interest in me and in my business, not merely interest 
based on my ability to buy. That their desire for orders was back of this interest I do not 


doubt, but I do not care. 


They were not professional Cheerios, but they were cheerful, 


They never kicked, complained or knocked. They were good companions, the kind of men 
one would like to get out and play golf with—Frank Farrington. 
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BUILDING FOR THE FUTURE 


USINESS as usual? Well.... 
no. But good will as usual? 
Decidedly, yes! 

That is the wartime policy of 
Vance K. Miller, president of 
Vance K. Miller, Inc., Dallas, Tex., 
who has just celebrated his twen- 
ty-fifth year in the office supply, 
furniture and fixture business. 
Mr. Miller realizes full well that 
a business man cannot do business 
as usual but has the good, old 
American fortitude to make war- 
time innovations in business and, 
at the same time, utilize this crit- 
ical wartime period in good will 
building. His is a vision of post- 
war days and he grasps every 
opportunity to satisfy his old ac- 
counts and to meet the demands 
of the new ones—holding that 
line. 

Mr. Miller has what might be 
termed a 7-Point Program: 

1. Sell merchandise of quality 
and reputation. 

2. Sell merchandise on its merit. 

3. Develop a competent organ- 
ization. 

4. Energetically keep after busi- 
ness the year round. 

5. Use advertising, particularly 
enclosures in mail. 

6. Install seasonal displays, both 
window and counter. 

7. Service customers with care, 
creating satisfaction at all times. 


To counteract losses from mer- 
chandise no longer stocked, Mr. 
Miller has introduced a new line 
of leather goods, such as ration 
book holders and numerous small, 
personal articles which have a 
popular demand; Social Security 
and Victory Tax forms, Employee’s 
Personal Record of Earnings and 
Deductions, and V-Mail station- 
ery. He feels that there is a large 
demand for these items and he is 
selling them successfully. Here- 
tofore, not many people have kept 
budgets, but now the little budget 
forms are very popular sellers. 


Never before has Mr. Miller 
taken such infinite pains to ex- 
plain to the buyer the merits and 
differences in the many alternate 
products now for sale. He says, 
“The office supply dealer usually 
does better in the long run by con- 
tinuing to sell good material, good 
quality merchandise, rather than 
offering anything he can get his 
hands on. I know that my insist- 
ence on quality lines during this 
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trying period is maintaining my 
reputation, for if a dealer takes 
what he can get and Sells that, his 
reputation goes down. It under- 
mines any store’s reputation as a 
quality house.” 


Careful Selling Continued 


Mr. Miller uses exactly the same 
painstaking care in selling the 
wood screw swivel chairs, chairs 
without springs in the upholstery, 
wooden file cabinets, fiber card 
index boxes, maple letter trays in 
lieu of oak, as he put into the fin- 
est lines produced in pre-war days. 
He individualizes his service by 
presenting a sketch of the pro- 
posed room in color-tone. This 
room is equipped with furnishings 
to fit in with furniture that the 
potential customer might choose 
to buy in post-war days. The col- 
ored walls, carpets, furniture, even 
books and pictures, appear as an 
etching when finished and gives 
the potential buyer a better men- 
tal picture of his office fully 
equipped. Mr. Miller finds that 
this individualizes his trade and 
has met with success. 

Most of the Miller sales force is 
intact, but demands are heavy on 
Mr. Miller’s time. Insofar as pos- 
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sible he still continues to visit his 
old accounts personally, but when 
he can’t, he uses the telephone 
more frequently. “We try to serv- 
ice our old accounts,” he says, 
“rather than giving preference to 
newer ones because we don’t want 
to wake up and find that we had 
lost the old ones.” 

Items such as clips, staples, and 
so forth, which are no longer 
available or are available only in 
limited quantities, Mr. Miller ra- 
tions to his customers, explaining 
the situation. When customers 
understand, they are co-operative. 

No office appliance store can 
compete in all cases with the 
higher salares given elsewhere for 
help during these war days, but 
Mr. Miller gives more than salary 
—he gives his friendship, his per- 
sonal interest, his help in time of 
need. He makes his employees 
feel that they are a part of his big 
family. He cited the instance of one 
colored boy who felt that he should 
have higher wages. In fact, this 
delivery boy wrote to Mr. Miller, 
closing with the line that proves 
the success of his good will policy, 
both in servicing customers and 
in keeping his help in spite of ab- 
normal conditions during the war: 

“If you dooes, you dooes, and if 
you dosen’t you dosen’t and if you 
dosen’t, I stays anyways.” 














SALESMAN-FARMER: Bass Ward, outstanding office specialty 
salesman, Chicago sales agent for Addressograph, and former 
sales and branch manager, has added to his titles that of dirt 
farmer. Known for his thoroughness of coverage, intensiveness 
in study of applications, and qualities of leadership in training 
men to sell, Mr. Ward now lives on a farm west of Chicago 
applying to the conduct of an agricultural enterprise the operating 
principles that made him a success in the field of sales. 

VERSATILE SPORTSMAN: H. C. McPike, vice-president and 
general manager of the Weis Manufacturing Company, Monroe, 
Mich., is a golfer of note in NSA circles. His current skill in the 
field of sports is a natural result of athletic prowess exhibited 
early in his life. While attending high school in Wabash, Ind., 
about 1903, he was quarterback on the football team, captain of 
the basketball team, and second baseman on the baseball team. 
Later he was captain of the Wabash golf team and represented 
the city in singles and doubles in tennis. His varied talents in 
athletics has been paralleled in his business life with a broad 
skill in advertising, merchandising and selling. 
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With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


Dealer’s “Look Ahead” in the 
OFFICE FURNITURE BUSINESS 


T IS NO secret that office furni- 

ture dealers are doing more 
business to-day than ever before,” 
comments Russell Seery, of the 
Seery Office Furniture Shop, Phil- 
adelphia. “Because of that, not 
many have given much thought 
to the future of their business. I 
think that dealers should begin to 
look ahead and make plans and 
arrangements for the future now, 
so that business will continue as 
usual when the defense buying 
era lets up.” 

Contrary to many opinions 
that large companies have as 
much office furniture now as they 
can use, and that they will be out 
of the buying field for a length of 
time after the war is the fact 
that much of the office furniture 
will be so well used that it will 
be directly marked off as depre- 
ciation. Currently much of the 
office furniture in plants is being 
kept in shape by maintenance 
men, but at the first possibility of 
replacing these items with quality 
furniture, it will be done immedi- 
ately wherever possible. 

Another field that is to be taken 
into consideration are the small 
manufacturers who have had to 
close their offices as a direct result 
of the war. These consumers are 
going to re-open, and when they 
do office furniture will no doubt 
head their list of purchases. 

Paying particular attention to 
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firms that are going to re-open 
now and in the future will do 
much to assure dealers of doing 
business with these customers 
when the time comes. 

As another result of the war 
many new companies will spring 
up. They will be looking for of- 
fice furniture. Another source of 
purchasers will be concerns plan- 
ning now to remodel their offices, 
taking off their present “war 
paint” appearance as soon as pos- 
sible. Selling office furniture after 
the war has great prospects, but 
it is up to the dealer to start 
preparing now. 





SELL SEERY COMPANY STORE IN 
PHILADELPHIA. 
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“Particular caution should be 
shown by dealers in the matter 
of their merchandise in the very 
near future,” says Mr. Seery. 
“Many who are stocking up cer- 
tain furniture items today may 
not find a market for them later 
on, for the coming buying period 
will reveal customers as more cau- 
tious in their purchases, seeking 
newer styles of improved design.” 

In making preparations for 
future business, Mr. Seery has es- 
tablished his business on one of 
the most traveled thoroughfares 
in the city. Several highways pass 
the store, and it is Mr. Seery’s 
opinion that much of his current 
business is done because of his 
location. For the future, however, 
he has mapped out an advertising 
campaign which will be put into 
effect as soon as the “reconversion 
period” begins. 

“When I first came into busi- 
ness,” states Mr. Seery, “I was in 
an allied furniture line. It soon 
gave way, however, to a larger 
entry into the office furniture 
business and today I am shifting 
my business entirely to the office 
furniture field. Possibilities in this 
business are great and in many 
instances are entirely dependent 
upon the actions of the dealer. 
Looking ahead is one of these 
actions, and the dealer who will 
start doing that now is the one 
that will profit by it later on.” 
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Business Builders 
Broadcast over Station S-A-L-E-S 


Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


CeQ’OME years ago,” comments 
a Boston office outfitter, 
“when I was in Cleveland, Ohio, I 
had a friend in a very enterprising 
firm there known as The House of 
Hubbell. This concern had a slo- 
gan that they truly lived up to; 
it was simply—‘Built on a Lot 
of Results.’ They issued at that 
time a splendid house organ and 
from one copy I picked up such a 
good idea that I want to pass it 
on to readers of your BUSINESS 
BUILDERS’ page. Time and time 
again I have made direct applica- 
tion of its important principle of 
showing my office furniture busi- 
ness tools in action—I cite one 
instance when I rigged up a four- 
drawer file window display with a 
mechanical in-and-out pull lever 
device like that often used to test 
files—and in a fully equipped file 
drawer I had a BUSINESS-GET- 
TER exhibit. This is but one of the 
many applications I have made 
and each and every one of your 
readers can make. Here is the 
message just as it was originally 
given: Show Your Goods in Action. 
“The average man is observing 
and receptive, not logical and re- 
flective. He is, on that account, 
quickly reached and impressed by 
pictures. For him, pictures of the 
right sort tell a story better than 
reading matter. 

“The mere picture of your goods 
will familiarize him with them 
better than many words of de- 
scription. A picture of your goods 
in actual use will convince him 
far more than paragraphs of ar- 
gument and entreaty. 

“To see a picture of a man puff- 
ing away at a cigar, with an ex- 
pression of undeniable gratifica- 
tion written all over his counte- 
nance, will sell that cigar to the 
average man when columns of copy 
abounding in alluring superlatives 
leave him more than faintly skep- 
tical. The same principle holds 
true with paint, vacuum cleaners, 
tooth brushes, office equipment— 
everything manufactured for hu- 
man use. When advertising to the 
average man and woman show 
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your goods, but better still— 
‘SHOW YOUR GOODS IN AC- 
TION.’ 

“And believe you me, Mr. Co- 
ordinator of share - the - ideas 
BUSINESS BUILDERS, I can 
heartily recommend other pro- 
gressive office outfitters to con- 
Stantly use the business-getting 
principle of showing their respec- 
tive office items in action in such 
a dramatic way as to draw action 
from the office supply buying pub- 
lic. And what is equally important 
I suggest sales promotion depart- 
ments of factories in our lines 
keep this tested idea in mind and 
use it in the immediate months 
ahead. You all will agree, I am 
sure, that it points the way to 
better selling effort more effec- 
tively set up AND USED!” 


* * * 


Accelerate the War Effort with 
Your Utmost in War Bonds! 


* * * 


A Pittsburgh office equipment 
dealer favored us with an actual 
check sheet that he has effectively 
used for the schooling of his sales 
staff. To each of them at periodic 
intervals he suggests: “Do not 
wait for the other fellow to check 
up on you; CHECK UP ON YOUR- 
SELF.” 

AS space does not permit a com- 
plete printing of this well-organ- 
ized list of self-questions, we will 
gladly send a copy to any inter- 
ested dealer or manufacturer, and 
the only charge will be that you 
enclose at least one BUSINESS 
BUILDER idea for this page. 

To give you a definite preview 
of the worth of this questionnaire: 
here are the nine main heads, un- 
der which are from four to six 


concise sub-heads. The main 
breakdowns to find out are: 

“What Sort of a Salesman are 
YOU?”— 

Appearance: 

Personality: 

Courtesy: 

Character: 

Methods of Speech: 

Knowledge of Goods: 

Knowledge of Competition: 

Salesmanship: 

Constructive Sales Counsel: 

Our Pennsylvania correspondent 
mentions that the basic plan was 
from an article by a friend of his 
in The Hardware Business in Mil- 
waukee and that it first appeared 
in a printing trade publication. To 
the original list our correspondent 
has made several changes of the 
sub heads but the main divisions 
are identical with first-conceived 
outline. SEND FOR YOUR COPY. 
Remember it is FREE for the en- 
closing of an IDEA from your own 
EXPERIENCE FILE. T-h-a-n-k-s! 


of: ie 


So this is a campaign year, is 
it? As a dealer or manufacturer 
of OFFICE OUTFITTING TOOLS 
just what planks have you chosen 
for your 1944-1945 effort? Note 
them, high-light them, air-mail 
them to the co-ordinator of BUSI- 
NESS BUILDERS, care of Shaw 
& Borden, Box 2153, Spokane 2, 
Washington. Obviously your re- 
plies to this query will be treated 
in strictest confidence and only 
a composite result will be pub- 
lished. Enthusiastically, 

Ralph B. Ortel. 








SHAW-WALKER SPACE-SAVER EXPANDEX KEEPS PACE WITH EXPANDING 
INSURANCE FILE.—Part of the Shaw-Walker Space-Saver Wobble Block Visible 
installed at Penn Mutual Life Insurance Company, Philadelphia, Pa. One of the 
first of the new streamlined Expandex systems, the installation has constantly 
provided top-speed finding, despite the fact that the policy holders’ list has now 
grown to nearly half-a-million cards and the index to more than 12,000 guides. 
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EDITORIAL 











The Meaning of Free Enterprise 
NOTE.—The following editorial was written 
by James H. McGraw, Jr., president of McGraw- 
Hill Publishing Company, Inc., and was pre- 
sented in the December issue of Factory Man- 
agement and Maintenance. It is printed here 
in full at the suggestion of a subscriber and 
through the courtesy of Mr. McGraw. 


& WE CAN BE prosperous beyond our dreams 
—all of us—workers, farmers, and business men 
—but one of the prerequisites is the self-dis- 
cipline of accepting competition for ourselves as 
well as others. ss Tite al 


Free enterprise does not imply the freedom to 
use any or all means to make a profit. It does 
not mean the right to monopolize. Jt means the 
opportunity and obligation to compete. 

Competition requires independence of action, 
free access to the market, and no large degree 
of control over the price by any buyer or seller. 
In general, the larger the number of sellers and 
the more easily buyers can shift from one seller 
to another, the higher will be the degree of 
competition (and vice versa for buyers). 

But let us not get too academic or go off the 
deep end. We cannot have perfect competition. 
We cannot subdivide businesses and _ labor 
unions into tiny units to make a multitude of 
buyers and sellers in each market; we cannot 
reduce our rich variety of products to a few 
rigidly standardized items; we cannot educate 
people to judge quality precisely; we cannot 
eliminate the costs of bridging space between 
buyers and sellers. On the other hand, have we 
gone as far as is practical and desirable in these 
directions? 

We cannot even have a system of highly “sen- 
sitive’ prices, that is, prices which fluctuate 
immediately in response to every minor change 
in demand and supply. This would occur in the 
dream world of competition-to-the-nth-degree. 
It cannot occur in the real world, or even in 
the ideal world of competition best suited to 
physical facts and human qualities. The econ- 
omies of large-scale enterprise, the need for 
adapting products to human wants, the costs 
of transportation and the costs of issuing and 
acquiring market information put severe limits 
on price sensitivity. 

Economists tell us that if prices were ex- 
tremely sensitive, business booms and depres- 
sions would be much less severe—provided our 
stock of money remained fairly constant. But 
with the somewhat limited degree of sensitivity 
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which is practicable in the economy, price and 
wage changes cannot prevent severe declines in 
business activity. We cannot count on competi- 
tion alone to cure depressions. We must look 
mainly to other kinds of measures to prevent 
mass unemployment of men and machines. 

If we cannot have prices which fluctuate with 
every small change in demand and supply con- 
ditions, we can work toward—and achieve, if 
we really want it—a system in which prices and 
wages are at least roughly responsive to long- 
run changes in demand and supply, a system 
in which most markets are not dominated by 
individual businesses, groups of businesses, labor 
unions, or farm organizations, and in which 
prices and wages are maintained at levels con- 
sistent with free access to markets and to jobs. 

In any kind of an economic system there must 
be some means of determining prices, wages, 
and profits, and of bringing labor and capital 
into employment in the industry and place 
where they are most needed. There are two 
ways to do this: by administrative fiat or by 
the impersonal processes of the market. The 
first of these is typical of the totalitarian state; 
it frequently involves destruction of individual 
freedom or fumbling mismanagement. During 
the war all of us have had some experience with 
patronizing and paternalistic treatment by the 
state; we have found out what it means to be 
pushed around by bureaucrats; and we have 
discovered that the political determination of 
prices, wages, and profits leads to chaos when 
self-interest supersedes the fine fever of patrio- 
tism—as it eventually does. I do not mean to 
imply that we can do without controls over 
prices, production, and distribution in time of 
war; but I do suggest that we can learn some- 
thing from their operation. 

The impersonal processes of the market in 
determining prices and wages and in allocating 
productive resources will, in normal times, save 
us from the fumbling of bureaucrats and from 
the Babel of confusion, uncertainty, and an- 
noyance produced by their regulations. But 
these market processes will not save us from 
paying toll to those who monopolize and restrict 
entry to markets or jobs. 

If we want an economy in which we are free 
to try out new ideas, develop new products, and 
introduce more efficient methods of produc- 
tion, if we want an economy in which there 
are great opportunities for men of imagination, 
inventiveness and energy, if we want an econ- 
omy wide open to progress, then we must have 
1944 
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a free field and fair competition for all comers 
—without collusion as to price, markets, or 
production. This is the only basis on which we 
have a right to demand freedom from govern- 
mental regulation for ourselves and on which 
we can combat monopolistic tendencies in other 
quarters. 

Let us stand squarely for the principles of 
the antitrust laws and against all collusion and 
combination in restraint of trade. Let us insist 
that the government review with a critical eye 
every combination and consolidation which 
might restrict competition. Let us face frankly 
the problems of economic power arising out of 
price leadership and encourage every honest 
effort to find means to deal with them. Let us 
not shrink from questions as to whether some 
great aggregations of plants are too large for 
efficiency, free entry into the industry, and a 
free price. While we resist the efforts of the 
Department of Justice to extend the anti-trust 
laws by far-fetched and distorted interpreta- 
tion, and while we fight every attempt to use 
them as a tool of persecution, let us co-operate 
in sincere efforts to modernize these laws and 
extend them by specific legislation to monopo- 
listic practices they cannot now reach. I do 
not have a simple formula for this, but I believe 
we must try to find one. 

We can, then, better face the problem of the 
growing monopoly in labor which is threaten- 
ing to make the free enterprise system unwork- 
able. Today labor is going through a stage of 
empire building reminiscent in some ways of a 
similar stage in business three-quarters of a 
century ago. Witness the same buccaneering 
spirit, the same concentration on selfish inter- 
ests, and the same disregard for the public 
welfare. Business leaders learned the hard way 
that the public will eventually rise up against 
those who prey upon them. Will our labor 
leaders be wiser? The right to collective bar- 
gaining to protect the weak position of the indi- 
vidual employee is one thing—but the grant of 
unlimited monopoly privilege to combine into 
a private government which can dictate its own 
terms to businesses, industries, communities, 
and even to the government itself, and which 
can start a wage-price spiral such as to hinder 


the war effort and make full prosperity impos- 
sible in time of peace is something quite differ- 
ent. We need to find a middle way which will 
prevent employers from exploiting employees 
but which does not sow the dragon’s teeth. The 
exercise of arbitrary power by labor threatens 
not only business, but also all workers outside 
the unions and all those dependent on pensions 
and savings for their existence, and ultimately, 
of course, the well being of union workers them- 
selves. 

The idea that the labor problem can be solved 
if great, powerful organizations of employers 
will sit down with great, powerful organizations 
of labor is a delusion. If our experience in the 
NRA and in the war teaches us anything, it is 
that the best that can be expected in the long 
run from such a situation is an armed truce 
with intermittent civil war. And every truce 
would be a monopolistic arrangement to take 
advantage of those not members of the great 
organized groups. Business and labor unions, 
whenever confronted with post-war readjust- 
ments that are unfavorable to them will be 
sorely tempted to protect their own special 
interests at the expense of the public. There 
will be efforts on the part of business, abetted 
by labor unions, to limit productive capacity, 
to raise tariffs, to obtain subsidies, and to main- 
tain prices at artificially high levels. The unions 
will oppose labor saving changes and will seek 
higher wages even in areas and industries of 
surplus labor. Already demands are emerging 
for direct joint action by business, labor, and 
agriculture to solve the transition problems of 
special concern to them. While these groups 
should have every opportunity to register their 
own self-interest, we cannot entrust our fate 
to decisions made by pressure groups. If experi- 
ence is any guide, such coalitions will be almost 
certain to restrict opportunities for progress 
and expansion, to exploit the public, and ulti- 
mately to injure even the businesses, workers, 
and farmers. 

We can be prosperous beyond our dreams— 
all of us—workers, farmers, and business men 
—hbut one of the prerequisites is the self-discip- 
line of accepting competition for ourselves as 
well as others. 


HERE AND THERE 


OFFICE FURNITURE INDUSTRY'S 
"IRON MAN" AGAIN ON MEND 

None of the friends and acquaint- 
ances of George C. Ohland, national 
contract salesman of the Metal Of- 
fice Furniture Company, Grand 
Rapids, Mich., will ever be heard 
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uttering the statement that ''George 
can't take it."’ For take it he has, his 
latest skirmish being an encounter 
with the surgeon's knife in Butter- 
worth Hospital, Grand Rapids, on 
December 8. His recovery ts this 
major abdominal operation was so 
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rapid that he was returned to his 
home for the holidays, and is ex- 
pected to spend several weeks there 
completely recuperating. 

George has well earned the epi- 
thet, ‘'lron Man of the Office Furni- 
ture Industry." Injuries and opera- 
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tions began as far back as his high 
school football days in Grand 
Rapids. He later starred in football 
with the Red Arrow 32nd Division 
on the Mexican border and served 
overseas in World War |, where he 
saw action on many sectors. 

While traveling in Illinois a num- 
ber of years ago, George was one 
of the survivors of an interurban 
wreck in which he was severely in- 
jured. Double pneumonia developed, 
but he won another round by re- 
covering completely. Another ac- 
cident resulted in a cracked neck 
vertebra from which he made a 
miracle recovery. About five years 
ago he underwent another major 
abdominal operation. But today, 
he's again on the mend, proving 
that ‘you can't keep a good man 
down." 

George and Mrs. Ohland's most 
cherished Christmas gift was a tele- 
phone call from George, Jr., on 
Christmas morning informing them 
of his safe return from another trip 
overseas and of his intended trip 
home to visit his proud parents, 
wife and infant daughter. He's 
been on convoy escort duty in the 
Atlantic for over a year. Another 
son, Tommy, is serving in the Navy 
on the Pacific Coast. George, Sr., 
the “lron Man," has served the 
Navy in another respect by securing 
Navy contracts for steel equipment 
which have kept Metal Office Fur- 
niture busy for the past two years. 





TWO JASPER EXECUTIVES TALK 
OVER A HISTORIC BEANBALL 


Lou Koerner's skill as a baseball 
player may not be fully known to 
the younger members of the office 
furniture industry. Yes . . . Lou 
president of Jasper Chair Company, 
is still affectionately called one of 
the best darned center fielders that 
ever cavorted for the Huntingburg 
(Indiana) Grays. Down around Jas- 
per they still talk about his ability 
to hit that ball. 

As is their wont when the office 
furniture manufacturers of Jasper 
get together they reminisce about 
the past. During one of these get- 
togethers recently Gus Krieg, gen- 
eral manager of the Jasper Seating 
Company, was talking about the 
time he was beaned by a pitcher 
during a baseball game. Koerner 
then asked Gus if he were the 
player that was hit during a game 
between the Jasper College team 
on which Krieg played and the 
Huntingburg Grays. When Krieg 
answered in the affirmative, Koerner 
told him that he was playing center 
field that day for the Huntingburg 


Grays. 
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PROSPERITY 34 YEARS AGO.—Dig- 
ging around in the family archives 
the other day, W. J. Allen, proprietor 
of the Allen Office Supply Company, 
Terre Haute, Ind., came across the 
snapshot reproduced above. Mr. Allen 
sat proudly at the wheel of his 1910 
Ford, as up-to-date then as he is 
now in the operation of his flourish- 
ing retail business. 





TYPEWRITER MAN'S SON HERO 
OF JERSEY OFFSHORE RESCUE 

It's not new, really—for the hero- 
ism displayed by William Franz, |5- 
year-old son of Mr. and Mrs. Wil- 
liam Franz of Teaneck, actually 
occurred on August 30 of last year 
at Point Pleasant Beach. The elder 
William Franz is, of course, well 
known to the trade as an executive 
in Royal's portable division. 

But to get back to the rescue, 
which only recently came to our at- 
tention. William and his pal, Na- 
hum Doskow, vacationing at the 
home of Franz's aunt, were on the 
beach Monday afternon when they 
heard cries for help from a trio 
caught in a whirlpool, or seapuss, 
about 200 feet offshore. First to be 
rescued was Albert Hill of Roselle, 
who had foundered in attempting to 
save Mrs. Gloria Erwin, from nearby 
River Road, and her 1!3-year-old 





\\ 


BENJAMIN FRANKLIN 
|706—1790 


"The eyes of Christendom are 
upon us, and our honor as a people 
is become a matter of the utmost 
consequence to be taken care of. 
If we give up our rights in this con- 
test, a century to come will not re- 
store us to the opinion of the world. 
Present inconveniences are, there 
fore, to be borne with fortitude, and 
better times expected.” 
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brother, Ralph Donabil, of Chicago. 
Buoys and life lines were thrown 
to the struggling woman and her 
brother. 

It later developed that an un- 
identified girl and her male com- 
panion were also pulled out of the 
choppy surf on Sunday afternoon by 
the Franz and Doskow rescue team. 

Both youths frankly admitted that 
they were scared during the Sunday 
and Monday rescues, but deserve 
high commendation for refusing to 
allow fear to prevent their effective 
combination of courage and head- 
work. 





MR. McPIKE RECEIVES A CAKE 
Mr. and Mrs. Harold McPike and 


son Bill were the special guests of 
Olsen and Johnson at the Christ- 
mas Eve performance of ''Sons 
O'Fun" in Detroit, Mich. 

For the benefit of the trade, 
John (Ollie) Olsen has béen a life- 
long friend of Harold McPike—in 
fact, the boys grew up together in 
Wabash, Ind. 

During the course of the ‘Sons 
O'Fun"" performance, Ollie Olsen 
stopped the show and began to 
eulogize Harold McPike. He told 
the story of their youth together 
in Wabash, about how they played 
football and baseball together, and 
so forth. At the conclusion of this 
little talk a beautiful chorus girl 
emerged from the wings bearing a 
cake which was presented to Mr. 
McPike. There were three candles 
on the cake and Mr. Olsen said 
each candle represented ten years 
of their lifelong friendship. 

An amusing commentary on the 
cake presentation was provided by 
Mr. McPike. He felt that he was 
accorded a signal honor until he 
found out later that Olsen and 
Johnson make a cake presentation 
to someone at every performance. 

After the show the McPikes were 
the guests of Olsen and Johnson at 
a Christmas Eve party given at the 
Book-Cadillac Hotel. 





INDIANA DESK PRESIDENT, 95, 
COUNTY'S ONLY CIVIL WAR VET 


W. S. Hunter is the only living 
Civil War veteran in DuBois County. 
Mr. Hunter celebrated his ninety- 
fifth birthday last December 22. 
Besides holding the presidency of 
the Indiana Desk Company for many 
years, Mr. Hunter practiced law in 
Jasper, Ind. He is a graduate of 
Indiana University at Bloomington. 

Mr. Hunter enlisted in the Civil 
War at the age of |5 and served 
throughout the entire last two years 
of the war. 


February, 1944 
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Typewriter Rental Regulations Changed — Restrictions 
Eased on Non-electric Adding and Duplicating Machines— 
More Steel and Iron Alloted for Loose Leaf Metals 


USED TYPEWRITER RENTAL REGULATIONS ARE 
REVAMPED BY OPA AMENDMENT TO RMPR 162 
Adjustments in some of the rental provisions of the 

used typewriters regulation, and other changes for the 

purpose of clarification, were made January 11 by the 

Office of Price Administration, as a result of confer- 

ences with the Typewriter Dealers’ Industry Advisory 

Committee and with trade association representatives 

in this field. 

These changes were as follows: 

1—The distinction between “commercial” and “non- 
commercial” rentals was clarified. (Commercial rent- 
als were defined as rentals to companies, governmental 
agencies, institutions, or groups, whether or not organ- 
ized for profit, or a rental during which the typewriter 
will be used in a store or an office or a rental during 
which the typewriter will be carried from place to 
place for business or professional use. “Non-commer- 
cial” rentals are all other rentals.) 

2—-A former prohibition against charging for the 
conversion of standard to special-use machines, even 
at a customer’s request (that is, making type changes, 
keyboard alterations, etc.), has been revoked by OPA. 
The recent War Production Board permission to manu- 
facture a limited number of typewriters has eased 
pressure on the used machine market sufficiently to 
allow removal of this restriction. OPA now provides 
that the charge for such conversion must not exceed 
the supplier’s March, 1942, ceiling charge. The permis- 
sion does not, however, sanction a charge for the con- 
version of special machines to standard ones. 

3—Charges for packing typewriters for shipment 
are now permitted, not only on sales for export, but 
also on sales to certain United States Government 
agencies (within the limits of OPA’s Revised Supple- 
mentary Order No. 34 covering such charges generally 
to Government procurement agencies), and on other 
sales in an amount no greater than the seller charged 
in similar circumstances during the base period. 

The ban on charges for packing rented typewriters 
for shipment was removed. This action is designed to 
promote a freer flow of machines. Also, the prohibition 
against charging for packing rented typewriters had 
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acted in some cases to increase costs to users. The 
regulation allowed a reasonable charge for delivery and 
pick-up service, if requested by the customer, and in 
some cases this had resulted in delivery by messenger 
or unboxed shipment, although the total cost of freight 
plus packing would have been less. The previous stipu- 
lations that delivery and pick-up charges must be rea- 
sonable, must be requested by the customer; and must 
be separately charged, are extended to apply also to 
packing of rentals for shipment. 

4—On a “rental with maintenance service” basis the 
supplier has been freed of the obligation to repair 
rented machines at the place where they are used. 
Wartime scarcity of typewriters for civilian use fre- 
quently requires rentals at points unusually far from 
the supplier’s place of business. The regulation’s pre- 
vious requirement tended to make the supplier dis- 
criminate against distantly located renters, even 
though the latter were willing themselves to return 
machines to the supplier’s shop for necessary adjust- 
ments. The change will permit typewriter mechanics 
to devote more of their time to actual repair work and 
less of it to travel to and from points where machines 
are being used. Typewriter suppliers, however, still are 
required to maintain their rented machines in good 
working condition when brought back to their places 
of business. Unless “rental with maintenance service” 
is continued, the regulation’s lower rate for “rental 
without maintenance” applies. 

5—The allowance made for a used typewriter traded 
in as part payment for another machine must be at 
least as much as was specified for the trade-in ma- 
chine in the 1942 allowance schedule of a typewriter 
manufacturer. Previously allowances were “frozen” at 
individual base-period levels. Since typewriter ceiling 
prices are established in dollars and cents, OPA has 
found it desirable for all concerned to have uniform 
minimum allowances on traded-in machines. 

6—Minor changes are made in definitions of the reg- 
uation to reduce the “demonstrator” machine guaranty 
period from 12 to six months in order to conform more 
closely to common industry practice. At the same time, 

(Turn to page 72, please) 
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WEBSTER ANNOUNCES NONTACK PENCIL CARBON 


Sharp, smudge-free copies and plenty of them, re- 
produced in bright-blue brilliance, are the advantages 
claimed for the new, improved Nontack pencil carbon 
paper, recently introduced by F. S. Webster Company, 
13 Amherst Street, Cambridge 42, Mass. 

Produced by the makers of Micrometric and Multi- 
Kopy carbon paper and MultiKopy typewriter ribbons, 
the new pencil carbon is said to be more economical 
than any similar carbon of equal weight. At least 50 
good copies from the ten-pound weight and 100 from 
the 15-pound weight can be expected, according to the 
manufacturer. 

The new carbon is stocked in all standard sizes and 
is available in three weights—four-pound (for mani- 
folding), 10-pounds and 15-pound. 

Complete details may be obtained by communicating 
directly with the maker at the above address. 
—->-—_—____- 

VICTOR DEVELOPS NEW NON-CRITICAL SORTER 

A convenient new sorter, built entirely of non- 
critical materials, has recently been placed on the 
market by The Victor Safe and Equipment Company, 
Inc., North Tonawanda, N. Y. The new sorter is de- 
signed for use in billing departments, filing depart- 
ments, mailing rooms or in any other division of the 
business office where large quantities of checks, sales 
tickets, invoices or orders are sorted or alphabetized. 

Made of wood and finished in olive green, with wood 
rods and plastic knobs, the new product has red fiber 
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THE NEW VICTOR SORTER 


dividers and clear celluloid angle tabs with 25 change- 
able A-Z division inserts printed in black. The backs 
of the inserts are blank for special captions. 

Two sizes of the Victor sorter are available—check 
or letter. The check size takes papers and cards up to 
five inches wide, the letter size up to ten inches wide. 
Any division of either sorter may be expanded to 
accommodate an extra load. One-hand sorting is made 
possible by the special construction which keeps divid- 
ers apart, ready for instant reception of papers. 

Folder No. 712 will be mailed on request to inter- 
ested dealers and consumers. Inquiries should be 
directed to The Victor Safe and Equipment Company, 
Inc., North Tonawanda, N. Y. 
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“WOODMASTER” CASH BOX POPULAR ITEM 

A lively demand is reported for the new “Wood- 
master” cash box, recently placed on the market by 
the Art Steel Sales Corporation, 300 East 145th Street, 
New York 51, N. Y. Designed to meet petty cash and 
general office requirements, the new box is sturdily 
built and is fitted with Asco lock and key. 

Inside dimensions of the new cash box, No. 92, are 
101% inches in length, 7 inches in width and 4% 





WOODMASTER CASH BOX 


inches in depth. Finished in Woodmaster green, the 
units have an approximate shipping weight of 2% 
pounds each and are packed six to a carton. 

Full particulars and prices may be obtained from 
the manufacture at the above address. 
ome = 

“MASTERITE” PLATEN ANNOUNCED BY AMES 

Distinguished from other wartime platens of plastics 
or rubber substitutes by the term “Masterite,” a new 
synthetic rubber platen for office machines has just 
been put on the market by the Ames Supply Company, 
564 West Randolph Street, Chicago, Il. 

The new True-mark Masterite platen is claimed 
to have several advantages—unusual resilience, quiet- 
ness, and a suede finish conducive to positive paper 
feeding. It is said to produce excellent, clean copies, 
to be suitable for stencil cutting, and to prevent the 





MASTERITE 





AMES TRUE-MARK MASTERITE PLATEN 


cutting of ribbons. In short, the new platen will meet 
all platen requirements of the dealer and office ma- 
chine user. Densities for all needs are available from 
the manufacturer. 

Full details and prices may be obtained by address- 
ing the Ames Supply Company at the above location. 
1944 
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KAMEN PRESENTS CANVAS TYPEWRITER COVER 

A new typewriter cover of lightweight canvas was 
announced early.in January by Kamen Products Coin- 
pany, Inc., 53 Hope Street, Brooklyn 11, N. Y. Made 
in any size desired, the new cover is said by its makers 





KAMEN CANVAS TYPEWRITER COVER 


to have been treated against mildewing, to be crack- 
proof, and to stand up well under hard usage. 

The cover was developed as one of the items of a 
complete line of office machine covers made of canvas, 
and is a development of experience acquired by the 
company in supplying canvas products of many kinds 
to the United States Army, Navy, Coast Guard and 
other branches. 

Inquiries for samples, prices and information should 
be directed to the Covers Department of the Kamen 
Products Company, Inc., at the above address. 

—————>— 2 —_ 

WELLS IN PRODUCTION ON NEW ARMCHAIR 

A new upholstered armchair with seat and bac 
finished in high-grade leatherette has just been an- 
nounced by the Wells Office Furniture Company, 
410-12 South Wells Street, Chicago, Ill. Of smart, new 
design with nail-head trim, the latest addition to the 
Wells family is built of selected hardwood and finished 





WELLS NEW UPHOLSTERED ARMCHAIR 


in walnut. Available for immediate delivery, the new 
armchair, No. 3629, comes in a choice of red, tan, 
brown or blue. Shipping weight, 22 pounds. Addi- 
tional information may be secured by communicating 
with the manufacturer at the above address. 
oe 
CUTTING AND TRIMMING KNIFE FOR OFFICE USE 
The Mark Specialty Company, 406 Temple Building, 
Rochester, N. Y., is marketing a cutting and trimming 
tool for use in offices, editorial rooms and commercial 
art studies. Shaped like a pencil and equipped with a 
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clip for securing in a pocket, the pointed cutting edge 
of the knife is propelled or repelled in the same man- 
ner as the lead in a mechanical pencil is controlled. 
The blade is made of tool steel, which holds an edge, 
responds to honing and can be reground whenever 
necessary. Because the blade is pointed any form to 
be trimmed can be followed, whether angular or 
curved. Additional details are available from the 
manufacturer. 


ecaiitiaaialiaaalneds “at 

RITE-LINE COPYHOLDER NEEDS NO PRIORITY 

Born of the necessity for finding a suitable substi- 
tute material when WPB Order M126 banned the use 
of metal for copyholders and many other types of 
office equipment, the new Rite-Line Victory Model 
Copyholder, built entirely of non-critical materials, is 
proving to be just as readily acceptable to the trade 
as its metal predecessor. 

The only suitable material that could be considered 
for the construction of the Victory Model Rite-Line 
was wood, which, with certain exceptions, has re- 
mained free from priority restrictions. Rock maple, 
hard and tough, with little tendency to crack, warp 
or chip, was selected for the new model. It has a 





VICTORY MODEL RITE-LINE COPYHOLDER 


fine, even grain that works well and forms an ex- 
cellent foundation for almost any type of varnish, 
paint, lacquer or enamel. 

Like the pre-war metal Rite-Line, the Victory Model 
functions at the touch of a finger, guides the eyes 
of the typist along the line she is copying, is com- 
pact, yet is heavy enough to hold copy firmly. The 
Rite-Line is finding unusual demand, not only in busi- 
ness offices, but in the offices of war goods manu- 
facturers and also in the various departments of the 
Army, Navy, Coast Guard and Maritime Service. 

Complete details may be obtained from the dis- 
tributor, the Rite-Line Sales Company, Inc., 101 Park 
Avenue, New York, N. Y. 

rR 


LEONARD & CO. MERGES WITH R. P. LEWIS CO. 

Final legal approval was given on January 11 by the 
stockholders of Leonard and Company of Detroit and 
The R. P. Lewis Company of Flint to the merger of 
the former with and into The R. P. Lewis Company. 
The merger actually took place October 1, 1943, but 
the final technical approval was consummated in 
January. 

C. W. Leonard, Sr., was elected a director of The 
R. P. Lewis Company. 

The R. P. Lewis Company now operates complete 
stationery and equipment stores in Detroit, Flint and 
Saginaw, an equipment store in Lansing, and branch 
sales offices in Jackson and Bay City. 

Retail operations in Detroit will be identified until 
further notice as the Leonard Division of The R. P. 
Lewis Company as a means of keeping that well- 
established name before the public. 
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QUALITY PARK ENVELOPE CO. AT 
QUARTER-CENTURY MARK 


Development and Future Outlined by Executives 
This month, February, 1944, marks the 25th anni- 
versary of the Quality Park Envelope Company located 
in St. Paul, Minn. And the position this concern en- 
joys in the envelope field is a result of a quarter- 
century of “Quality Service with a Quality Product.” 
In those 25 years there have been many changes in 
production methods—improvements in products, speed- 
ups in manufacturing, new machinery that cuts hours 
from production schedules. Transportation time has 
been shortened and markets broadened. But in the 
words of Mr. L. H. Wasley, vice-president and general 
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THE HOME OF QUALITY PARK ENVELOPES 


manager, “There’s one place where we stick to old 
fashioned methods—and that is in taking a personal 
interest in our customers and seeing to it that service 
is friendly and dependable. We have spent years 
building a feeling of friendship between Quality Park 
and dealers—and we are taking no ‘short cuts’ now.” 

It was back in 1919 that the Quality Park Envelope 
Company, then known as the Northwestern Paper 
Goods Company, was first organized for business in 
the St. Paul Midway district. Three Twin City men, 




















C. H. McGILL 


C. H. McGill, H. H. Bigelow, and E. S. Warner, con- 
vinced that envelopes would play an important part 
in future business and industry, backed the North- 
western Paper Goods Company, and C. H. McGill was 
elected president of the new concern, an office he 
held until shortly before his death in 1941. 

By 1926, events had proved that these men were 
correct in their judgment—envelopes and paper prod- 
ucts were playing an important part in business and 
industry. More space was required. So the present 
Quality Park building was erected that year and the 
name of the business was changed from Northwestern 
Paper Goods Company to Quality Park Envelope Com- 
pany. The building is 300 feet long, has 100,000 square 
feet of space. Architecturally it is an attractive build- 
ing and its setting on beautifully landscaped grounds 
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gives truth to the name. It really is a park. There is 
a wide expanse of lawn with trees and shrubs between 
University Avenue and the Quality Park Building. 

E. E. Bates, who started with the company in 1919 
as a salesman, was elected president in 1941 and served 
in that office until his death in November, 1942. T. M. 
McGill was at that time elected president. In addition 
to Mr. McGill, other officers today include A. F. Sturm, 
secretary and treasurer, L. H. Wasley, vice-president 
and general manager, and Harry Balch, who has been 
manager of the Chicago office for the past 14 years. 

While all the manufacturing is centered in the St. 
Paul plant, a warehouse and office are maintained in 
Chicago under Mr. Balch to facilitate prompt service 
in shipping to dealers in various locations in the 
country. 

With the outbreak of the current war, there was an 
immediate increase in the demand for envelopes. 
Today the United States Government is the largest 
envelope buyer in the world. Uncle Sam uses all sizes 
and all kinds of envelopes. Many of the Government 
envelopes are manufactured at Quality Park. “It’s 
really been a problem,” states Mr. Wasley, “yet it has 
been a privilege to have an opportunity to take an 
active part in war production. Naturally, war orders 
get first consideration—that’s only proper—and at 
times it has looked as if our regular customers might 
have to wait. However, it’s remarkable what a little 
extra effort on the part of everyone can do. We have 
maintained our schedules better than we thought pos- 
sible. Occasionally, shipments have been delayed and 
on some occasions it has been necessary to reduce the 
size of customers’ orders. 

One of the greatest problems in envelope manufac- 
turing today is the restrictions that have been placed 
on paper by the Government. For instance, the manu- 
facture of the expanding type of envelope has been 
curtailed to 80% of the 1942 production. 

Mr. Wasley and the other officers, in telling about 
Quality Park’s 25th anniversary, make it plain, how- 
ever, that all their attention is not centered on the 
past 25 years. As Mr. McGill, president of Quality 
Park, stated, “Naturally we are proud of the occasion 
—a 25th anniversary is a big event—but please don’t 
get the impression we are just sitting here gloating in 
satisfaction over the past. We are looking ahead, too. 
We are constantly planning how we can maintain 
service as expected under wartime conditions. And 
we are looking beyond the war period when we can 
enlarge our line, develop new items, expanded our ter- 
ritory.” 

The Quality Park Envelope Company today serves 
dealers in practically every state in the Union, with 
a line that includes all types of Leatheroid and Rope- 
manila specialties, Champion clasp and a complete 
line of official and commercial envelopes. 

0 0 
KOH-I-NOOR’S N. Y. C. DISPLAY ROOM MOVED 


On December 15, 1943, the New York City display 
room of the Koh-I-Noor Pencil Company, Inc., Blooms- 
bury, N. J., was moved to 608 Empire State Building, 
350 Fifth Avenue, New York. All customers of the 
company are invited to visit the new location, which 
will be in charge of E. H. Rogers, New York City sales- 
man. All other departments will remain in Bloomsbury, 
N. J., and all correspondence should be addressed to 
Koh-I-Noor Pencil Company, Inc., Bloomsbury, N. J. 

inl aillaatst 
CAMEL PEN PLANT DESTROYED BY FIRE 


The frame structure housing the plant of the Camel 
Pen Company, Union, N. J., was destroyed by fire on 
December 28. The blaze was believed to have started 
near the steam boiler of the plant. About 20 persons 
were normally employed by the Camel organization. 

Joseph V. Wuestman, president, estimated the ,dam- 
age at about $35,000 and stated that he did not be- 
lieve the company would be able to obtain machinery 
and equipment with which to resume operations.—BJ 
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Looking at War 


through the Mimeograph keyhole 


Hang up the apron... Put on the office dress, the factory dun- 
garees, the nurse’s uniform, the teacher’s blouse, the blue, 
khaki or forest green of our armed service auxiliaries ... Your 
country needs every woman who can be spared from her home 
. . » Needs her to “man” undermanned offices, to build in war 
plants, to teach in understaffed schools, to save lives, to release 
men for actual combat duty . . . Analyze your qualities, decide 
where you'll help your country most . . . If you haven’t small 


children, or your children are over 14— Your Uncle Sam is 


singing, “Come on and help, We need your heart and hand”. . . 
A. B. Dick Company, Chicago. Tae Mimeocrapu Company, Lrp., Toronto. 
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MimeocraPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office. copvmanr 194s, a. 8. o1eK Company 
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ALGOT J. E. LARSON 


ART METAL TAKES OVER WABASH 
FILING SUPPLIES DIVISION 


Purchase of the filing supplies division of the Wa- 
bash Cabinet Company, Wabash, Ind., by the Art 
Metal Construction Company, Jamestown, N. Y., re- 
ported briefly in the January issue, brings to mind 
an interesting company history that parallels the 
development of the filing systems and supplies indus- 
try in general. Several personalities involved in the 
career of the company now titled Wabash Filing 
Supplies, Inc., are at present prominent with other 
organizations in this and allied fields. 

Chronologically speaking, the filing supplies divi- 
sion of the Wabash Cabinet Company was established 
in Wabash in 1905, but its real genesis was shortly 
after 1890, when the Rockwell-Rupel Company, Chi- 
cago, began making indexes for flat letter files. 

In 1896 Elliott D. Robbins joined the company and 
in collaboration with Irvin E. Rockwell, H. C. McPike 
(now vice-president and general manager of the Weis 
Manufacturing Company), and J. E. Grady, general 
manager of the Rockwell-Rupel Company and now 
operating the Copy-It Company in Detroit, Mich., 
developed a cabinet for filing two note sheets side 
by side. In this way they practically doubled the 
capacity of other files on the market at that time. 

A contract was made with the Wabash Cabinet 
Company to manufacture the files. A little later the 
vertical file came into popularity, and again the 
Wabash Cabinet Company was the manufacturer, un- 
der contract. Subsequently the firm name was changed 
to Rockwell-Wabash Company and Mr. McPike became 
the liaison officer between the Chicago organization 
and the Wabash plant. In 1905 he transferred to the 
Wabash staff and installed the machinery for the 
production of the filing supply line, which then became 
exclusively a possession of the Wabash Cabinet Com- 
pany. 

A few years later Mr. Rockwell sold the typewriter 
supply division of his business to Harry Meister of 
A. R. Barnes & Company, and the Rockwell-Barnes 
Company was formed. The cabinet division was sold 
to the Shaw-Walker Company, and Mr. Rockwell dis- 
continued business. 

Two other personalities involved in the beginning 
of Wabash Filing Supplies, Inc., were Herbert E. Rob- 
bins, brother of Elliott, and H. L. Bockfinger. Herb 
Robbins was eastern manager for OFFICE APPLIANCES 
for a few years prior to 1908, following which he 
went to London, England, to join his brother Elliott, 
who was managing the London branch of the Rock- 
well-Wabash Company. Not long after he went with 
the Felt & Tarrant staff in England, becoming general 
manager and making a fine record of success. Curtis 
McPike was also with the Rockwell-Wabash London 
office, serving from 1907 to 1909. 

Mr. Bockfinger followed Mr. Grady as sales man- 
ager of Rockwell-Rupel and the succeeding Rockwell- 
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EDWARD L. LITTLE 


J. F. ROBINSON 


Wabash Company. Later he handled sales for the 
International Carbon Paper Manufacturing Company, 
and now, with all his old vigor, he functions as sales 
manager for the Acme Tag Company of Minneap- 
olis, Minn. 


Purchase Negotiated by A. J. E. Larson 


As previously reported, Algot J. E. Larson, president 
of the Art Metal Construction Company, negotiated 
the purchase of the Wabash filing supplies division. 
The sale involved all the merchandise, machinery and 
good will of the index plant, as well as a lease of 
several years on the building. On January 1, 1944, 
the purchased business was renamed Wabash Filing 
Supplies, Inc., and, it was announced, will be oper- 
ated in Wabash as an organization independent of 
the parent firm in Jamestown, N. Y. Personnel re- 
mains the same, with J. F. Robinson as production 
manager, and Edward L. Little as sales manager. 

Ed Little began his relationship with the stationery 
industry in 1898 with the George D. Barnard Sta- 
tionery Company, St. Louis, Mo. Since 1900 he has 
worked exclusively in the filing supply and office 
equipment division. He joined the Wabash Cabinet 
Company in May, 1914. Commenting about the change 
in ownership he said, “Since 1905, when the filing 
supplies line was taken over from the Rockwell- 
Wabash Company, it has always been our policy to 
sell exclusively through dealers, and wherever pos- 
sible, to confine our sales to one dealer in a locality 
who would devote his time and attention to building 
up his filing supplies department.” 

J. F. Robinson affiliated with the Wabash Cabinet 
Company on February 1, 1911. Prior to that he was 
superintendent of a printing and lithographing plant 
in St. Paul, Minn., for a number of years. He was a 
journeyman printer and has been connected with the 
printing industry all of his business life. Ever since 
his arrival in Wabash he has been in complete charge 
of the manufacturing end of the filing supplies busi- 
ness. 

—q—e——_—__—_ 


SOULIS HONORED BY NEW BRUNSWICK KIWANIS 


G. R. Soulis, of St. John, N. B., a veteran office appli- 
ance dealer and distributor, has been elected lieu- 
tenant governor of the Kiwanis Clubs for District 6, 
which covers all the Kiwanis clubs in the province of 
New Brunswick. As his first step, Mr. Soulis called a 
conference at St. John of retiring and incoming officers 
of all the clubs within his jurisdiction. His next step 
is to make a tour of the district, paying an official 
call to every club. Mr. Soulis has been active in the 
Kiwanis Club at St. John since it was organized about 
15 years ago, and has held a number of offices and 
committee chairmanships. For some years he has 
headed the boys’ work activities of the club. In his 
office equipment business, in which he has spent some 
35 years, he caters to New Brunswick, Prince Edward 
Island and Nova Scotia, selling on the road as well as 
at his St. John showroom.—WM 
1944 
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Not quite yet, 
ladies and gentlemen! 


This much is true—that as our rifle contracts are completed, our 


Syracuse Plant goes back to typewriter production. But... 


— certainly for some months, perhaps longer — all the type- 
writers we can make (and it will be a limited number) will go 
to the Army, the Navy, Lend-Lease and Export, and possibly to 


a few essential war industries. 


We don’t need to tell you how much we want to serve you. 
And at least this present limited production is a long step in that 


direction. But we can’t fill your civilian orders ... not quite yet! 


SMITH-CORONA 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 
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Paul M. LeBeuf, manager of the Washington, D. C., 
branch of Acme Visible Records, Inc., visited briefly 
on the afternoon of January 6. He was in Chicago 
just for a day to discuss some business affairs with 
Acme home office executives. Despite the shortness of 
time, he put sparkle into the day with pungent com- 
ments on the current business picture and some inter- 
esting references to his farm about 20 miles outside 
of Washington. A dynamic personality, Mr. LeBeuf 
makes things hum wherever he goes. 


Harry F. Homer of South Pasadena and Guy L. 
Denison, Alameda, Calif., both representatives of the 
Esterbrook Pen Company, signed the Guest Book 
January 7. Mr. Homer has general supervision of the 
entire West Coast area. Mr. Denison covers the south- 
ern half of it, starting at Denver. The two had come 
to Chicago to participate in a general sales meeting 
of the organization presided over by A. G. Frost, presi- 
dent of the company. Mr. Homer, a fifty-year man 
in the industry, recalled earlier days in New York 
when he, as factory representative selling for Blaisdell 
Pencil Company, C. Howard Hunt Pen Company and 
DeLong Hook and Eye Company, helped organize the 
old New York Stationers Boost Club out of which the 
New York Stationers Association grew. Among his 
associates in advancing the interests of the trade in 
New York he mentioned F. P. Seymour, then with 
Dennison Manufacturing Company and for the last 
twenty-five years or so an Official of Horder’s Station- 
ery Stores in Chicago; W. E. Smith, then with L. E. 
Waterman Pen Company and now sales manager for 
Ace Fastener Corporation; Clarence Trussell, then 
Sieber & Trussell Manufacturing Company and for 
many years Trussell Manufacturing Company; Ed 
Kastner, L. E. Waterman Pen Company; Bill Christo- 
pher, at that time representing Technical Supply 
Company; and Uncle George Olney of Kimpton, Har- 
bottle & Haupt, later minister of good will for Irving- 
Pitt Manufacturing Company. The last two passed 
away years ago. Mr. Homer always has been a strong 
association man, as has Mr. Denison, who plans to 
be on hand in Denver for the first of the western 
regicnal meetings of NSA. The two made arrange- 
ments to board a streamliner for Denver following 
their call, to be ready for work in their territory the 
following morning. 


R. B. Valleau, St. Paul, Minn., visited at the office 
of this journal January 8. Bob, as the trade knows 
him, is one of the most popular travelers in the North- 
west where he represents the Leopold Company and 
Milwaukee Chair Company. Always he has sold furni- 
ture and furniture accessories, starting as a salesman 
for Brown, Blodgett & Sperry, St. Paul, where he re- 
mained until he began operating as a manufacturers’ 
representative. A keen observer of trends, he dwelt 
particularly upon social service rendered to his dealers 
to help make the most of the more competitive situa- 
tion which is developing. 


Sheldon Spear, Hoosier Supplies, Frankfort, Ind., and 
R. Milton Waymire, Hoosier Supplies, Spencer and Vin- 
cennes, Ind., signed the Guest Book on January 10. 
They came to Chicago on a buying trip and had sched- 
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uled themselves to make numerous calls. The men 
operate establishments in the three towns named and 
in their sales work cover virtually half the state of 
Indiana. They are looking forward to the post-war 
period, for which they are making plans for expanding 
their activities. 


Frank R. Curtiss, director of sales of Neva-Clog 
Products, Inc., Bridgeport, Conn., pulled our latch 
string January 10. Because Mr. Curtiss knows the 
problems of both manufacturers and distributors and 
is an intensive student of conditions there is always 
pleasure and profit in a visit with him. He is con- 
stantly engaged in gathering and developing ideas on 
sales promotion and merchandising. Looking ahead to 
the post-war period he sees opportunity for advance- 
ment if dealers and manufacturers co-operate to ren- 
der genuine service to users of office utilities. 


L. J. Zant of L. J. Zant Office Machines, Rockford, 
Ill., signed the Guest Book January 13. The principal 
purpose of his visit to Chicago was to interview office 
furniture manufacturers and manufacturers’ repre- 
sentatives. In addition to machines Mr. Zant operates 
a first-class furniture department, including files and 
supplies, desks, chairs and related products. He is 
well acquainted in Chicago, having been connected 
with the Victor Adding Machine Company and an 
office machine dealer for 13 years before establishing 
himself in Rockford. He is alert, a good merchandiser 
and has more than the usual amount of energy. 


Mark Kerstein of Mark Specialty Company, Roches- 
ter, N. Y., visited at the office of this journal January 
13. Mr. Kerstein is an inventor and manufacturer of 
small but useful materials made of metal, one of which 
is described elsewhere in this issue. His trip was one 
of both buying and selling. 


Joseph Paskman of Mohawk Chemical Products, Inc., 
Philadelphia, was a visitor at the office of this 
journal January 18. He was on a business trip having 
to do with the sale of the company’s products “Sten-O- 
Fren” and “Cling,” the former being a preparation for 
reviving platens and other rubber goods as well as a 
type cleaner, the latter an adhesive serving in place 
of rubber cement. Spending some time with his Middle 
West distributor, Associated Stationers Supply Com- 
pany, he walked across the street to call and show 
us his wares. 


George Wilkerson, manufacturers’ representative of 
Springfield, Mo., signed the Guest Book January 21. 
He had been East to contact manufacturers in the 
New York City area and upstate, stopping for addi- 
tional calls in Chicago before going on to St. Louis 
and returning to Springfield. Mr. Wilkerson calls upon 
the stationery and office furniture trade in Missouri, 
Kansas, Arkansas, Oklahoma, Louisiana and Texas. 


P. R. Hilborn, president, Canadian Office & School 
Furniture Company, Preston, Ont., Canada, was a 
Guest Book signer on the afternoon of January 24. In 
Chicago for business purposes particularly related to 
wood working machinery, Mr. Hilborn reports a grad- 
ual shift of manufacture in Canada from war goods to 
civilian merchandise, just as in the United States. 
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e@ Wherever you see it, contrast catches the 
eye. A single Uni-Master is now obtainable for 
Hectograph reproduction from which you get 
two brilliant, contrasting colors in one standard 


Operation on any spirit or liquid duplicator. 





It’s distinctive—fast—and the ultimate cost 
is lessened. No added work, no extra attach- 
ments, no skilled labor required. Memoranda 
and forms become easy to read and understand. 
Errors are cut down— production speeded — 
tension lessened. 

Send for two-color Uni-Master samples and 
details of this new idea of Panama-Beaver— 


pioneers in Hectograph. 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Uni-Master Division 
COAST TO COAST DISTRIBUTION 


i's 8 T HIRD AVENUE 


OFFICE APPLIANCES, February, 1944 


eROGQOGOKZEtE VY wR 86 Ff » Be ee 


35 








§ 
t 
f 
i 


Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, January 1, 1944. 


The majority of wage earners in this country have 
welcomed the Government’s “Pay-as-you-Earn” regu- 
lation as “a very real advance in the technique of 
our income tax system.” 

Members of the office appliance industry here are 
busy studying the technicalities of this revised system 
and devising mechanical solutions of the problems. 
Estimates of the additional clerical labor involved vary 
from 20 to 50 hours per thousand employees when pen 
and ink methods are employed. The time required by 
mechanized methods will obviously vary according to 
the machine and method employed. Many accountants 
view with apprehension the increased volume of work 
which will be placed on the wages office clerical staff. 
They have submitted alternative tables and methods 
from those outlined in the Government’s White Paper. 
It is, however, generally assumed that the main struc- 
ture and framework of the published scheme will be 
retained. If the tax tables as at present compiled are 
applied, they will inevitably give rise to innumerable 
queries from employees anxious to know how their 
weekly deduction for income tax has been computed. 


Pay Roll Routines 


To ascertain the net pay for each man each week is 
the primary object of all pay roll routines. This task 
has been complicated by the “Pay-as-you-Earn” pro- 
posals because the following £.s.d. factors now enter 
into the computations at one point or another: 

(a) Gross wages brought forward. 

(b) Gross wages this week (and any desired details 
thereof). 

(c) Gross wages to date (a + b). 

(d) Cumulative tax brought forward. 

(e) Cumulative tax to date (from the tax tables). 

(f) Tax this week (e —d). (May be a plus or minus 
answer). 

(g) Other deductions (and any desired details there- 
of). 

Hitherto, instead of the seven factors listed above, 
we have been interested in two only—gross wages this 
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week and deductions. The latter figure includes the 
income tax contribution for the week. 

Where recognized accounting systems are already 
installed, optional methods of rendering tax state- 
ments are likely to be permitted in individual indus- 
tries. 

The punched card section of the industry is antici- 
pating many of the difficulties and have well organ- 
ized plans for the application of the machines to the 
problems involved. 

Powers Accounting Machines have a new Powers 
cross-adding punch which embodies important adding, 
subtracting, punching and printing features not hith- 
erto combined in one machine, and which will give 
outstanding assistance in ‘“Pay-as-you-Earn” calcu- 
lations. This machine cross adds and subtracts two, 
three or more amounts already punched in one card 
and punches the net result in the same card, pro- 
viding a printed record of all the details. 

The modern equipment of the British Tabulating 
Machine Company comprises a summary punch, which 
will punch totals on to summary cards automatically 
from the totals obtained when aggregating cards con- 
taining detail information, and it is this feature which 
facilitates the complete solution by Hollerith methods. 


Details of New Tax System 


The ‘“Pay-as-you-Earn” system is briefly as follows: 
The taxpayer is issued with a Notice of Coding which 
shows the income tax allowances to which he is 
entitled. The employer receives a tax deduction card 
for each employee. As the scheme is based on the 
cumulative principle, a set of tables is also provided 
showing the tax deduction for a given figure in any 
one of the 52 weeks under each code. As wages in- 
crease the tax deducted will increase, as wages fall 
so will the tax, but all are related to the tax tables. 

The mechanical solutions of the cumulative principle 
will vary according to individual circumstances and 
will be governed by various factors such as the type 
and number of machines available, the number of 
people on the pay roll, and the time elapsing between 
the close of a pay week and the date of paying out, 
and so forth.—SSE 
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MUUERN EFFICIENT 


Vi sermléme WESKS 
By LEOPOLD 








Builders of Fine Office Furniture since 1876. 


In their Streamline Suites Leopold offers accommodations in the contem- 
porary spirit. A welcome departure from the threadbare conventional 


desk types. 


Like masterpieces in any field of art or craftsmanship, these Suites are 
designed for functional simplicity yet with most inviting appoint- 


ments of convenience 


Moderate in price, Leopold’s Streamline Suites have the distinctiveness 


that marks a tailor-made product—fitted to your ease and comfort. 


THE LEOPOLD COMPANY - Burlington, lowa 
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DECEMBER GROUP CONFERENCE OF EASTERN 
MANUFACTURERS, NSA, HELD IN NEW YORK 


A group conference of manufacturer members of the 
eastern area, NSA, was held at the Hotel Biltmore, 
New York City, on Thursday, December 30. The meet- 
ing, held at the suggestion of Vice-president J. Ed 
Conlon of the manufacturer’s division of the National 
Stationers Association, was presided over by Vice- 
chairman H. B. Van Dorn, Joseph Dixon Crucible Com- 
pany. Present at the meeting were the following repre- 
sentatives of member companies: 

L. M. Brown, Eberhard Faber Pencil Company 

Ed Dooley, Wilson-Jones Company 

Arthur S. Edelhoff, General Pencil Company 

H. L. Evans, National Vulcanized Fibre Company 

I. B. Gowen, Bates Manufacturing Company 

Harold F. Graves, Wilson Jones Company 

G. L. Griffiths, Jr., Noesting Pin Ticket Co., Inc. 

W. L. Harrington, Boorum and Pease Company 

Richard A. Jonas, Jr., Oxford Filing Supply Co. 

Ben Josephson, Josephson Manufacturing Corpora- 
tion and Cooke and Cobb Company 

C. S. Kernaghan, L. E. Waterman Company 

Irving M. Levy, Art Steel Company, Inc. 

Lou Obstfeld, Markwell Manufacturing Company 

Howard S. Sanders, Stationers and Publishers Board 
of Trade 

R. C. Schmutzler, Reyburn Manufacturing Co., Inc. 

Louis H. Tavernier, Fulton Specialty Company 

Harry Tehan, Higgins Ink Company 

R. N. Wood, Esterbrook Pen Company 

A number of important questions were brought to 
the attention of the gathering. In the matter of 
possible restrictions by the ODT on west-bound freight 
shipments it was decided that the general manager 
should keep in touch with the situation and, should 
any priority be put on shipments, that he present the 
case for the manufacturer-members, pointing out that 
they should be awarded a priority rating in keeping 
with their essentiality to the war effort. 

Also up for considerable discussion at the meeting 
was the matter of shipping containers. It was shown 
that a considerable number of manufacturers in the 
field were forced to do without containers, since priori- 
ties were reserved for goods going to the Army, Navy, 
Maritime Commission, War Shipping Administration, 
Panama Canal and for all export shipments. The 
possibility of using second-hand containers was cov- 
ered, and the suggestion made that Manager Garvin 
endeavor to use his influence to have office supplies 
rated as essential, so that new containers could be 
purchased. 

Little time was spent on the matter of merchandise 
standardization, it being felt that this was primarily 
the responsibility of each commodity group. 

Many of the assembled manufacturers were inter- 
ested in obtaining information as to the possibilities 
of getting an increase for their goods, to cover the 
increased cost of materials. After the experiences of 
some of the members had been unfolded, it was gen- 
erally agreed that the dropping of certain unprofitable 
items for the time being was preferable to attempting 
to obtain an increase for them. 

No small part of the discussion was spent on the 
matter of inventories, some considerable interest being 
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centered on size and type of inventories now in deal- 
ers’ hands. It was generally agreed that at present 
inventories are badly unbalanced, chiefly due to the 
manufacturing restrictions imposed on certain items. 
Abnormal demands can thus be expected for some 
time on these items, at least while public demand is 
being satisfied and dealers’ stocks being brought back 
to normalcy on the war-banned products. 

The meeting presented ample opportunity for an 
interchange of ideas and was sufficiently valuable to 
members present that another was scheduled for 
January 26, beginning with a luncheon at 12:30 P. Mm. 

———— 
WESTERN GROUP OF NSA MANUFACTURERS DIVI- 
SION HOLDS SECOND MEETING IN CHICAGO 


On January 11, the Western Group of the Manufac- 
turers Division of the National Stationers Association 
met in the Palmer House, Chicago, for the second of 
a series of gatherings inaugurated by Chairman J. Ed. 
Conlon in December. 

Eighteen were present, as follows: 

Harry Balch, Quality Park Envelope Co.; Charles 
L. Barkley, C. L. Barkley & Co.; W. E. Smith, Ace 
Fastener Corp.; Herb Walsh, Ace Fastener Corp.; Fred 
C. Schaefer, Sanford Ink Co.; Fred D. Pitt, Wilson 
Jones Co.; Frank W. Hughes, Automatic Pencil Sharp- 
ener Co.; Ray J. Eichanlaub, Service Steel Products 
Corp.; Robert Natenberg, Art Specialty Co.; Arthur 
Natenberg, Art Specialty Co.; John Henn, Stanley 
Wessell & Co.; G. C. Holt, W. A. Sheaffer Pen Co.; 
J. E. Conlon, Rockwell-Barnes Co.; D. B. Sterrett, 
Louis Melind Co.; C. H. Johnstone, Wallace Pencil Co.; 
Frank S. Cooper, Codo Manufacturing Corp.; G. H. 
Herrman, The Heyer Corp.; John A. Gilbert, OFFICE 
APPLIANCES. 

J. Ed. Conlon, chairman of the Manufacturers Divi- 
sion, called the meeting to order and explained that 
its purpose was better acquaintance among manu- 
facturers and the discussion of problems of mutual 
interest. In a round table discussion nearly everyone 
present had something to contribute. The subject of 
sales meetings for dealers was brought up by Mr. 
Walsh and continued by Mr. Balch and Mr. Pitt. The 
need for an educational program would be greater 
than ever, according to the thought expressed, for 
various reasons, including new merchandise, new re- 
quirements, and the fact that the dealers will have 
new sales people not fully acquainted with the manu- 
facturers’ goods which they will be called upon to sell. 

All present agreed that as manufacturers they saw 
no reason for a shortage of stationery goods in the 
post-war period. Likewise, returning to the dealer 
meeting idea, it was agreed that manufacturers should 
work closely with the dealers in holding sales meetings 
and having their salesmen assist the dealers in pre- 
paring for post-war business. 

The next meeting is scheduled for 12:15 on February 
8 at the Palmer House. George Holt of W. A. Sheaffer 
Pen Company will preside. 

os 
STATIONERS 12:30 CLUB MEETS JANUARY 17 

Some 50 members and friends of the Stationers 
12:30 Club assembled on January 17 for a gala holiday 
meeting and chicken dinner at the Advertising Club, 
23 Park Avenue, New York City. In the absence of 
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What makes a customer 


come back for more? 


7 CERTAINTY of always getting superior 
quality—that’s what makes a customer 
ask for a product again and again. 


That’s true of soap, soup—or carbon papers 
and typewriter ribbons! 


Speaking of the latter (and we are), it is 
this same factor—superior quality—which 
has boosted Roytype Carbon Papers and 
Typewriter Ribbons to a favored position in 
offices all over the land. 


So—if you want to build repeat business in 
carbon papers and ribbons—you’d better 
stock the Roytype line! 


And here’s why... 


‘ 


Customers have confidence in the Roytype 
line . . . because it’s backed by the Royal 
Typewriter Company. The prestige associ- 
ated with the ““World’s Number One” Type- 
writer is on the job for the Roytype line... 
is a guarantee of quality. 

Because, the same enormous resources, ex- 
perience, and skill which made the Royal 
Typewriter so famous have contributed to 
the quality of these carbon papers and ribbons. 


Consider Roytype Park Avenue Carbon 
Paper. It is made with a non-bleeding ink 
that will not spread or become fuzzy. And 
this ink is soaked right down into the paper, 
producing a deep-inked surface that can be 
used not just 20 times, but up to 60 times, 
cleanly and clearly. 


Roytype Free-Flowing Typewriter Rib- 
bons work on a similar principle. The ink is 
soaked right down into the fabric and flows 
into the spaces where the type bar strikes the 
ribbon, constantly renewing its life. 


Millions are hearing about it! 


A consistent advertising campaign in LIFE 
Magazine—in large space—is constantly pro- 
moting the advantages of this complete line 
of carbon papers and ribbons. 


Tie in with it! Start building your carbon- 
paper and ribbon sales with the Roytype 
line. You'll discover that they’ll prove their 
worth at the cash register! 





ROYTYPE 


CARBON PAPERS AND RIBBONS 
MADE BY THE 


ROYAL 


TYPEWRITER COMPANY 
2 Park Avenue, New York 16, N. Y. 
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other officers, Secretary Mortimer Libien, Libien Press, 
Inc., New York City, occupied the chair. Mr. DePuyt 
of the Associated Hospital Service was introduced and 
gave a brief talk on the advantages of the service 
to members of the club. It was unanimously voted 
to make the second Monday each month the regular 
meeting night, and the Advertising Club the meeting 
place. 

Following the business session and dinner, the meet- 
ing was adjourned for the usual pastimes. 

a ee 


CONNECTICUT VALLEY GROUP MEET AT 
HARTFORD 


The regular monthly meeting of the Connecticut 
Valley Stationers’ Association was held at Ceriani’s, 
204 Crown Street, New Haven, January 12, with 28 
members present. Seven new members were elected 
and introduced. 

During the business meeting Tom Stonhouse, W. A. 
Sheaffer Pen Company; Leo Burt, Burt and Company, 
Hartford, Conn., and Elmer Pape, Adkins Printing 
Company, New Britain, Conn., were appointed mem- 
bers of the nominating committee. It was also voted 
that flowers be sent to Bill Driscoll, Carter’s Ink rep- 
resentative, who recently suffered a broken pelvis. 

The Governor spoke about the Regional meeting to 
be held in connection with the annual meeting at the 
Hotel Kimball, Springfield, Mass., on February 9. It 
was voted that this meeting be a stag affair. 

Also carried by vote was the proposal that the Valley 
and its individual members support the National Asso- 
ciation in its efforts to combat the dumping of Fed- 
eral excess merchandise. 

a 
1200 VICTOR ADDING MACHINE EMPLOYEES REVEL 

AT YULE PARTY AT EDGEWATER BEACH HOTEL 

The directors of the Victor Adding Machine Com- 
pany, Chicago, IIl., served as host to their small army 
of employees at the annual Christmas party held on 
Monday evening, December 13, at the Edgewater Beach 
Hotel. 

During the dinner, short talks were given by R. O. 
Buehler, president; H. M. Gustafson, secretary; M. S. 
Bandoli, vice-president, and Mrs. Rose Buehler, widow 
of the company’s founder. A. C. Buehler, chairman of 
the board, served as master of ceremonies, and 
awarded watches to six veterans, each of whom had 
amassed more than 20 years’ service with the company. 

The dinner was followed by an excellent floor show 
and dancing. 
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CHICO STATIONERS HAVE ANNUAL DINNER 

The annual dinner of the Chico Club was held on 
the evening of January 10 at the Medinah Club, Chi- 
cago. The Chico Club is limited to dealers in outlying 
parts of Chicago and suburban areas. Many of the 
manufacturers’ representatives attended, likewise sev- 
eral dealers from out of town including Jess Sutton, 
Woodbury Book Company, Danville, Ill.; John Hoff- 
man, MacTaggart-Hoffman Company, Port Huron, 
Mich., and P. G. Picknell of Haines & Essick Com- 
pany, Decatur, Ill. Several of the manufacturers’ 
representatives were from out of town including Paul 
Buckwalter, sales manager of National Blank Book 
Company and J. H. Hickey of Anderson-Hickey Com- 
pany. This gathering has been one of the outstanding 
events of the stationery industry in the Chicago area 
with an attendance many times larger than the Chico 
membership. 








TRANSCRIPTION SUPERVISORS STAGE YULE PARTY. 
—First group photograph ever taken of membership of 
the Transcription Supervisors’ Association of New York 
was this flash shot of the Christmas party held in the 
Skyline Room of the Hotel Sheraton, December 13. 
: pstiece 
N. Y. OFFICE EQUIPMENT DINNER CLUB MEETS 


The Office Equipment Dinner Club held their first 
meeting of the year at the Advertising Club, 23 Park 
Avenue, New York City, on Monday, January 10, at 
6:45 P.M. 

The new officers for 1944 are: President, Moe Tur- 
man, Metwood Office Equipment Corporation, New 
York City; first vice-president, R. J. Berry, Berry, 
Dickie & Stettler, Inc.; second vice-president, R. B. 
Booth, Leopold Company; secretary, Ben Itkin, Itkin 
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VICTOR ADDING MACHINE'S XMAS PARTY, EDGEWATER BEACH HOTEL, CHICAGO, DECEMBER 13 
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Many inexperienced purchasers of diamonds 
might be fooled into believing a well-cut 
zircon to be as valuable a gem as a diamond 
In appearance they are much the same if cut 
and polished similarly—yet no expert could 
be convinced they were equally valuable or 
as beautiful. John Ruskin’s words on the sub- 
ject of value are truly illuminating and worth 
remembering: ‘There is bardly anything in this 


world that some man cannot make a little worse and 


CARBON PAPER 


sell a little cheaper, and the people who consider price 
only are this man’s lawful prey.” This descrip- 
tion is as true of carbon paper as it is of 
diamonds. That is why regular users of M& V 
carbon paper and ribbons have learned to 
appreciate the enduring quality built into 
these products by the M & V guild of crafts- 
men, whose experience and skill insure the 
dependability and performance of the prod- 


ucts manufactured under the “M & V” name. 
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Brothers, New York City; treasurer, James M. Glen, 
Manhattan Desk Company, New York City. 

After dinner the meeting was called to order by 
President Moe Turman of Metwood Office Equipment 
Corporation. A motion was made and adopted to form 
a committee of five men to study the disposal of Gov- 
ernment furniture after the war. The following men 
were appointed: 

Jack Schwande of Desks, Inc.; Roland Freeman, 
Hoosier Desk Company; George Wray, Jasper Desk 
Company; Irving M. Levy, Art Steel Sales Corpora- 
tion; James M. Glen, Manhattan Desk Company. 

It was resolved that future meetings would be held 
at the Advertising Club on the second Monday of 
each month. 

A committee was formed to handle the dealers ex- 
change problem. The following men were appointed: 
Moe Turman, Metwood Office Equipment Corporation; 
Ed Golden, Kalmus-Golden; B. Levin, B. & L. Office 
Furniture Company; Ben Itkin, Itkin Brothers. 

Meetings of the club are devoted to discussions 
pertinent to the trade, such as post-war. OPA price 
control, manufacturing, and similar problems. 


N. Y. OFFICE MACHINE DEALERS START 1944 
WITH AUSPICIOUS JANUARY MEETING 


The Office Machine Dealers Association of New 
York, Inc., held its first meeting of the New Year on 
Tuesday, January 11, 1944, in the Hotel New Yorker. 

Henry Simler of the American Writing Machine 
Company was the guest speaker. Mr. Simler has com- 
pleted 45 years in the typewriter industry. He told 
about his many interesting experiences in selling new 
typewriters in Chicago, Ill., St. Louis, Mo., Detroit, 
Canada and New York. After 22 years of selling new 
machines he started selling used and rebuilt type- 
writers and service. He was told it wouldn’t work, 
but it did, and he claims he has had just as much fun 
doing it. Mr. Simler is very optimistic about the future 
of the typewriter dealer business. He says there is and 
will be plenty of business for all and that the Office 
Machine Dealers Association meetings have resulted 
in a better understanding and co-operation among the 
dealers. 

Upon request Mr. Simler told about the Forty Plus 
Club he helped to organize. The club has helped to 
place thousands of men over 40 in worthwhile posi- 
tions. It is the only club where success has been 
responsible for dwindling membership. He answered 
questions from the floor and offered many helpful 
suggestions. 

A motion was made and passed to amend the by- 
laws so the Association could elect five vice-presidents 
to represent the different boroughs. The five vice- 
presidents are: Paul Gross, Mailers Service & Equip- 
ment Company, Manhattan; Edward Stoll, DobkKe 
Typewriter Exchange, Jersey City, N. J.; Reuben Jas- 
kow, Batlin & Horwitz, Bronx; Frank Nemzer, Nemzer 
Typewriter Company, Brooklyn; Theodore Patton, Pat- 
ton Typewriter Exchange, Long Island. 

An advisory committee was formed to study the 
present status of market in office machines other than 
typewriters. Another new committee is the Employ- 
ment Bureau Committee, who will assist in securing 
and interviewing mechanics for the members. 

Replying to questions from the floor, H. R. Phelps, 
Allen Calculators, explained the recent regulation con- 
cerning the percentage of hand operated adding ma- 
chines that may be manufactured during the next 
three months. Tom DeWitt, L. C. Smith & Corona 
Typewriters, Inc., helped to clarify the question regard- 
ing the manufacture of new typewriters. 

The next regular meeting of the Association will be 
held on February 15. 

Many members of the New York Association expect 
to attend the Regional meeting of the National Office 
Machine Dealers Association in Chicago, Ill., February 
7, at the Morrison Hotel. 
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HONOR ROLL RECENTLY PRESENTED TO MEMBER- 
SHIP OF N, Y. OFFICE MACHINE DEALERS ASSOCI- 
ATION.—Above, left to right, Tom DeWitt, L. C. Smith 
& Corona Typewriters, Inc.; Jessie Taylor, Globe Type- 
writer Co., New York, N. Y., and Jim Lafferty, Under- 
wood Elliott Fisher, who served with Rubin Jaskow, 
Batlin & Horowitz, New York, N. Y., and Frank Nemzer, 
Brooklyn, N. Y., as committee members for the prepa- 
ration of the plaque. Below, close-up of the plaque 
honoring the 612 men who have entered the service 
of our country. 
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CHICAGO OFFICE MACHINE DEALERS HEAR FOLEY 


The featured speaker at the regular monthly meet- 
ing of the Chicago Office Machine Dealers Association 
held in the Sherman Hotel Monday evening, January 
10, was Herb Foley, Chicago manager for L. C. Smith 
& Corona Typewriters, Inc. Prior to his address, Presi- 
dent Jack Macon called on Sam Fogle to report on the 
local license problem. Mr. Fogle indicated that investi- 
gation revealed the municipal license permitting oper- 
ation as dealers in used equipment is valid and recom- 
mended that all members pay the $25.00 per year at 
once. Bob Goldblatt was appointed chairman of a 
committee he is to select to work out plans for making 
the local association one of licensed members only. 

Several visitors were introduced, including Leo Kar- 
bush, Royal Typewriter Company; Frank Marshall, 
Ames Supply Company; E. W. LaTourette, Underwood 
Elliott Fisher Company, and Jim Ward, formerly type- 
writer procurement officer with the War Production 
Board and now assistant to the president of Allen Cal- 
culators, Inc. Mr. Ward reported on the results of the 
Procurement Campaign, stating that 303,884 units were © 
bought. He indicated that following the war these 
machines would be sold back to the dealers who co- 
operated in the campaign. 

Herb Foley took over and spoke on the occurrences 
in the industry since his last attendance at one of 
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WS N?: We make no claim to winning the war. The 

fighting men at the front are winning the war. 
4 We make no claim to deserving an award of merit. 
The fighting men at the front deserve all the 
awards and medals. In the security of our homes 
and in pleasant surroundings of our businesses we can work to 
preserve the better things of life which Americans have en- 
joyed and to be ready when peace comes to offer the men who 
have really risked and suffered, a return to the opportunities of 
individualism and the peaceful sustenance of normal life. There 
should be no more regimentation—they have had enough. There 
should be no more blackouts—they have had enough. There 
should be no more strikes and walkouts—they have had enough. 
It is the plain duty of the secure people who stayed at home 
to make life better for the men who come back. 











By A. J. WILTSE, Ann Arbor Press 
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If you will demonstrate to your ‘ 
customers the advantages of our . 
Duo Topped Filing Folders, you f 
. will find them easy to sell; your 
F customers will like them better 4 
Ee than single top folders and you 5 
will make more money per thous- 

and. Get our new salesmen’s 

sample sets No. 2x for demon- 

strating purposes. 
Menroe Michigan 
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If and when celluloided guides are 
unobtainable, fH" Cell-U-Seal 
is the logical substitute. Many ' 
dealers have already discovered this S 
fact and are now selling letter, cap, d 
My 
check and card size indexes in Cell- 
U-Seal—a process that not only 
covers the tabs but also streng- ‘ 
thens the entire top of the guide i 
and protects the top edges. Ask 
for our Cell-U-Seal Sample Set. 
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Full and 
Uniform 
Calibration! 
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KILLING FOLDER STRENGTH 


Maybe some of your customers prefer a Kraft 
Folder on account of its strength. And few know 
that Kraft stock can be made any color. Because 
of its unusual strength we are now furnishing 
our Supertex filing folders in this time-tested 
material, but have adopted the Manila color so 
that no complaints can come from your customers 
in regard to the color not matching the Manila 
folders they may be using. Inform your sales- 


people of this fact. 


Single and DuoTops 
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the local meetings over a year ago. He referred to the 
conversion problems met by dealers and manufactur- 
ers alike and commented on the increase in rental 
and service business. He quoted from a letter sent to 
him by H. W. Smith, president of L. C. Smith & Corona 
Typewriters, Inc., in which it was clearly stated that 
experimentation has been going on and will result in 
advances in design when production release is given. 
At the present time his company is taking “if and 
when” orders for portable typewriters. When these 
machines become available they will be distributed on 
an equitable basis. Past record in purchasing will 
naturally be taken into account. He concluded his 
remarks by referring to Chicago as a great market in 
which there was room for vast sales expansion. 

Just before adjournment it was moved, seconded, 
and unanimously carried that the membership of the 
Chicago Office Machine Dealers Association be re- 
stricted to licensed dealers. The only exception would 
be those members who are in business outside of the 
corporate limits of Chicago. 
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THANK YOU, LADIES! 


With a splendid tribute to the manner in which 
women executives and staff members have “upped” 
volume and broken all sales records, the John W. 
Graham and Company stationery store at Spokane, 
Wash., tendered a “Thank You Luncheon” at the Hotel 
Davenport recently for the large distaff side of the 
pioneer stationery house. 

About 53 key women in this “If It’s Made of Paper 
We Have It” emporium on Sprague Avenue, Spokan:, 
were the recipients of special honors in a 21-gun salute 
fired by Lee S. Libby, president of the concern. Each 
and every one of them was complimented highly for 
wonderful work, and remarkable sales achievements 
during the year just closed in which they shattered all 
previous records. Mr. Libby’s brief remarks will indi- 
cate the reason for his “Thanks,” and that of the 
store: 

“Our business in the first ten months of 1943 was 
equal to that of the entire twelve months of the 
previous year. 

“Although times were more prosperous, without the 
‘Store Spirit’ and fine co-operation shown by you ladies 
this splendid increase in business might not have 
been attained... .” 

One of the principal speakers beside Mr. Libby was 
Mrs. Gladys Puckett, city librarian, who delineated 
the store’s fine civic spirit, outlined its public relations 
policy, and showed its cordial tenure of relationships 
with both customers and citizens of the east Wash- 
ington metropolis. 

Replying to the salute to the ladies with brief re- 
marks were Helen M. Kingsbury, of the store’s general 
offices, Helen B. Jackson, school supplies, and Louise 
Tichbourne of the leather goods section —CML 
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IBSA REPRESENTATIVES MEET WITH GREAT 
LAKES TRAVELERS 


Among the visitors present at the January 21 meet- 
ing of Great Lakes Travelers Club were Maynard 
Westring, Mid-City Stationers, Inc., Rockford, presi- 
dent Illinois Booksellers & Stationers Association, A. 
J. Markelz, The Book Shop, Joliet; Homer Jacquin, 
Jacquin & Company, Peoria; and Jess Sutton, Wood- 
bury Book Company, Danville. Following the luncheon 
they met with the Travelers’ committee headed by 
Herb Walsh, Ace Fastener Corporation, to work out 
some of the details of the combined IBSA and Sixth 
District NSA meeting to be held in Chicago April 28. 
Since the meeting is under the auspices of IBSA, Mr. 
Westring heads the arrangement activities. 

Another visitor was W. M. Fletcher, sales manager 
of The Carter’s Ink Company, who was accompanied 
by Karl Kiesel, the Chicago manager and former presi- 
er of Great Lakes as well as two other Travelers 
clubs. 
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GREAT LAKES 'FRAVELERS CLUB NOTES 


At the first meeting of his regime President Bill Cox 
called for self introductions following the luncheon 
of the Great Lakes Travelers Club on Friday, Janu- 
ary 7. After the reading of letters from men in service 
and the treasurer’s report, Mr. Cox gave special recog- 
nition to A. J. Markelz, The Book Shop, Joliet, Il., 
because he was the only dealer present. Mr. Cox then 
appointed the following committees to serve during 
1944: 

Membership—Warren Rogers, Victor Safe & Equip- 
ment Company, chairman; Frank Cooper, Codo Manu- 
facturing Corp., and Ed Rohrs, Eaton Paper Corp. 
Publicity—W. J. Dalton, chairman; John Smythe, 
Geyer Publications, and Walter Lennartson, OFFICE 
APPLIANCES. Gasoline—Ralph Maneval, A. W. Faber, 
Inc., chairman. Entertainment—Ben Allen, American 
Lead Pencil Company, chairman. Sergeant at Arms— 
Ed Rohrs, Eaton Paper Corp. Illness Committee—Earl 
Collins, Rockwell-Barnes Company, chairman; Joe 
Stuckart, Carter’s Ink Company; Charles Mueller, 
Joseph Dixon Crucible Company; Ray Eichenlaub, 
Service Steel Products Corp., and Tom Gillice, Rock- 
well-Barnes Company. 

Following a discussion about the coming meeting 
of District No. 6 in Chicago Mr. Cox appointed the 
following Regional meeting committee: Herb Walsh, 
Ace Fastener Corp.; Ralph Maneval, A. W. Faber, Inc., 
and Tom Gillice, Rockwell-Barnes Company. 
—-e 


ROBERTS RE-ELECTED PRESIDENT OF ILLINOIS 
RIBBON AND CARBON ASSOCIATION 


In annual session at the Atlantic Hotel, Chicago, 
Thursday, January 13, members of the Illinois Inked 
Ribbon & Carbon Paper Association re-elected E. D. 
(Ed) Roberts, president of E. D. Roberts & Company, 
Chicago, to the presidency of the organization for 
1944. Harry Braham, Chicago branch manager of the 
Old Town Ribbon & Carbon Company, was re-elected 
vice-president. Leonard D. Kenney, head of Leonard 
D. Kenney & Company, Chicago, was chosen secretary- 
treasurer, succeeding C. J. Walther of the Allen Paper 
Company, Chicago. 

Just prior to the election of officers, 





President 








-£.D. ROBERTS 


Roberts reminded those present that the purposes of 
association are as follows: 

1. To raise the standard of the industry, especially 
insofar as it affects the territory covered by the local 
group. 

2. To promote a better relationship between mem- 
bers, sound business practices between friendly com- 
petitors. 

3. To co-operate in an effort to give the consumer 
every protection and consideration insofar as services 
rendered and merchandise sold are concerned. 

4. To discredit a competitor by direct remarks or by 
insinuation is considered unethical. 

5. It shall be considered unfair practice to proselyte 
an employee of a competitor. 

6. After a sale has been made of material or of 
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GF Wood Files... attractive ... efficient ... are 





designed for meeting the office filing and finding 
problems of today, and for the jobs ahead. Strong... 
functionally adapted, the new files are the answer of 
GF craftsmen to the war intensified vital record | 
problems of the office . . . The high standards and 


the wealth of experiences accumulated over the years 
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in the designing of duty-matched office furniture, are 
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coupons representing material, whether paid for or 
not, such a sale is not to be violated by bargaining 
for, buying, or obtaining in exchange even at the 
instance of such a customer, either materials or 
coupons. 

7. Old, obsolete and so-called job lots of carbon 
paper, or inked ribbons, are not to be sold for re-sale 
purposes. 

The meeting concluded with interchange of infor- 
mation on current conditions and discussion of plans 
for associated activity during the coming months. 

a ee 
CHICAGO GROUP FORMS TYPEWRITER INSTITUTE 


At at meeting held recently in Chicago, a number of 
the branch managers of the typewriter manufacturing 
companies, the wholesalers, supply houses and the 
president of the Chicago Office Machine Dealers’ Asso- 
ciation formed an organization known as the Type- 
writer Institute. The purposes of the newly-formed 
organization are the promotion of good will among 
the industry, the solving of problems which may arise 
from present war conditions and those of the post-war 
period, the encouragement of a high ethical business 





PAUL W. JONES 


plane in the Chicago area, the furnishing of a medium 
of exchange of experience among members, and the 
establishment of a forum for discussion of problems of 
general interest. 

Officers of the Institute are: Chairman, Paul W. 
Jones, Royal Typewriter Company; vice-chairman, 
Fred M. Echoff, Remington Rand Inc.; treasurer, J. A. 
Lyons, Reliable Typewriter and Adding Machine Corp- 
oration; secretary, Luis de Olazarra, Shipman-Ward 
Manufacturing Company. 

The organization is functioning smoothly and has 
contributed a great deal to a better understanding 
between manufacturers and dealers. It is the type of 
association that would prove advantageous to similar 
groups in other large cities. 

tia neers 


BATES EXECUTIVE HONORED BY EXPORT GROUP 

In the colorful Christmas issue of Bates Brevities, 
wide-awake publication of The Bates Manufacturing 
Company, Orange, N. J., it was announced that Charles 
Linn, veteran of 23 years’ service with the organiza- 
tion and export manager for the past 20 years, was 
elected chairman of the American Office Supply Ex- 
porters Association at a recent meeting of the group. 
The new chairman, at the November 24 meeting of 
the association held in New York, pointed out the 
danger of over-emphasis of Latin American markets 
in the office equipment field, indicating that only 
32 per cent of our exports during the 1937-41 period 
were consigned to that area. Nineteen per cent, he 
continued, went to Europe, 37 per cent to Asia, Africa, 
Australia and some of the island groups, and 12 per 
cent to Canada. While some of the combatant coun- 
tries, he observed, are unlikely to have any great post- 
war purchasing power, it is up to American traders 
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to exert promp:i effort to capture their share of such 
markets as will exist. 

The December Brevities also announced the appoint- 
ment of a seven-man post-war committee comprised 
of members from Bates’ engineering, executive and 
sales departments. The group meets regularly, it was 
stated, and ideas and arguments anent fitting Bates 
into the post-war scheme of things fly thick and fast. 
It is this sort of round-table board of strategy that 
every organization with an eye to the future should 
be establishing, well ahead of the need for putting 
plans into operation. 

———-— 


EVERSHARP ESTABLISHES NEW PLANT IN DENVER 


Negotiations for the opening of a new Denver plant 
were started December 1 by officials of Eversharp, Inc., 
Chicago, Ill., nationally known pen and pencil manu- 
facturers. Operations were begun at the site of the 
plant, 1536 Walton Street, on December 10, about 80 
persons being employed at the outset. The decision to 
establish the Denver plant, which will manufacture 
pen points, is indicative of a trend among manufac- 
turers to locate production units where working and 
living conditions are favorable, it was stated. W. M. 
Ball has been named superintendent of the plant. 
News—Ors 

————o- 
SIMLER COMPLETES 45 YEARS WITH REMINGTON 


The January 5 edition of The Tabulator, published 
semi-monthly for the employees of American Writing 
Machine Stores Division of Remington Rand, Inc., 
carried a well-deserved tribute to Henry Simler of that 
organization on his completion, December 28, of 45 
years in the typewriter industry. In honor of the pass- 
ing of Mr. Simler’s forty-fifth year with the Remington 
organization, he was tendered a testimonial luncheon 
by J. H. Rand, Jr., at which officers of Remington 
Rand, Inc., were in attendance. 

Mr. Simler started as a Remington salesman for 
Wyckoff, Seamens and Benedict in Chicago back in 
1898, later being named to the managership of Rem- 
ington branches in Detroit, Indianapolis and St. Louis, 
respectively. From 1912 to 1918 he held posts in the 
executive department of the Remington Typewriter 
Company, and in the latter year was made Canadian 
sales manager of the company, an office he retained 
for five years. He was named vice-president of the 





HENRY SIMLER 


American Writing Machine Company in 1923, taking 
complete charge of the business two years later. The 
company now operates as the American Writing Ma- 
chine Stores Division of Remington Rand, Inc., of 
which Mr. Simler is general manager. 

Mr. Simler founded the National Forty Plus Move- 
ment in 1937, an outstanding social economic group 
that has placed thousands of executives over the 
40-year mark in good positions through co-operative 
effort. He is now serving as chairman of the National 
Forty Plus Committee of the National Federation of 
Sales Executives. 
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OFFICE PUNCHES 


No. 70 
TWO HOLE PUNCH 


Punches two V4" diameter 
round holes, 234," centers. 


Hollow ground punching dies, 
actuated by tempered springs, 
are joined into a single fixed 
unit by welding to steel die 
plate. Has fixed back stop, 
center mark and ad- 
justable side gauge. 
Hardwood base has 
enclosed channel pro- 
viding receptacle for 
punchings. Finished in olive 
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green. Size 414” x 6". 
Ask for circular No. D 
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tion, ready for next. 
punching operation, 
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NEWS AND \@ 


REPORTS OF IMPORTANT EVENTS AND ACCO 
IN EVERY DIVISION OF THE 


ACTIVITIES OF THE MONTH 


SCHAEFER, WANDTKE AND HOFELDT ADVANCED 
BY SANFORD 

At the recent annual meeting of the board of 

directors of the Sanford Ink Company, Fred C. 

Schaefer was made. vice-president, George J. Hofeldt, 

















G. J. HOFELDT FRED C. SCHAEFER 


vice-president and secretary, and Walter F. Wandtke 
assistant secretary and assistant treasurer. 

Fred Schaefer, widely known in the trade because 
of his long coverage of the west and north central 
states, began his career with the Sanford organization 
in August, 1907. As a helpful sales representative he 
soon made a name for himself among dealers. A keen 
student of merchandising, he was constantly offering 
ideas and suggestions to dealers for their benefit. His 
home is in St. Paul, Minn., but because of frequent 
visits to factory headquarters in Chicago he became 





W. F. WANDTKE 


a non-resident member of the Chicago Athletic Asso- 
ciation. Although he plans to carry on in his regular 
territory, he expects to spend more time in Chicago 
in the future, devoting his talents to home office 
merchandising and sales work. 

George J. Hofeldt, formerly secretary of the com- 
pany, joined the Sanford staff 43 years ago. Since 
1915 he has been secretary and purchasing agent. 
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With his new title of vice-president and secretary go 
enlarged responsibilities in addition to carrying on his 
former activities. 

Walter F. Wandtke’s term of service is not quite 
as long with Sanford, his relation starting in 1915. 
He has always been concerned with accounting work, 
specializing in the past few years in tax details. The 
tremendous increase in tax and other forms that 
must be filled out in order to conform with Govern- 
ment reguirements has made Mr. Wandtke’s work 
increasingly important. 

a 

HENRY TO TRAIN HORDER’S SALES FORCE 

Horder’s Incorporated has announced the appoint- 
ment of Warren G. Henry to fill the newly-created 
position of supervisor of sales training. With more 
than 100 Horder employes in uniform, the new post has 
been made necessary in order that the new people 
may have adequate sales training necessary to main- 
taining a high standard of customer service. 

G. A. Dean, sales manager of Horder’s Incorporated, 


— 








"WARREN GROVE HENRY 





has indicated that the appointment of Mr. Henry is in 
line with the company’s plans for the post-war era. 
The improved training of employees is expected to 
add muck to the strength of the company and mate- 
rially improve service to its thousands of customers, 
he said. 

Mr. Henry has been active in retail merchandising 
sales promotion, personnel development and _ sales 
training work for the past 15 years. He is a native 
Chicagoan, and is returning there from Kalamazoo, 
Mich., where his activities included educational work 
and the teaching of salesmanship with the Merchant's 
Bureau of the Kalamazoo Chamber of Commerce. He 
is a graduate of the school of business administration 
of De Paul University. 

— 
UEF PLANT LAUDED FOR ORDNANCE PRODUCTION 

During its 15 months of carbine manufacturing, the 
Underwood Elliott Fisher Company, which began con- 
version from the manufacture of typewriters in Sep- 


tember, 1942, has “created a national record,” Brig. | 
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Gen. G. H. Drewry, commander of the Springfield 
Ordnance District, told directors of the UEF organiza- 
tion at an evening meeting at the Hartford Club on 
January 12. And it was largely through the work of 
the Hartford plant, he continued, that the nation has 
developed the most efficient small arms in the world. 

During the meeting the general was presented with 
an inscribed chromium-plated carbine barrel by P. D. 
Wagoner, president and general manager of the Hart- 
ford company, who declared that “the production of 
the millionth carbine barrel constitutes a very impor- 
tant milestone in the overall program.” More than 
half of the million barrels, he added, were sent to 
other co-operating manufacturers of carbines, and 
during the past year more than 28 per cent of the 
number originally scheduled for production were 
shipped to other contractors. 

The completed weapon, as described by Ordnance 
officials, though weighing but five pounds and measur- 
ing 36 inches in length, has effectiveness and firepower 
comparable with heavier weapons. 

The directors meeting, held for the first time in 
Hartford, followed a dinner given by Morgan G. Brain- 
ard, president of the Aetna Life Insurance Company 
and member of the board of directors. 


WAR ADVERTISING COUNCIL TEAMS WITH OWI 
AND WPB IN PAPER CONSERVATION CAMPAIGN 


In line with the drastic need for paper conserva- 
tion, the War Advertising Council, in co-operation 
with the Office of War Information and the War Pro- 
duction Board, has issued a 16-page pamphlet titled, 
“HELP WANTED! TO SAVE A MILLION TONS OF 
PAPER.” The new folder, which is printed on rejected 
paper stock and in a limited number of copies, is built 
around a central theme, “Paper Packs a War Punch,” 
and outlines a number of practical means by which 
business papers, publishers, retailers and manufac- 
turers can conserve on paper. The reasons for the cur- 
rent shortage of paper have already been ascribed by 
Donald M. Nelson, chairman of the War Production 
Board, in his letter of November 22 to publishers, as 
stemming from a shortage of wood pulp and pulpwood 
brought about by the unavoidable shortage of wartime 
manpower. 

Of particular interest to stationers and office supply 
firms, as well as to retailers in general, is the section 
pointing out ways of conserving paper in wrapping 
and advertising phases of retail business. Here are 
the Council’s suggestions: 


The Conservation Job 


The first thing the retailer has to do is recognize the 
fact that a nation-wide consumer campaign stands 
behind his wrapping economies. Then go ahead and 
economize. 

Obviously the first economy must be in fancy wrap- 
ings. Special gift wrappings, holiday wrappings, may 
be available this year. They should be used only if 
they replace and do not supplement regular wrappings. 
Such wrappings should be saved for re-use next year. 

Next is the elimination of double wrappings. Boxed 
goods certainly need no second wrapping to get them 
from counter to home in fresh and undamaged con- 
dition. 

Sales people should be instructed to change the 
familiar: “Would you like this wrapped?” a tradition 
of courteous store service, to something like, “Won’t 
you take this unwrapped, the Army needs our paper.” 

Group wrappings should be practiced in every possi- 
ble instance. 

In the matter of paper bags, they should be marked: 

Handl2 With Care. You Can Use it Again.” 

The same type of message should be placed on such 
containers as coat, suit, and other delivery boxes. 

In the large stores and in the chains and groups of 
stores, management should enlist wrappers in the 


54 


campaign, urging them to experiment with wrapping 
tricks which will save paper. 

The sole test of the essentiality of any wrapping 
to any retail operation should be: 

Is it needed to protect the merchandise? 


The Selling Job 


The retailer must first of all put the campaign idea 
across at the point of sale. In the advertising section 
at the rear of this booklet will be found suggestions 
as to counter cards and other point-of-sale reminders 
such as store posters. 

Clerks must be carefully instructed in the meaning 
of the campaign so they can do a selling job on the 
customer. 

Second, the retailer must devote some of his own 
advertising space in the local papers to cut-in selling 
the “Paper Packs a War Punch” idea. In these adver- 
tising messages he can well suggest the use by the 
shopper of such things as market baskets and old 
shopping bags to stretch the supply available. 

All retail advertising should make use of the cam- 
paign insignia to familiarize the public with it. Some 
stores in their appeal to women shoppers may wish 
to point out that rayon comes from the same source. 

Detailed suggestions on these advertisements will be 
found in the rear of the booklet. Further, trade-de- 
veloped suggestions are being sent by the trade asso- 
ciations and by chain and group heads to their organ- 
ization members. 

But remember! It’s up to you! Your own ingenuity, 
your own gumption will find ideas much better than 
any of these. Also don’t forget the paper-salvage 
campaigns. Tie in with your local paper salvage. 
Advertise it—practice it in your own store by saving 
waste paper for salvage. 

* * * 

The last four and one-half pages of the pamphlet 
are devoted to advertisements, counter cards, posters, 
and radio announcements suitable for both radio spot 
announcements and program commercials. All are 
valuable allies of the retailer in helping to put across 
to the public the extreme urgency of saving paper in 
the interest of the war effort. 

——— o-oo 
GF AWARDED ARMY-NAVY “E” FLAG IN JANUARY 

In impressive ceremonies held at the plant on Jan- 
uary 3 before an audience of approximately 5,000 
employees and guests, The General Fireproofing Com- 
pany, Youngstown, Ohio, was awarded the Army-Navy 
“E” Flag for its achievement in the production of 





PRESIDENT BRAINARD AND LT. GEN. KNUDSEN EX- 
HIBIT THE NEW GF “E” AWARD.—The award was made 
for the Army by Lt. Gen. William F. Knudsen and for 
the Navy by Capt. I. J. Van Kammen, in a public cere- 
mony held at the Youngstown plant on January 3, 1944. 


war equipment. Notification that the company had 
won the award was received from the office of Under 
Secretary of War Robert Patterson in a letter dated 
December 11. 

The presentation was made for the Army by Lt. 
Gen. William S. Knudsen, the award being accepted 
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Ticonderoga eye-and-ear advertising never stops: 
In 1944, every week for 52 weeks, a compelling 
Ticonderoga advertisement will leap out from the 
pages of Time, Life, Liberty and The Saturday 
Evening Post—directing America’s eyes to “the 
advertised pencil’. 

This powerful campaign will be supplemented 
by a dramatic radio program— “Ticonderoga 
Minutes” -- directing America’s ears to ‘‘the ad- 
vertised pencil’. 
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Plain, practical, down-to-earth reasons why you 
should keep Ticonderoga out in front. 


t. " A fine American Pencil with a fine American name 

had It will pay 

ider 

a to display TICONDEROGA 
Lt. 


pted PENCIL SALES DEPARTMENT, 98-J2, JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 
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INDEX TABS / 





The indexing is printed directly on the cellu- 
loid, eliminating the use of insert labels. 
Handy for indexing where contents are 
in alphabetical order. 

Index type tabs are available in 
two sizes as follows: 
%” projection tab....%” wide 
%” projection tab... . 2” wide 

Furnished in green only with 
24 A-Z tabs. 

Convenient for direc- 
tories, dictionaries, books, 
cord records, etc. 


Furnished in six-inch strips. Any 
indexing desired may be typed 
on removable insert labels. Tabs 
have self-measuring scale with 
lines Ye” apart printed on both 
sides and can be cut to exact 
size needed. Three sizes... “4”, 
¥%” and Y2" projections in green, 
pink, red, blue, orange, yellow 
and clear celluloid. Packed two 
6” strips of one color in an 
envelope. 

A double quantity of 
blank inserts, each con- 
taining twelve detach- 
able labels two 
inches wide, is 
included with 
each foot of . 
strip type 
tab. 


Globe - Wernicke 


U-MAK-A Index Tabs 
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EVERY NEED! 


Here’s a number that’s already on the “best 
seller” list. A profitable fast moving item that 
gives you plenty of opportunity to build com- 
panionate sales—plus profits! 

The ever popular U-MAK-A Index Tabs put 
an end to leafing through sheets, pages, cards or 
folders in search of wanted references. Their con- 
venience makes them indispensable for any busi- 
ness—any household. Three types are available 
(indexed, strip and shield type). Just the thing 
for price books, ledgers, catalogs, sales manuals, 
directories, card records and loose leaf books. 
And, remember—U-MAK-A Index Tabs are a 
year ’round seller .. . year ’round profit maker 
and grand companionate sales builder. Get set 
to get your share of this business NOW! 


IELD TY Ne 
Type any 
Furnished in four widths... %”", i Index | 


1”, 1%" and 2”... all having ff 
¥%” projection tabs. Available \\ 
in green, blue, orange, yellow a 
and clear celluloid. Two strips of 
blank inserts, each containing 
twelve detachable labels two 
inches wide, are included in each 
box of shield type tabs. Index 
inserts gre removable. 


BUY WAR BONDS! 











Filing Equipment & Systems 
Visible Record Systems 
Office Furniture 

Bookcases 

Stationers’ Supplies 
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for the company by President George C. Brainard. 
Token presentation of the Army-Navy “E” pins was 
made for the Navy by Capt. I. J. Van Kammen to 
James Johns, Mollie Sullivan, Arthur Frank and James 
McGraw. 

W. S. Miller, General Fireproofing advertising man- 
ager, acted as master of ceremonies for the presenta- 
tion, which was broadcast over stations WFMJ and 
WKBN, and rebroadcast by both stations later in the 
evening. 

Following the ceremony a reception was held at 
the Youngstown Country Club for approximately 200 
guests. 

a ee 
RETAILERS BACKING 4TH WAR LOAN DRIVE 


Already the efforts of retailers, stationers and office 
outfitters included, are reaping notable results in 
boosting the sale of War Bonds in the Fourth War 
Loan Drive. Particularly is this true of the sale of 
“E” Bonds, on which the retailers of the nation have 
been asked to concentrate. 

The quota for individuals during the drive is $5,500,- 
000,000 ($3,000,000,000 in “E” Bonds), with the total 
national goal, all issues, being set at $14,000,000,000. 
The $200-per-employee quota used in the Third War 


*."PXTRA BONDS. 


FOURTH WAR LOAN DRIVE POSTER.—Printed in full 
colors, the poster is available in three sizes—l10 x 14 
inches, 20 x 28 inches, and 28 x 40 inches. Distributed 
to retailers in January, the posters are suitable for 
either window or interior displays. Additional posters 
are available through local War Finance Committee 
chairmen. Also ready for distribution to purchasers of 
extra War Bonds are 6x6-inch red, white and blue win- 
dow stickers designed to be used in the home. 





Loan with such success is again serving as an indi- 
vidual guide for expected sales, but in many stores the 
sights have been raised to a higher goal for each 
worker. 

Remaining peak advertising days in the campaign, 
which ends on February 15, are Marine Day, February 
3, and Schools-At-War-Treasure-Hunt, February 10. 
Retailers are particularly urged to support the “Treas- 
ure Hunt” peak day, which extends through a five-day 
period ending February 15. During this period the ef- 
forts of 30,000,000 school children will be enlisted in 
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making a house-to-house canvass to unearth 100,000,- 
000 partly-filled War Stamp albums. This campaign 
represents a potential sale of two and one-half bil- 
lions of dollars in “E” Bonds at maturity value. In 
planning advertising for this event, retailers are asked 
to contact their local retail chairman, who is in touch 
with the schools-at-war committee. The schools will 
make their own arrangements for issuing bonds. Spe- 
cial layouts, mats and pattern copy suggestions for 
this phase of the campaign are available through local 
newspapers. 

Arrangements have been made by the Retailers’ 
War Campaigns Committee for retail stores which 
reach sales quota (an average of $200 in “E” Bonds per 
employee) to be awarded permission to display the 
special blue-and-white Fourth War Loan banner, ob- 
tainable through the Retailers’ War Campaign Com- 
mittee, 1627 K Street, N.W., Washington 6, D. C., at 
$1.25 each. 

—— —__—_ 
WICHITA TYPEWRITER DEALER LISTS FAULTS 
AND CURES FOR PROCUREMENT PROGRAM ILLS 

Wilbur E. Walker, head of the Wilbur E. Walker 
Company, 145 North Broadway, Wichita, Kans., has 
recently completed a concise declaration of the weak- 
nesses and inequities of the completed Treasury Pro- 
curement Program, together with recommendations 
for the favored treatment for those dealers who 
wholeheartedly co-operated with the program as 
against those who blithely ignored the appeal. Issued 
in two-page mimeographed form, the message so 
vitally affects every member of the office machine 
trade that OFFICE APPLIANCES is reproducing the trea- 
tise in its entirety: 

Briefly, the following governmental regulations have 
worked against the typewriter dealers who co-operated 
with the War Production Board Typewriter Program. 
The same regulations have benefited dealers who re- 
fused to co-operate. I am sure this was not the inten- 
tion of officials who made these regulations. 

Definition: 

Co-operative dealer—One who co-operated with the 
War Production Board Typewriter Program. “If my 
typewriters will help win the war you may have them.” 

Non-co-operative dealer—One who did not co-oper- 
ate with the War Production Board Typewriter Pro- 
gram. “If you want my typewriters you will have to 
requisition them.” 

Step 1. March 3, 1942—WBP Temporary Order, 
L-54-b. 

All Typewriter Dealers’ Stocks Frozen. 

Result: Co-operative dealers kept their stock intact. 
Non-co-operative dealers 

Step 2. July 1, 1942—“Standard Specifications and 
Price Schedules”—Issued by WBP. WPB asked deal- 
ers to sell Class A typewriters to the Government on 
WPB program at very low prices, and to purchase 
Class A typewriters from schools and commercial 
firms for the WPB program. 

Result: Co-operative dealers sold most of their ma- 
chines to the Government at extremely low prices. 
They spent time and money purchasing typewriters 
from schools and offices for the government. 

Non-co-operative dealers refused to sell their ma- 
chines and made little effort to purchase typewriters 
on the WPB program. 

Step 3. January 14, 1943—“Standard Specifications 
and Price Schedules 804 Revised’”—Issued by WPB. 

WPB Raised Price Slightly on Typewriters. 

Result: Co-operative dealers continued to sell their 
machines to the Government and to purchase addi- 
tional typewriters from the public for the WPB pro- 
gram. (They found they could not enjoy the rise in 
price on machines sold on the first call unless Con- 
gress passed a new Act. To date, no new Act has 
passed Congress to rectify this; hence, the co-opera- 
tive dealers who sold on the first call suffered the loss.) 

Non-co-operative dealers received the higher prices 
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HOT OFF THE PRESS! 


The ink is hardly dry on the new 
1944 edition of the “Y and E” 
Systems and Supply Manual. In it 
you will find a complete guide 
to chart your profit making sales 
course for the future . . . on the 
most comprehensive and easiest- 
to-sell line of filing systems and 
supplies. 

You would naturally expect build- 
ers of filing systems to put out an 
information and price manual that 
is systematically arranged for sim- 
ple and easy use. And that is just 
what this new manual does. It has 
125 pages index-tabbed to simplify 
your job of turning to information 
on the more than 1,700 items listed 
—each designed to fill a particular 





Expanding Index Card Sys- 
tems—For guiding Card Lists 
of 1,000 to 100,000 or larg- 
er. Every Index sold a repeat 
business and System Service 
creator. 






(A No. 1 Repeat 
Line) — All Tab positions — 
plain, celluloided, or reinforced, 
Manila, durafile, kraft and 
pressboard stock. Binder Fold- 
ers—Control Folders. Single 
fold or expansion,tab cuts for 


Folders for all ‘Filing Needs 
Business 





Direct Name Filing System 
(The File with “Skyline” visi- 
bility)—For Alphabetic, Nu- 
meric, Geographic and Sub- 
ject filing of papers. Every in- 


stallation a satisfied customer 


—YOUR CUSTOMER. 

















“Y and EB’: “SORT-O-MAT” 
—The new simplified, two let- 
ter, single operation sorting 
method. A customer service, 
appreciated and rewarded by 
other system business. 





all standard systems. 








need and priced attractively for you 
and your customers. se 
Write for your copy now. 
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YawmanotE — Heavy Duty 
Folders—Pockets and Wallets 
—Made of special red rope 
stock—one and five piece con- 
struction—reinforced expand- 
ing gussets—natural and ma- 
nila liners. Wallets with tie 
tape and windows. Profitable 
over-the-counter line. 















The File Everyone Wants, “Y 
and E” WAR CHEST—A 
personal File — available in 
three attractive colors. Every 
chest sold makes additional 
sales because of real personal 
service. 







-Buy War Bonds 


FOREMOST FOR MORE THAN SIXTY YEARS 


AWMAN AN» FRBE MFG.(. — 


1015 JAY STREET » ROCHESTER 3, N. Y. 
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if they now decided to sell. 
writers for the program. 
Step 4. December 1, 1943—Amendment 7, Ration 


Order 4A. 


Class A Typewriters Released for Rental to the Gen- | 


eral Public. 

Result: Co-operative dealers have few, if any, Class 
A typewriters to rent—they took them off rental ear- 
lier to sell to the Government at low prices. These 


dealers are empty handed because they co-operated | 


with the Government typewriter purchase program. 


Non-cooperative dealers may now rent their type- 


writers (which the Government begged for—but did 
not get) for $3.00 to $3.50 each, per month. These 
dealers are assured of a good income for the duration 
—and all because they refused to co-operate with the 
Government typewriter program. 


Summary: 
The co-operative dealer worked with the Govern- 


ment, kept his stock intact, took his typewriters off | 


rent and sold them to the government at a too-low 
price, failed to get higher prices on typewriters al- 
ready sold to the Government when higher prices 
came, and had few typewriters to rent when type- 
writers were turned loose for rental. 


The non-co-operative dealer may or may not have | 
been careful about keeping his stock intact, sold few | 


typewriters to the Government at low prices, received 
the higher price if he decided to sell later, and had 
a good stock on hand to rent when the December 1, 
1943, release became effective. 

Co-operative dealers could be rewarded, in a mea- 
sure, by being permitted to re-purchase machines 
at the end of the war at a favorable price, by being 
rationed new typewriters first and so on. Congress 
could pass a new measure making the price rise retro- 
active so that sellers on the first low price might, at 
least, receive as much as the Sellers received on the 
later and higher prices. 

a 


CESCO INSTITUTES EMPLOYEES’ PENSION PLAN 


The New Year brought a pleasant surprise to the | 


personnel of the C. E. Sheppard Company in the form 
of a letter from its president and founder, Charles E. 
Sheppard, announcing the institution of a retirement 
pension plan, the entire cost of which is to be borne 
by the company. 

Mr. Sheppard wrote that he “felt that the U. S. 
Government Old Age Pension Plan was inadequate 
for the employees.” He submitted to the employees 
a pension plan which he believed would assure to them 
a continued and guaranteed retirement income in 
ample and generous proportion to their average earn- 
ings during the period of their employment with the 
company. 

Eligible to participate in the pension plan is any 
employee with at least five years active service with 
the company. Likewise eligible is any present or future 
employee after five years of active service with the 
company, so long as the employee is not older than 52 
upon his completion of five years of active service. 

The normal retirement age for participants 55 or 
younger is 65 years. The normal retirement date for 
participants 56 or older will be at the end of ten years. 
Retirement at an earlier age depends on circum- 
stances. 

Pension or death benefits are based on an actuarial 
formula depending on the years of service with the 
company, earnings and probable future service. All 
employees already are beneficiaries of a company 
tind health, accident and hospitalization insurance 
plan. 

The CESCO organization numbers a good many 
long-time employees whose loyalty to the company 
together with the management’s interest in their wel- 
fare has contributed much to the continued progress 
of The C. E. Sheppard Company as a leader in the 
loose leaf equipment field. 

1944 
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No. I10-CA 
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No. 222-FR 
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WOOD CHAIRS 


“DESIGNED TO LOOK/LIKE STEEL" 
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EVERSHARP ANNOUNCES EXECUTIVE CHANGES 


Five officers and sales executives of Eversharp, Inc., 
have been promoted to more responsible posts, accord- 
ing to recent information released by the company’s 
New York office. 

Larry Robbins, formerly vice-president in charge of 
the eastern division, has been elected to the board of 















LARRY ROBBINS | 


directors and will be in charge of merchandise pro- 
motions for the company in addition to serving as 
assistant to President Martin L. Straus. Mr. Robbins 
joined the company in 1940, coming to the organiza- 
tion with about 15 years background with a competi- 
tive company in the department store field. He was 
elected vice-president in December, 1941. 

Thomas Emerson, who has been vice-president in 
charge of western division sales, has been advanced 


| 











TOM EMERSON MARSHALL BRAYMAN 
to vice-president in charge of national sales. He will 
have under his jurisdiction all three regions in the 
United States. Mr. Emerson has been in the industry 
for the past 25 years, most of which have been spent 
in a sales administrative capacity. 

Marshall Brayman, of Seattle, Wash., holder of an 
outstanding sales record as the company’s representa- 
tive on the Pacific Coast, has been named to succeed 
Mr. Robbins in the eastern division. His headquarters 
will be at Eversharp’s New York office, 570 Seventh 
Avenue. 

George Mason, formerly Mr. Emerson’s assistant, has 
been placed in charge of sales in Region 2, comprising 
the central part of the United States, and Cordell 
Smith has been named regional manager of the Pacific 


Coast. 


W. A. DEAN PROMOTED BY ARMY 

William A. Dean, formerly an employee of Blied, 
Inc., Madison, Wis., was promoted from captain to 
major on December 31, at Camp Fannin, Tex. As De- 
cember 31 was his birthday he had cause for a double 
celebration. Maj. Dean is a graduate of the University 
of Wisconsin, where he was active in military organ- 
izations. 
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REMINGTON PROMOTES FOUR TO NEW POSTS 


C. B. Waters, general sales manager of Remington 
Rand’s typewriter division, has announced the pro- 
motion of three branch managers and one salesman. 
On January 1, C. W. Barsh, formerly Albany branch 
manager, assumed the post of assistant branch man- 
ager at Philadelphia, in charge of suburban territory. 
He was succeeded by B. W. Blackwell of the St. Louis 
office, whose position was filled on December 1 by 
W. D. Tufnell, former Houston branch manager. James 
H. Kennedy of the St. Louis branch office returned to 
his native state of Texas on November 1 to take up 
his new duties as branch manager at Houston. 

Mr. Barsh has been with Remington Rand for a 
number of years, having served as typewriter sales- 
man at Buffalo, N. Y.; Wheeling, Va.; Erie, Pa., and 
Rochester, N. Y. He was made branch manager at 
Memphis in 1932, at Syracuse in 1935 and at Albany 
in 1939. 

Mr. Blackwell is a Navy veteran of World War I, and 
after being honorably discharged worked in a railroad 
engineering department until 1932. He joined Reming- 
ton Rand’s Salt Lake City sales department in that 
year, and was advanced to branch manager four years 
later. He was transferred to the Memphis office in 
1940, and later to the St. Louis branch managership. 

Mr. Tufnell, who has been branch manager at 
Houston since 1940, has also established an enviable 
record with the company. He started as a typewriter 
salesman in Milwaukee in 1923, becoming assistant 
branch manager of that office in 1934. Subsequently 
he was named branch manager at Racine, returning 
for a brief period to his former Milwaukee post. Prior 
to his recent appointment to the St. Louis post, Mr. 
Tufnell had been branch manager at Houston since 
1940. ? 

Mr. Kennedy, a native of Plano, Texas, has been in 
the typewriter field since 1929. Recently associated 
with the St. Louis office, he is delighted at his return 
to his native state as Houston branch manager. 


I — 


HARRISBURG OFFICE OUTFITTER LEAVES 
ODT TO RETURN TO OWN BUSINESS 


On December 15, Leonard Weiner, owner-manager 
of Capitol Office Machines and Equipment Company, 
30 South Third Street, Harrisburg, Pa., resigned his 
post with the Office of Defense Transportation in the 
Harrisburg district to return to the active direction 
of his business. He had been associated with civilian 
“home front” activities since shortly after the out- 
break of war, being one of the first members of the 
Dauphin County ration board. Prior to accepting his 
ODT post, he had given more than 1200 hours of his 
time to ration work. 

During his two-year absence, Mr. Weiner stated, the 
business had been supervised by his wife, who not 
only continued to maintain a good volume, but added 
a number of small specialties to the store’s lines. 
Capitol also operates an excellent service department, 
under the supervision of Mervin Zarker. Well-known 
lines handled by the store include Allen-Wales adding 
machines, Friden calculators, Speed-O-Print duplica- 
tors and Do/More posture chairs. 

i a 


N. Y. POSTAL ZONE GUIDE BEING DISTRIBUTED 


A valuable 160-page book showing at a glance the 
correct postal zone of any address in the five boroughs 
of New York City has been prepared by the United 
States Bronze Sign Company, Inc., and is now ready 
for distribution. 

The new guide fills an important need in speeding 
the delivery of mail, and is one that can be used to 
advantage by every business establishment with a con- 
siderable volume of correspondence. 

Free copies may be obtained by writing on business 
stationery to the United States Bronze Sign Company, 
Inc., 570 Broadway, New York 12, N. Y. 
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* Back the Attack + * 





Victory OF MASS PRODUCTION has 
resulted in an excess of steel needed 
for certain tools of war. Some of 
this excess will be allocated for pro- 
duction of essential steel office equip- 
ment long before V-day. 


Pictured on the two succeeding 
pages are a few of the 8,000 time- 
savers and space-savers which will 
be made by Shaw-Walker when steel 
again becomes available. 


Until steel is available you can 
s-t-r-e-t-c-h precious time through 
use of the time-saving systems and 
accessories described on page 4 of 
this advertisement. 


‘ BUY WAR BONDS * 


CME PHOTO OF A.E.F. RETURNING AFTER WORLD WAR L 


HAW WALKER 


DEALERS AND BRANCHES IN 546 CITIES 



































TIME SAVERS & SPACE SAVERS 
Made of Steel-by Shaw-Walker 


“Built Like < 
ad ale Our COUNTRY’S GREATEST 


ADVANTAGE IN A PEACEFUL WORLD 
is not our manpower, not our gold, 
not even our great natural resources. 
It is the American genius for design- 
ing things that will enable every 
person to perform any job better 
and in less time. 


Supplying steel office equipment 
and methods that help save time in 
every office job are well-known 
achievements of Shaw-Walker 
research and engineering. 


Pictured are a few of the 8,000 
office necessities made by Shaw- 
Walker when steel is available and 
sold under the famous trade-mark 
“Built Like a Skyscraper.” 


STEEL FILES The time-saving and the space- 


Seven grades — Five heights saving features of all Shaw- Walker 





— For records of every size. > products will be described in the 


400-page post-war edition of the 
Shaw- Walker OFFICE GUIDE. 


FIRE- FILES 


34 stock models heavily in- 
sulated to provide certified 
fire protection for records 
of every size. Made in 
three heights. 

Cut-away sections in 
picture shows thick, mesh 
reinforced safe-insulation. 


SECTIONAL 
BUILD-UP FILES 


Two widths. 70 models. 
A size and style to pro- 
vide “Custom Built” files SAFES 

for any conceivable re- STEEL TRANSFER CASES Single and double door. Five 


quirement. 12 stock models for stock sizes. Hundreds of com- : 


“Built Like a records of every size. binations for interiors. 
Skyscraper 





“=e LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITUR AN 


MEASURE YOUR DESK! 


IF IT’S MORE THAN 


QD sectes 


— IT’S TOO HIGH! 


NEW LOW DESK FOR COMFORT 


Leg, Island Base and Luxury models in sizes 
and styles to fit every office requirement. 





FIRE-DESKS 


Made in three styles for 
hand and machine posted 
records. Provide certi- 
fied fire protection at 
point-of-use. 


CUPBOARDS AND 
WARDROBES 


For storage and clothing. 
19 stock models, single 
and double door. 


OFFICE CHAIRS 


Aluminum and Wood. 
47 stock models. 





‘'URIAND FILING EQIP ENT IN Tee WORLD S&S 








/ beclory - 


/ These Shaw-Walker Files and 


Business Systems are NOW availahle 














NEW TIME-SAVING 
PAYROLL SYSTEM 


Saves up to 67% clerical time. 
All records in one operation. 














TIME-SAVING 
FILING SYSTEMS 
FOR ALL RECORDS 





Seven kinds of time-saving 
systems for letter and legal 
size records. 


Two for card sizes. 
















ICTURED are some of 

the hundreds of time- 
Savers, space-savers, and 
other aids to management 
now available from Shaw- 
Walker representatives.— 
All are in the War Edition 
OFFICE GUIDE. 


TIME-SAVING AND 
SPACE-SAVING CARDS 


Shaw-Walker cards built to 
precision thinness save as much 
as one drawer for every 4,000 
cards used. Because precision 
cards are absolutely uniform in 
size, like playing cards, refer- 
ence time is saved. 


SPACE-SAVING FILE FOLDERS 


212 stock folders NorthKraft and 
manila. Thirteen price brackets. 
Made with reinforced space-saving 
edge, or single top. 








WAR FILES 


Made in 4 Grades 
Letter and Legal Sizes 
Insertable Trays for Cards 











OTHER TIME-SAVERS AND SPACE-SAVERS 


Shaw-Walker products which are helping to increase office pro- 
duction and conserve filing cabinet space are pictured, described 
and priced in the OFFICE GUIDE, War Edition. You can speed 
your selection of your office needs by using the OFFICE GUIDE. 


SHAW-WALKER FACTORIES AND 
HOME OFFICE, MUSKEGON, MICH. 


“Built Like a 
Skyscraper” 
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S. J. BINA CO. ESTABLISHED IN NEW STORE 

On October 1, 1943, the S. J. Bina Company pur- 
chased the Colburn stationery store located at 18 North 
Fourth Street in Grand Forks, N. Dak. Today, follow- 
ing in the wake of necessary alterations, the Bina 
organization is settled in its new home, a fireproof 
building constructed in 1938. Said to be one of the 
most modern and completely equipped stores in North 
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THE NEW BINA OFFICE SUPPLY STORE IN GRAND 
FORKS, N. DAK.—Above, the attractive well-stocked 
office supply center as viewed by the entering customer. 
Below, street view oi the new Bina store. 


Dakota, the new location has a frontage of 22 feet, is 
90 feet deep, and is L-shaped at the rear, widening to 
42 feet. A full basement provides storage for stock. 
Mr. Bina entered the stationery and office equip- 
ment business in 1926 with the Pierce Company of 





Fargo, N. Dak., covering northern North Dakota and | 
northwestern Minnesota for that firm for many years. | 


He went into business for himself in 1938, operating 
in a small location in the Security Block for four and 
one-half years. The Colburn Stationery Company re- 
cently acquired by Mr. Bina is not to be confused with 


the Colburn School Supply Company, which continues | 


in business in wholesale school supplies. 


The Bina organization operates in northern North | 


Dakota and northwestern Minnesota, with Larry Olson, 
formerly with Colburn, continuing as store manager 
and city salesman. Mr. Bina will, as in the past, cover 
the outlying territory. The store stocks nationally- 
known merchandise and also represents the Holt Print- 


ing and Lithographing Company of Grand Forks as | 


exclusive territory selling agents. 
—>- 





NEW JERSEY TYPEWRITER FIRM CHANGES NAME | 


The Union City Typewriter Exchange, 4812 Bergen- 
line Avenue, Union City, N. J., has been renamed 
Union Business Machines Company, according to a 
recent statement released by Samuel L. Cohen, head 
of the organization. The change, made effective Janu- 
ary 1, 1944, is a more appropriate title, since the lines 
handled by the firm include not only typewriters, but 
also adding machines, checkwriters, calculators, dupli- 
cators, bookkeeping and accounting machines, and 
ribbon and carbon. 
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Prom this 1887 Accident... 
Dennisow 
CREPE PAPER 


Walking through a mill producing tissue paper, 
back in 1887, the superintendent came upon a 
heap of discarded paper, strangely crinkled. 


“Sorry, sir,” the operator explained, ‘‘That’s 
from a run that got too much water in it.” 


“Can you do it again?” the boss asked. They 
could, and did. And the interesting result in a 
variety of colors became popular overnight 
for home and commercial decoration. 


Today that same “‘crinkled’’ paper is still in 
great demand, with the market eager for vastly 
greater quantities than war restrictions will 
permit. Today that same name, DENNISON, 
guarantees every purchaser of a fold of Crepe 
Paper all the care, skill and quality which 
marked the first cartons to be placed on the 
market. 
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Stoobmaster FILING 


EQUIPMENT for every Post War Filing 


Need to serve the Dealer who services Industry 


which serves the World. 





Wim 10 SPEED PEACE __ 
Gag War Stamps aud Gouds 


February, 1944 
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METROPOLITAN 
"2600" Serces 


THE GOTHAM 
200" Sexes 


THE 


FOUR HUNDRED 
"400" Serica 


port Sted Sales 


300 EAST 145TH STREET 
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No. 4226T—PLAN FILE TOP 
Outside. . Width Height Depth 
42” % 262" 


No. 4226B—PLAN FILE BASE 
Outside. - Width Height Depth 
42: Tm OR" 
No. 4226D—PLAN DRAWER UNIT 
Outside . Width Height Depth 
42" 20.8 26" 
Inside Drawer 39 2" 7 eats 1M 


"10 SPEED VicToRY _ 


ty War Stamps aud Gouds 
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“A NEW PRINCIPLE” 


NO OTHER CHAIR HAS THESE EXCLU- 
SIVE, FULLY PATENTED FEATURES. 
ORDER TOMORROW'S CHAIR—TODAY! 


rt Steel Sates Corporation 


300 EAST 145TH STREET ° NEW YORK 51, N.Y. 
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Dealers. . . 


Install new 
TRUE MARK 


MASTERITE 
PLATENS 


They are 


BETTER 
PLATENS 


because they are 


MADE OF 


APPROVED SYNTHETIC 
RUBBER 


MASTERITE 
PLATENS 


have the 


QUALITY 


OF PRE-WAR PLATENS 
MADE WITH CRUDE 
RUBBER COMPOUNDS 


CHANGE 
PLATENS 
NOW 


“KEEP °EM TYPING” 


Ames Supply Company 


564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 
New York = San Francisco 
1905 Commerce St.,{| PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
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Office Appliances 
INFORMATION SERVICE 





UNDER THE EMERGENCY 








(Continued from page 27) 


previous requirements to dismantling and inspecting 
have been eliminated from the definitions of “rebuilt” 
and “reconditioned” machines. 

(Amendment No. 1 to Revised Maximum Price Regu- 
lation 162—Ceiling Prices for the Sale and Rental of 
Used Typewriters—effective January 17, 1944.) 


o 


WLB EASES RESTRICTIONS ON SALE OF NON- 
ELECTRIC ADDING AND DUPLICATING MACHINES 


Authorization of unrestricted sale to civilian pur- 
chasers of a limited quantity of non-electric adding 
machines and non-electric duplicating machines was 
announced January 8 by the War Production Board. 
Formerly, sale of such equinment was restricted to 
orders approved by WPB. 

The number of these machines released for un- 
restricted distribution will be based on a percentage 
of each manufacturer’s total 1941 billings of adding 
and duplicating machines. 

Non-electric adding machines may be distributed 
in each quarter of 1944 to the extent of 4.5 per cent 
of total 1941 billings. As for non-electric duplicating 
machines, the quarterly quota varies from 6.25 to 25 
per cent of each manufacturer’s total 1941 billings, 
the percentage decreasing with increase in amount of 
total billings. Manufacturers who make both electric 
and non-electric duplicating machines are assigned 
different quarterly quotas of non-electric machines 
ranging from two per cent of 1941 billings of over 
$4,000,000 to 12.5 per cent for billings under $100,000. 

Although sale of non-electric adding machines and 
duplicating machines to civilian purchasers no longer 


| requires WPB authorization, orders for this equipment 


from the Army, Navy or Maritime Commission or for 
export must still be approved on Forms WPB 2798 
or WPB 1688. 

The above action was effected by an amendment to 
Order L-54-c (Office Machinery), which also revoked 


| restrictions on manufacturers’ sales of used office ma- 


chinery produced after December 31, 1940. Previous 
restrictions required certificates of approval from WPB 
before such used equipment could be distributed by 
manufacturers. Sale of used office machinery in the 
hands of dealers remains unrestricted, as under pre- 
vious provisions of the order. 

Office machinery includes such equipment as ac- 
counting machines, bookkeeping machines, billing 
machines, adding machines, addressing machines, 
calculating and computing machines, duplicating ma- 
chines, time recording machines and punch card 


tabulating machines, but does not include typewriters, 
which are controlled by another order. 


The method of computing the quantities of office 
machines that may be produced for inventory in 1944 
has been simplified by allowing each manufacturer 
to produce 20 per cent of the value of machines billed 
by him during 1941. Previous restrictions permitted 
production for inventory in an amount sufficient to 
maintain an inventory equal to the manufacturer’s 


| shipments during the preceding three months. This 
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Capitalize’... 


Top-Well is the great selling note of Sheaffer's 
Spring advertising program on SKRIP. It appears 
TOP-WELL Skip 


in four colors on the back pages of 41 of the na- 
tion’s leading Sunday newspapers. Both This Week 
Magazine and American Weekly will carry the ad. 


Sheaffer's Leads are advertised in full page, four 
colors, on the inside front page of February 5th 
Collier's Magazine. 

In addition, March National Geographic back 
page in four colors and April American Magazine, 
back page, four colors, also carry SKRIP and 


Leads as part of the advertisements, adding an- 

A DVER TIS | N G other 15,000,000 readers. All advertisements 
feature 4 ounce in your interest and your cus- 
tomer’s. 


Writing fluid sales are reminder 
sales, extra sales. Connect your 
windows and counters with your 
share of the 70,000,000 readers 
and reap the profits. W. A. 
Sheaffer Pen Company, Fort 
Madison, lowa. 


GOLD 
MINE 


you and your pen want it! At le) g 


CAMPAIGN! 


Concealed within your store traffic and window 
traffic are hundreds of quarter-dollar sales. Peo- 
ple forget they need writing fluid! Remind them! 

. with good sized SKRIP displays in windows 
and on counters. These are plus sales if you get 
them, lost dollars if you miss them. 












70,000,000 
SHEAFFER 
READERS 







the top of the bottle! You'd 
pay a quarter for this conven- 





ience alone, if you didn't get it 
tree with Skrip. 


CLEAN! Your fingers and 

your pen stay clean. Top 

well eliminates danger of 

soilage because only the 
feed part of your pen need enter 
the bottle! In ordinary 
bottles, pen gets dirty, and con- 
sequently fingers, from ink around 
neck, 


ECONOMY! Even the last 

few drops of Skrip go in 

the top well where your 

pen can get at it! 
Ordinary bottles waste up to 
25% of the contents since gold 
point must be completely immersed 
in order to fill. 


SAFETY! Skrip bottles have 
perfect balance. They rest 
firmly on desk or table 

































tops! 


EXTRA FEATURE! The 

Magic Circle Cap absorbs 

excess fluid on top rim of 

bottle! Therefore threads 
stay clean, and cap is always 
easy to remove. 
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Stationers 


Greatest writing period 
in the World's history 





Always show the regular 4 
ounce SKRIP to the cus- 
tomer first. It is the best 
value. Cash in by reminding 





SHEAFFER Se 


them of their SKRIP needs 
—feature only the regular 
4 ounce size. Windows and 
sizeable counter displays 
will win the hidden quarters 
for you. If you have not al- 
ready received your new free 
SKRIP display, write Sheaf- 
fer for one immediately or 
get one from your Sheaffer 
representative. 
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WHEN THEY COME 
BACK AGAIN— 


% Yes, they are coming back—the boys 
“over there” and your ACCO steel 
Fasteners over here. They—and we— 


are both trying to hasten the day. 


% We had even hoped that this very ad- 
vertisement might announce some steel 
ACCO Fasteners for you. But we will 
have to ask you to be patient a little 
longer. Steel is in more plentiful sup- 
ply but permission has not yet been 


granted to use it in steel file fasteners. 


% The best substitute for ACCO steel 
Fasteners we have found is the ACCO 
non-metallic Fastener. It is being used 
in thousands of offices with entire satis- 
faction and it may be obtained without 


priority. 


A C C O 


PaaooUCTsS, inc. 


39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 
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necessitated recalculation on the first of each month. 

The revised order also provides for the future estab- 
lishment of a List III of equipment removed from 
restrictions prohibiting their production. Any equip- 
ment placed on List III in the future may be manu- 
factured freely provided that it is not made from steel 
purchased from warehouses under Controlled Mate- 
rials Plan No. 4 (which permits the sale of small 
amounts of steel without allotments). List III was 
omitted from the present order since no equipment 
has so far been removed from these restrictions pro- 
hibiting production. 

Applicable percentages to be used in determining 
the number of non-electric duplicating machines that 
may be released for unrestricted civilian sale, as re- 
ferred to above, are shown in the following tables: 


For manufacturers who make only non-electric 
dupleating machines. 


Manufacturer’s total 1941 Applicable percentage 
duplicating machine billings per quarter 
Under $50,000 25. 
$50,000 to $100,000 18.75 
$100,000 to $250,000 15. 
Over $250,000 6.25 


For manufacturers who make both electric and non- 
electric duplicating machines. 


Manufacturer’s total 1941 Applicable percentage 
duplicating machine billings per quarter 
Under $100,000 12.5 
$100,000 to $500,000 10. 
$500,000 to $2,000,000 y fe 
$2,000,000 to $4,000,000 2.0 
Over $4,000,000 2. 


| o 
WAR PRODUCTION BOARD ISSUES CLARIFYING 


INTERPRETATION ON LIMITATION ORDER L-219 

In response to repeated inquiries about certain pro- 
visions of Consumer Goods Inventory Control Order 
L-219, the War Production Board on January 4 issued 
the following interpretation (Interpretation 5 of 
Limitation Order L-219): 

1. (Units of Same Enterprise) 

Interpretation 8 of Priorities Regulation 1 does not 


| apply to Order L-219. This priority interpretation, 
| pertaining to separate application of inventory restric- 


tions to individual units of the same enterprise, is 
clearly declared to be invalid when a contrary rule 
is expressed in the applicable order. Order L-219 
specifically states a contrary rule. 

2. (Receipt of Goods) 

A merchant is not required to refuse delivery of 
goods because acceptance would cause his inventory 
to exceed the specified limit at the beginning of a 
quarterly inventory period. But, when inventory at 
the beginning of a quarterly period does exceed his 
allowable limit (as calculated under Paragraph c of 
Order L-219) a merchant’s receipt of consumers’ goods 
during that quarterly period must be within limits 
allowable under that condition. 

a. A merchant whose receipts are restricted because 
of excess inventory at the beginning of a quarterly 
period must refuse goods regardless of contract or 


other commitment if that is necessary to stay within 
| his allowable receipts. Knowingly to exceed L-219 


allowable receipt limits is to invite criminal penalty 
as well as administrative action. 

b. A merchant who knowingly exceeds his allow- 
able receipts is not automatically excused from such 
violation of Order L-219 by returning goods after 
delivery has been accepted. 

c. A merchant whose receipts are restricted, but 
who has not exceeded that limit, may apply to WPB 
for an increase of allowable receipts on the basis of 
“cross-stream” or “up-stream” sales, which include 
a Sale by a merchant back to a vendor. 

3. (Financial obligation) 

The War Production Board does not attempt to give 
an opinion as to whether a merchant is under finan- 
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BING! SPFED BINDER 


A Boorum & Pease 
Exclusive* 









‘ * Pz Nos. 1858132 ane 878476 
The Boorum & Pease Family of post bind- Patent ‘— snd 18784 
ers also includes a choice of one or more 
to fit any record keeping requirement. 
TOP TO BOTTOM 
Another example of a Boorum & Pease Binder to 
fulfill your customer’s record keeping require- 
ments. Here’s why the BING! SPEED BINDER 
will satisfy customers and bring repeat business. 
“PROGRESS” 
670012 Line QUICK IN ACTION. No keys to lose or replace. No 
winding or unwinding. Press button and PRESTO! 


Sheets are inserted or removed instantly. 


NO PROTRUDING POSTS. Conserves valuable vault 


“IMPERIAL” and safe space. 


200 Line 





PROPER WORKING SPACE always available. Flat 
writing surface. 


POSITIVE COMPRESSION. Minimum and maximum 
Capacity. 


DURABILITY. Same Boorum & Pease high quality, 


" SURELOCK” sturdy for longer wear—metal parts rust and cor- 
6950 Line 





rosion proof. 


ECONOMY. BING! SPEED BINDER saves time, 


space and therefore saves money! 


FOR EVERY RECoRp For complete sizes and informa 


tion on all of these binders, consult 


Catalog No. 41 and Price List “I” 
\ 
4 Way ro xeEP }* 


“SCRUTOP” 


6600 Line 





GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y 
BOSTON: 29 OTIS ST. * ST. LOUIS: 115 SO. 8TH ST. * CHICAGO: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, N. Y 
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PROVED 


A BIG TIME SELLER 
—IN THREE SHORT MONTHS 


PAY ROLL 
TAX INDEX 














$195 List 


New 1944 Model Now Ready Model PX440 


Improved construction, appearance, performance 


RAPID PAYROLL TAX INDEX, the permanent tax calcu- 
lator with changeable charts, is the quickest method for deter- 
mining payroll tax deductions—one product for which there is 
an unprecedented demand, and one which is AVAILABLE for 
you to sell. Undeniable proof of its worth lies in the names 


of such users as: 


Western Electric Company 
E. I. DuPont de Nemours & Co., Ine. 
The Pure Oil Company 
Peabody Coal Company 
National Cash Register Company 
. . and hundreds of others 


RAPID PAYROLL TAX INDEX sells quickly because: 


@ A flick of the finger brings the exact computation before 
the eyes—and at eye level. 

@ May be operated with either the left or right hand while 
writing with the other. No skill required. 

@ Selects tax amounts faster than any other device 
chart area visible at all times. 

e Is already saving hundreds of man-hours in large corpora- 
tions. 

@ Handsome walnut cabinet occupies no more desk space than 
a book. 

@ Lacquered charts that fit around drum. 

@ Simple, easy turning—nothing to get out of order 
truding knobs. 

@ Complete all-in-one unit with exact computation charts and 
official tables for weekly, bi-weekly. and semi-monthly pay 


20% of 


no pro- 


periods. 
@ Cannot become obsolete 
insert new charts. 


when tax rates change, simply 


No Priorities Needed 
SUBSTANTIAL DISCOUNTS TO RELIABLE DEALERS 
Enthusiastic reception by large corporations who have _ pur- 
chased in dozen lots indicates that many thousands will be 
sold in the next few months. Get started now! 


for descriptive circular or order a Rapid Payroll Tax Index 
for inspection. Satisfaction guaranteed or your money back. 


RAPIDJOFFICE DEVICES, inc. 


135 South LaSalle Street Chicago 3, Ill. 
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cial obligation to his vendor when the former returns 
merchandise to avoid L-219 violation. That subject, 
involving Title III of the Second War Powers Act, is 
within the jurisdiction of the courts. 

4. (Piece goods for furniture covering) 

Piece goods used in covering or re-covering furni- 


| ture are included in inventory under the same rules 


which apply to piece goods generally, and to other 
consumers’ goods manufactured from piece goods. A 
merchant who owns piece goods which are customarily 
used to cover or re-cover furniture for retail customers 
must include such goods in his mercantile inventory 
under Order L-219, both in the base period and in 


| current computations. If practicable, the fee for the 


work of covering must be excluded from net sales. 
If not separately billed to customer, the service fee 
may be included in net sales. 


o 


WPB STEPS UP ALLOTMENT OF IRON AND STEEL 
FOR LOOSE LEAF METAL PARTS AND UNITS 
On January 7, 1944, the War Production Board issued 


| an amendment to General Limitation Order L-188 in- 





Write today | 


creasing the allotment of iron and steel per calendar 
quarter to a fabricator of loose leaf metal parts and 
units to an amount equal to 1834 per cent by weight 
of metal (75 per cent per annum) fabricated by him 
into metal parts and units in the calendar year of 
1941. Under the original order, put into effect August 
3, 1942, the allotment was 7% per cent per quarter 
(30 per cent per annum). 

The text of the amended order, by sections, follows: 

(a) Definition. For the purpose of this order: 

(1) “Binder” means a blank book, loose leaf book 
or cover. 

(2) “Unit” means a complete device designed to hold 
together loose leaves, covers, paper products or other 
materials in a binder. 

(3) “Part” means a component used in the con- 
struction of a unit. 

(4) “To fabricate” means to change the shape or 
form of metal in any manner. 

(5) “To assemble” means to combine parts into com- 
pleted units. It does not mean to attach completed 
units to binders. 

(b) Allotments. In any calendar quarter, it is the 
intention of the War Production Board to allot iron or 
steel to a fabricator of loose leaf metal parts and units 
in an amount equal to 1834 per cent by weight of 
metal fabricated by him into metal parts and units 
in the calendar year 1941. 

(c) Order M-126. Conservation Order M-126 does 
not apply to binders. 

(d) Simplified practices. (1) No metal other than 
iron or steel may be used in fabricating metal parts or 
units for binders. (2) No metal other than rivets, eye- 
lets or similar attachment or reinforcement hardware 
may be used in the following styles or parts of binders. 
Visible record books. i 

Compression types of ledgers. 

Corporation minute and sales books containing 

more than three metal studs and two steel rods. 


Pocket memorandum books. 
Chain post binders. 


Parts: 
Boosters, triggers or automatic opening devices. 
Edges or rims. 


Reinforcements for fly leaves and sheets. 
(3) Back plates containing iron or steel may not be 
less than 11% inches in width. 


(4) Metal rings may not binders in 


be used in 


excess of: 
(i) Two in binders less than 8% inches on the binding side. 
(ii) Three in binders less than 11 inches on the binding side. 
(iii) Four in binders less than 14 inches on the binding side. 


(e) Assembly of parts in inventory. Any person may 
complete the fabrication and assembly of binders from 
parts or units fabricated or purchased by him prior 
to August 3, 1942, provided the completion of such 
fabrication or assembly does not require iron or steel 
in excess of 75 per cent of the weight of the iron or 
steel in the completed binder. 

(f) Appeals. Any appeal from the provisions of this 
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Kock Fa INDEX-CARD 
FILING CABINETS 


Similar in principle to letter-type 
Rock-a-File. Single and double, for 
3x5,4x6 and 5x8 standard cards. 
Green and genuine walnut. 





Kock Sile is a totally 


new and better METHOD 


HE enthusiastic adoption of 
Rock-a-File by experienced users 
of filing is not simply a decision to 
buy one brand of filing equipment 
instead of another. It is the con- 
sidered preference for Rock-a-filing 
as against orthodox drawer-type- 
filing. 
Rock-a-File cabinetwork is excel- 
lent in every way, of course... so 
is that of other good files of conven- 


tional design. But Rock-a-File in 
addition to its quality construction, 
is unique and vastly better in prin- 
ciple and in performance. 

Filing with Rock-a-File is side- 
filing. It saves space, saves time, 
saves muscular effort, lengthens the 
life of folders and guides, eliminates 
hazard of tipping, makes all com- 
partments accessible at all times. 

Look into Rock-a-Filing! Write 














ecoce- 
‘ 




















SAVES 10% 
: TO 30% OF 
' FLOOR SPACE! 


i 
eee 
Rock-a-File requires much less clear space 
for opening than drawer-filing. Rock-a- 
File can be used in narrow. corridors,} 


closets, alcoves, where ordinary filing 
cabinets are impractical. 





ROCKWELL- BARNES COMPANY — 


Steciabile to the Steitioner Since 1907 


_ 35 EAST WACKER DRIVE 


CHICAGO 1, ILL. 
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there's a real 
profit opportunity 
in 


LEDGER and POST BINDER 


with 


~ AICO. GRIP 


TUBULAR EDGE INSERTABLE TABS 


Here’s why 

AICO-GRIP 
INSERTABLE 

INDEXES 


are superior 


For indexes that are made 
to stand the gaff of hard, 
everyday use, that serve 
their purpose efficiently and 
economically, that insure 
customer satisfaction, sell 
AICO Ledger and Post 
Binder Indexes. 

They are made by index 
specialists, who know the 
requirements of their prod- 
uct and make them to meet 
those requirements. 

AICO Indexes are made 
in a variety of styles, but 
we cannot recommend too 
highly the AICO Indexes 
equipped with AICO Tu- 
bular Edge Index Tabs for 
all around efficiency and 
long satisfactory service. 

Don't overlook the profit 
opportunity in AICO 


Indexes. 


. Parallel sides hold in- 
serted title firmly. 


. Molded Tubular edge 
adds strength, elimi- 
nates warping. 


. Molded Tubular edge 
will not crack. 

. Titles are easily in- 
serted and changed. 

. Skirt is best quality 
linen. Will not fray. 


. Adhesive is odorless 
and once applied is 
there to stay. 


f sico-one TABBING 

) LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 





SHOP TICKET HOLDERS 


mck Company 


503 CP. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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order shall be made by filing Form WPB-1477 (PD-500) , 
referring to the particular provisions appealed from 
and stating fully the grounds of the appeal. 

(g) Communications. All communications concern- 
ing this order shall be addressed to War Production 
Board, Printing and Publishing Division, Washington 
25, D. C., Ref: L-188. 

(h) Violations. Any person who wilfully violates any 
provision of this order, or who in connection with this 
order, wilfully conceals a material fact or furnishes 
false information to any department or agency of the 
United States is guilty of a crime, and upon conviction 
may be punished by fine or imprisonment. In addition, 
any such person may be prohibited from making or 
obtaining further deliveries of, or from processing or 
using materials under priority control and may be 
deprived of priorities assistance. 


o 
UNIFORM POLICY FOR COMMISSION EMPLOYEES 
ANNOUNCED BY DIRECTOR VINSON OF OES 

The Director of Economic Stabilization, Judge Fred 
M. Vinson, on December 30 announced a uniform 
policy for treatment of commission employees under 
the stabilization program during 1944. The announce- 
ment was made in a letter to the Commisisoner of 
Internal Revenue authorizing and directing him to 
apply the same stabilization rule to commission earn- 
ings and certain related methods of compensation as 
is now applied by the National War Labor Board. 

This authorization follows a recommendation by 
the Commissioner that this action should be taken 
if the National War Labor Board’s commission rule 
is continued. Under the National War Labor Board’s 
rule, applicable to commission salesmen earning less 
than $5,000 per annum, no approval for any increase 
or decrease in total annual commission earnings is 
required so long as the commission rate on the indi- 
vidual transaction is not increased or decreased. Any 
change in commission rate and any change from 
salary to commission basis requires the approval of 
the Commissioner of Internal Revenue or the National 
War Labor Board, depending on which agency has 
jurisdiction. 

The restrictions under the stabilization program 
on changes of basic hourly piecework or salary rates 
are equally applicable to changes in commission rates. 

This action does not involve any change in the 
policy on the salesmen’s own sales. Although regula- 
tions were issued by the Commissioner on Septem- 
ber 4, 1943, designed in general to limit total commis- 
sion earnings to those of the previous year, this regu- 
lation was subsequently suspended as to commissions 
on the salesman’s own sales. That suspension har- 
monized the commission rule applied by the Com- 
missioner with those of the National War Labor 
Board with respect to direct commissions. The action 
approved by the Economic Stabilization Director today 
unifies the principles to be administered in 1944 not 
only for direct commissions, but as well for compensa- 
tion based on a percentage of the sales of others, a 
percentage of profits and other like arrangements. 
With respect to these latter employment contracts, the 
Director’s action taken pursuant to the Commissioner’s 
recommendation modifies the restriction on increases 
in total earnings administered by the Commissioner 
of Internal Revenue during 1943. 

In connection with the commission rule applied by 
the National War Labor Board, the Economic Stabili- 
zation Director, in his letter to the Commissioner 
stated, “I am satisfied the commission rule applied 
by the National War Labor Board is not in conflict 
with the basic principles of the stabilization program 
and further that it rests on sound considerations of 
administrative necessity. I shall not, on the basis 
of present information, direct any change in the 
principle applied by the National War Labor Board 
with respect to commission earnings. Accordingly, I 
am moved by your recommendation to conclude that 
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the same principle should apply for the calendar year 
1944 to commission earnings and related methods of 
compensation subject to your jurisdiction. You are 
authorized and directed to take appropriate action 
to effectuate this policy.” 

Any further announcements on the subject will be 
made by the Commissioner and in due course regu- 
lations will issue from his office implementing the 
policy announced on December 30. 


o 


UPHOLSTERY ORDER REVOKED 
Upholstery Order L-135 was revoked January 14, 


removing restrictions on the manufacture of uphol- | 


stered furniture. Manufacturers are permitted to use 
springs on hand and it is expected that CMP allot- 
ments will be granted to purchase additional springs. 

From the standpoint of office chair manufacturers, 
one kink still needs to be straightened out. Makers 
may use springs to produce all straight, or non-swivel, 
chairs, but M-126, covering iron and steel, states that 
no iron or steel may be used to make swivel chairs, 
except for joining hardware. This means that manu- 
facturers cannot make upholstered swivel chairs with- 
out first obtaining permission from the War Produc- 
tion Board. 





IT’S AN OLD VICTOR CUSTOM.—And a popular one, 

too, as the Victor Adding Machine Company annually 

distributes Christmas turkeys to all employees. Last 

Christmas more than 1,200 Minnesota birds, averaging 
16 pounds, were presented to Victor workers. 


ee 


SPEED-O-PRINT “MERCHANDISER” RELAUNCHED 

For the first time in the past two years the 
Speed-O-Print Merchandiser, wide-awake house organ 
of the Speed-O-Print Corporation, Chicago, IIl., has 
again appeared in the trade channels. 

Printed on good quality stock in black and one color, 
the publication presents timely tips to Speed-O-Print 
dealers for boosting profits, discusses the value of 
wartime advertising and gives some practical advice 
and information on ink pads and why they need re- 
placing. A column of humor and factual information 
gathered from various sources outside the field is also 
incorporated in the recent issue. Not the least of its 
attractive features is “The Speed-O-Print Newsreel,” a 
photo-page attractively laid out and comprised of pic- 
tures of general interest gathered from various news 
picture sources. 
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TRADEMARK 


TRANSFILE 


Operating a manufacturing business 
today is much like walking a tight rope 
—a slight slip and you are in for a fall. 
Treading through a maze of govern- 
ment imposed restrictions on materials, 
on the use of such materials as are on 


hand, and on manpower, is a man-sized 


job. 
We, of Guide System & Supply Com- 


pany, are still trying our best to main- 
tain that high standard of dealer serv- 
ice which has long been of great value 
to our dealers. If, at any time, we don't 
quite reach our usual standards, you 
will know we have encountered diffi- 


culties beyond our control. 


Your goodwill is our greatest asset. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL STREET 
NEW YORK 13, N.Y. 
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Trail Herdin 


From the wide open spaces of the great Southwest, 
from the dusty frontier cow towns and the old 
hoof-worn Chisholm trail—from here was spawned 
a lusty love for freedom and a fighting spirit to 
overcome all obstacles. 


These excellent qualities and some smart trail 
herdin' were required to drive the long-horns north- 
ward to market. It meant meeting Indian ambush, 
tussles with rustlers, and trouble everywhere. Still 


the old timers, ever on the alert, stuck to their 
guns and made the cattle business pay. 


Usually first in importance, profitable marketing is 
subordinated to a more pressing problem. Business 
is in the saddle to save the things that make buy- 
ing and selling possible, to protect a manner of 
living which owes its growth to development of the 
free enterprise of American business. 


New troubles are met at every turn. You know 
them, and we have our full share. One is our 
inability to serve you in our customary Anderson- 
Hickey style. That service will be restored, for 
American business is sparked by a real fighting 
spirit and an insistent desire for Liberty. We stick 
by our guns now as they did then to make sure 
that we can serve you again before very long. 
When that time comes you will find us mighty 
good at trail herdin' and meeting your require- 
ments with "Andy units of steel." 


person: Hickey Go. 
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PENN-MAR-VA TRAVELERS NOTES 

From the pen of Lee Banov, reporting for the “Bal- 
timore Brevities,’ comes the following: 

Julius M. Stark and Company is once more pressed 
for space. First it was 204 Water Street, then came 
the addition of Number 202. This time they are tak- 
ing over the entire building at Number 206, which is 
in addition to the other two addresses. In fact, one 
whole floor at 206 is devoted to repairing and rebuild- 
ing typewriters and adding machines. This, we be- 
lieve, is the first Baltimore stationer to offer his 
clientele such a service. 

ae * 8 

The “Open Letter” provides this item: 

“D” DeForrest of Stockett-Fiske Company, Wash- 
ington, D. C., died very suddenly on Saturday, De- 
cember 18, of heart failure. 

“D” lived alone and passed away while addressing 
Christmas cards. His death was not discovered until 
he failed to report for work on Monday, and sent no 
word. We will all miss him. 

aa * * 

And from “Via the Grapevine” the following: 

The George D. Hanby Company, Wilmington, Del., 
bought a building in November and opened another 
store at 805 Shipley Street, combined with a large 
warehouse space. This arrangement will give them 
more room to handle the stationery customers at the 
919 Market Street store (within a block of the other 
store) and a well set up and spacious display of office 
equipment in the new store. Here’s wishing the best 
of luck to our good friends, George D. Hanby and 
Charles I. Heckman, manager of the office equipment 
store. 

* ae * 

Ed Purinton of Columbia Ribbon & Carbon Manu- 
facturing Company became the proud father of a 
bouncing baby girl, Kathi Jean, on December 29. Con- 
gratulations, Ed! 

(The above items are from the January 15 issue of 


the “Penn-Mar-Va Traveler.) 
i -o——————— 


SMITH NEW SECRETARY OF L. C. SMITH-CORONA 
At a meeting of the board of directors of the L. C. 
Smith & Corona Typewriters, Inc., on December 3, 
1943, Lewis P. Smith, Jr., was elected secretary and 
director of the company. 
Since the death of William A. Mackenzie, Mr. Smith, 
who is a member of the firm of Mackenzie, Smith & 











LEWIS P. SMITH, JR. 


Mitchell, attorneys for the company, has had an office 
in the company’s home office in Syracuse. 

Mr. Smith, a native Syracusan, is a graduate of the 
North High School, of Princeton University (1930) 
and the college of law of Syracuse University (1933). 
He is married and has two children. 

As secretary, Mr. Smith takes the place of Schuyler 
C. Stivers, who retired as vice-president, secretary and 
director on December 31, 1943. The retirement of 
Director William von Phul was also announced, the 
vacancy being filled by the election of James F. 
Towers. 
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A message that can 
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be said in Two Words 
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t 
~--e OLD TOWN 
1 | 
f re AGO we announced that spirit carbon papers of our manufac- 
ture were no longer available to makers of duplicating machines for resale. 
Once again we want to emphasize — make certain of proper quality in the carbon you 
buy. See that it bears the OLD TOWN trade mark — your grade mark. It will pay you to 
check on this. 
' | One sheet of spirit carbon can be made to Jook exactly like another. But performance is 


another thing. When you use OLD TOWN you can be sure of uniform clear copies and long 


runs. There’s no finer quality in the market. 


In true keeping with OLD TOWN’S tradition of pioneering and keeping in step with 
progress, the quality of our spirit carbon is higher today than ever before. This trend toward 
perfection is particularly evident in OLD TOWN’S new and exclusive jet-rite process 
which reproduces brilliantly clear copies in BLACK. 

— Attention—Dealers:— 


Outstanding products with unusual 


OLD TOWN perfection of performance is available 
only from OLD TOWN or through OLD TOWN distribu- soles copeat ache the Cela 


tors and dealers throughout the country. franchise the most valuable ribbon 
and carbon and duplicating supply 
agency in any city. Write us. 














. 
RIBBON & CARBON CO. wc. 


Foremost Makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN I7 NEW YORK, N. Y. 





oe 


20 - SAN FRANCISCO - LOS ANGELES - BOSTON - PHILADELPHIA - WASHINGTON - PITTSBURGH - KANSAS CITY - ST. PAUL 
APOLIS - ST.LOUIS - BUFFALO - DETROIT - NEW ORLEANS - BIRMINGHAM - MEMPHIS - ATLANTA - HOUSTON - DENVER 











































This is a tip worth heeding. 4 
The selling and the buying of 
Browne-Morse office equipment : 
has, for thirty-six years, been 
e 
the sound foundation for many ch 
lasting and mutually pleasant ” 
business relationships. Now ag 
. . as 
| there is something new afoot. mc 
: Browne-Morse plans for the ~ 
| future are no mere wishful fan- Gc 
, tasy — they are in the making | 
: VANCE K. MILLER, Dallas, Texas, : 
} now. So, watch Browne-Morse. “This is the 27th pueaing it a oe 
incorporation and of our exclusive 
wes agency for Browne-Morse in Dallas. 
Your readiness to cooperate, your I 
ce we liberal policies to dealers and the high wit 
quality of your merchandise form a Su 
combination exceedingly valuable to — pu 
NOW — wood files any deoler.” | wit 
c 
thr 
. = of 
BROWNE 
i kn 
AFTER VICTORY — steel files in 
| 
| MORSE ar 
eig] 
PUSKEGON, MICHIGAN 
ALWAYS — the best files is 
Pur 
big 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 

Wilfred Webster, wholesale and retail stationer of 
Woodstock, Ont., was recently named the president 
of the public speaking class of the Y. M. C. A. in that 
city for the year 1944. 
oo 





* * 


T. G. Lewis, president of the Capital Carbon & Rib- 
bon Company, Ottawa, Ont., recently bought a book 
of tickets sent him by the Optimist Club of Woodstock, 
Ont., for $5.00. One of the tickets contained in same 
proved to be the winning one which entitled him to a 
modern $4,000 home in Woodstock. Mr. Lewis was 
shocked when recently told by long distance telephone 
that he held the winning ticket. 

* * * 

Knight’s Ltd., of Ladysmith, B. C., who carry a large 
stock of office furniture and business machines, have 
been incorporated under the B. C. Companies Act. 
The company will also have authority to manufacture 
office furniture. 

* * * 

S. Barton, secretary-treasurer, Consolidated Type- 
writers Ltd., Vancouver, B. C., recently bought out the 
interest of his partner in this typewriter and office 
supply business. 

* * * 

Mrs. T. W. Stephenson, office stationer, has discon- 

tinued her business in Vancouver, B. C. 


* * * 


R. Norman Brown has retired as president of The | 


Brown Brothers, Ltd., manufacturing office stationers 
of Toronto, Ont., but remains as chairman of the 
board of directors. John H. Chapman is now president 
and general manager, while Alfred W. W. Daley is 
vice-president and assistant general manager. Donald 
B. Fisher was elected a director. 


* * * 

S. Casey Wood, Jr., was recently promoted from the 
position of executive assistant of the International 
Business Machines, Ltd., Toronto, Ont., to the office 
of vice-president of that organization. Mr. Wood has 
been associated with the International Business Ma- 
chines Co., Ltd., since 1938, when he started in Toronto 
as a sales representative. 


G. Harry Sheppard was named general sales man- | 


ager of the same firm. Mr. Sheppard has b2en serving 
as the company’s eastern district manager until 14 
months ago when he was given leave of absence to 
fill an appointment as director of organization of the 
department of Munitions and Supply of the Dominion 
Government. 

* * * 

Fire recently destroyed the four-story building occu- | 
pied by Thomas V. Bell, Ltd., manufacturing stationers 
of Montreal, Que., causing damage totaling $100,000. 

* * * 

Flying Officer Raymond Wilsdon, who was associated | 
with the wholesale and retail stationery firm of J. J. 
Sutherland, Woodstock, Ont., is presumed for official 
purposes to have been killed while on service overseas 
with the RCAF. 


* * * 


O. U. Robinson, who has had 43 years experience 
throughout Canada and the United States as a teacher | 
of business subjects, has decided to cloze his widely | 
known business college at Waterford, Ont., and retire 
in British Columbia. He will continue as engrossing 
artist for Sir Isaac Pitman & Sons of Toronto, a field | 
in which he is widely known. He had at one time 
eight business sehools in various Ontario centers. 


* * * 


Hudson Paper Company, Ltd., has purchased the 
Purchell Building at Edmonton, Alta., and will use the 
big structure as a warehouse for its office stationery 
business. The selling price was said to be $70,000. 
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The Yellow Box Line of ““Minute-Savers”’ 
Speeds War Production Now 


Winning the war comes first —so our war 
industries and armed services get top preference 
today for the Yellow Box Line. 

In our wartime industries paper clips keep 
important papers in order, help to speed the in- 
creased paper work. Fasteners, pins, thumb tacks 
and staples —they, too, have many minute- 
saving parts to play. No defective items to cause 
delays. Many war users of the Yellow Box Line 
today will mean customers for you in the postwar 
period. 


A Complete Variety of Sizes and Types 
Pins Clips Fasteners Thumb Tacks 
Staples Hooks 


and related items 


Distributed by Quota Allotments 





The Home of the Famous Yellow Box Line 


OAKVILLE 


COMPANY 


Division of Scousll Manufacturing Company 
WATERBURY, CONNECTICUT 





NEW YORK CHICAGO SAN FRA Sco 
In Canada: BROWN BROS., LTD., TORONTO 2 


85 








































ae 
F. 





AUTOMATIC 
LOAD LEVER 


PINS 
For Temporary 
Fastening 





MADE 
ENTIRELY 


SOLD THROUGH 
he) | 
Al THORIZED 
DEALERS 


MARKWELL MFG. ix. 


200 HUDSON STREET, NEW YORK 


86 





OFFICE APPLIANCES QUESTIONNAIRE RETURNS 
REVEAL STATIONERS’ EVALUATION OF V-MAIL 
Returns from a small sampling of stationers in vari- 

ous parts of the nation which have been recently re- 

ceived and tabulated by OFFICE APPLIANCES indicate that 
all is not smooth in the matter of successful distribu- 

tion of V-Mail stationery. The study was made by a 

member of the staff of this journal, 58 answers being 

received from a total of 83 questionnaires sent to sta- 
tioners selected at random in various geographical 


| areas. While the limited sampling cannot be said to 


yield an accurate statistical answer to the V-Mail 
problem, it serves to indicate unfavorable trends that 
justify further investigation and, in certain phases, 
corrective measures. 

Six questions were included in the questionnaire. 
The first of these, “Do you have V-Mail forms in 


| stock?” was answered by 56 stationers, 54 of whom 


replied in the affirmative. 

The second question was stated as follows, “How 
large a demand for V-Mail forms have you had during 
the past month?” Of the 54 stationers who answered 


| this question, only nine indicated that a large demand 


for this product was maintained. Some demand was 
reported by 19 others, little demand by 23, and no 
demand by three. Closely allied with the second query 
was the third, “Is this demand greater than it was 
three months ago?” Strangely enough, only 16 re- 
ported an increased demand, 39 indicating that no 
increase had been experienced. 

The fourth and fifth questions were concerned with 
promotional phases of V-Mail merchandising. In 
answer to the fourth question, “Have you promoted 


| V-Mail with window or counter displays during the 


past month?” 44 responded in the affirmative, only 
12 indicating that no promotion had been carried on. 
Answers to the fifth question brought forth the in- 
formation that 36 retailers had received V-Mail pro- 
motional material during the past six months, while 
20 indicated that none had been received. Responses 
to these two questions indicate that the diminution 
in sales of V-Mail forms reported by the majority who 
received the questionnaire was not due to the failure 
to receive, or to use, promotional material in an effort 
to maintain sales volume. 

Widely divergent answers were received in response 
to the final question, ‘What steps do you think the 
Government can take to help you encourage wider 
public use of V-Mail for overseas letters to men in the 
service?” Analysis of returns did, however, reveal that 
most of the suggestions fell into three or four main 
categories. Chief among the steps recommended were 
the discontinuance of the policy of giving away V-Mail 
stationery at post offices, speeding up the processing 
of V-Mail (many reported regular air mail faster than 
V-Mail), increasing radio and newspaper advertising 
in an effort to overcome the reported civilian antipathy 
to this type of mail (many customers objected to the 
small, difficult-to-read reproductions), and making the 
use of V-Mail mandatory in corresponding with men 
in foreign service. While these opinions and recom- 
mendations on the part of stationers cannot be taken 
as conclusive, they serve to indicate a need for certain 
revisions and alterations in V-Mail if the maximum 
success of the program is to be realized. 

- —- ts 


DWYER REPRESENTS FOUR MANUFACTURERS 

John B. Dwyer, formerly New England representa- 
tive for Acco Products, Inc., has established an office 
at 10 Post Office Square, Boston 9, Mass., and is now 
representing four nationally-known manufacturers of 
stationery supplies in New England. Lines represented 
include Codo Manufacturing Corporation’s ribbons and 
carbon paper, Eureka Specialty Printing Company’s 
Book-Pak labels, National Pencil Company’s line of 
wood-cased, colored and imprinted pencils, and the 
Wire-O-Binding Company’s art leather specialties and 
inexpensive photo frames in all popular sizes. 
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Established in 1910, Standard has grown steadily through 
public ‘confidence to win distinction for its service to world 
business. During the passing years, one cardinal principle has 
shaped our policies,—the firm conviction that there can be no 
substitute for the best. The same fine conception of quality 
cherished in the past, still prevails, enhanced now through 
the greater skill gained from ceaseless experiments and im 
provements in our line. Whatever Standard product a custome: 
buys todays, whether Fluid Duplicator or Duplicator Supr 
he is assured of the best. We guarantee it. Standard Di 
cating Machines Corporation, Everett, Massachusetts 


lies 
1pli- 
fh 

‘ 


STANDARD) DUPLICATORS 
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H. S. MOSELEY, FORMER REMINGTON MAN, OPENS 


7 OWN TYPEWRITER STORE IN SPRINGFIELD, MO. 
H. C. Moseley, who was connected with the Reming- 
ton Company and Remington Rand Inc., for 20 years, 


most of the time as manager of that company’s branch 


confused! 


The Invincible 100 
isa PLASTIC Platen 


Until recently, all typewriter platens were made 
of rubber compound. But our current war 
has again prodded progress and now we have a 
better platen. the Invincible 100: made not of 


rubber but of a new plastic! 


Of course, some folks scoffed at first. but they 
now admit that the plastic platen’s qualities of 
non-hardening regardless of climatic conditions, 
imperviousness to oils and solvents. increased 
ribbon wear and standard density for multiple 
copy requirements (qualities never found in 
rubber but now embodied in the Invincible 
100) have put the rubber platen on the museum 


shelf. 


If you haven’t tried an Invincible 100 Platen, 


order some today and let your customers judge 


how far we have progressed. 











The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 


writer parts! 





AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 





















H. C. MOSELEY 


in Springfield, Mo., is now in business for himself, 
operating as Moseley Typewriter & Office Equipment 
Company. The location is 217 East McDaniel Street, 
Springfield, Mo. 

Mr. Moseley has as comprehensive stock of station- 
ery and small office supplies as it is possible to obtain 
in the midst of present wartime restrictions. Sales of 
office furniture and heavy equipment are handled by 
catalog. 

Typewriter sales and service constitute an important 
part of the business and, while Remington typewriters 
and adding machines come in for primary promotion, 
service is offered on all makes of typewriters. 

In charge of the service department is Kenneth N. 
Edge, who has two mechanics under him. Mr. Edge 
is also a former Remington Rand employee. Parti- 


MOSELEY 


TYPE WHITER ~co q 


\MOSELEY 





NEW MOSELEY OFFICE MACHINE STORE 
RECENTLY OPENED IN SPRINGFIELD, MO. 


tioned off in the rear of the store, the service depart- 
ment is well and modernly equipped to give thorough 
and efficient service. 

Mr. Moseley began his career with Remington in 
1922, working with E. A. Bulger, then manager for 
Remington in Springfield. Three years later he suc- 
ceeded Mr. Bulger and served as manager for 17 years 
in Springfield, except during 1928, when he was man- 
ager of the Little Rock branch. From 1929 to 1933 
his office served both the Springfield territory and the 
Fort Smith, Ark., territory —EVH 


MAY TO EXHIBIT AT STATIONERS CONVENTION 

The J. L. May Company, 111 West 19th Street, New 
York, N. Y., has announced that it will display the 
Maco line of tags, labels and stationers’ specialties at 
the Customer’s Club in the Hotel Biltmore at the 
Wholesale Stationers Convention on February 28 and 
29 and March 1. Friends of the company are requested 
to visit the display during the three-day meeting. 
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« 
TYPEWRITER 
RIBBONS 


IN this fully equipped laboratory, 


all material used in the making of 
Red Feather Stencils and Dupli- 
cating Supplies, is analyzed. 
tested, tried and passed before 
being used. Here, long, careful 


and thorough quality-improving 


research is constantly conducted. 


A LABORATORY 
THAT HELPS YOU SELL 
RED FEATHER STENCILS 





The accurate compounding of for- 
mulas by skilled technicians and 
experienced chemists are a safe- 
guard and guarantee that the high 
standard of Red Feather Products 
will always be maintained, thus 
insuring Customer Satisfaction 


and Repeat Business. 


Red Feather Products offer a complete and _profit- 


able line of Duplicating Supplies, packaged to sell. 


WRITE TODAY FOR NEW ILLUSTRATED CATALOG 


Redwood City 
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RECORD CARD FILING — USE 


DERMA-BILT 


THE STA-TITE COMPRESSOR 


The Sta-Tite Compressor is positive in 
operation and will hold cards in file 
even if drawer is inverted. Is only 
es) thick and removable without the 


use of tools. 


PERMA-BILT Files were designed to facilitate the work 
of the folks who use them. By making it as easy as pos- 
sible to post, file and find record cards the efficiency of 
office routine is stepped up. The drawers are all indi- 
vidual and not too heavy to carry between desks and the 
cabinet. PERMA-BILT Filing Equipment is constructed of 
tempered Masonite over wood frames. The cabinets are 
standard size, 37!/,” wide by 24!/,” deep and we can 
supply any combination of standard sized drawers. 


IMPORTANT 
FEATURES 


a 


NEW STA-TITE 
COMPRESSOR 


SECTIONAL 
INTERLOCKING UNITS 


MADE OF 
SELECTED HARDWOOD 
* 


FINISHED IN 
STANDARD OFFICE 
GREEN 


WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING ” CLEVELAND 15, OHIO 


DERMA-BILT 
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NEW ENGLAND TRAVELERS NOTES 


At one of the best-attended meetings of record, 
38 members and guests of the New Fngland Travelers 
Club gathered at the Hotel Gardner, Boston, Mass., 
on Monday, December 27, at 12:30 p.m. After a fine 
luncheon President Dwyer called the annual meeting 


to order at 1:45 p.m. In his annual report he men- 
tioned particularly the fine work and consistent effort 
of his committees during his term in office. The 
report was accepted without a dissenting vote. The 
reports of Secretary-Treasurer Jim Armington, Chair- 
man Court Worth of the golf committee, Chairman 


' George Hutchinson of the entertainment committee, 


and Auditor Mal Dresser, confirming the treasurer’s 
report, were read and accepted. 

President Dwyer read excerpts from letters from 
several of the members in the service expressing 
appreciation for the Christmas packages sent them. 
New members voted in without dissenting vote at the 
meeting included William O. Needham, W. A. Sheaffer 


| Pen Co.; Raymond P. Vincent, E. Faber Pencil Co.; 


James E. Johnson, Security Steel Equipment Co.; 
George W. Beale, The Carter’s Ink Co.; and Samuel 
Challis, manufacturers’ representative. 

The nominating committee’s slate of officers for 


| 1944, voted in on a single ballot, without change or 


dissent, was as follows: 
President, Osman F. C. Giddy; first vice-president 
and editor of Netclub News, George K. Slater; second 


| vice-president, A. B. Coelln; secretary-treasurer, J. R. 


Armington; auditor, Malcolm Dresser. 

Serving on the executive committee for two years 
are John B. Dwyer, Walter P. Nichols and George B. 
Samuel; for one year, Edgar H. Knapp, Charles F. 
Crowley, James P. Inman, Albert B. Coelln and Harry 
Tehan, Jr. 

* * * 

James C. Fringelin, 365 High Street, Holyoke, Mass., 
suffered a complete loss of stock, fixtures and build- 
ing by fire recently. No immediate plans for the 
future have been developed. 

* * * 

Member Bill Driscoll had a bad fall recently, result- 
ing in a broken pelvis. He is at the Faulkner Hospi- 
tal, 1153 Center Street, Jamaica Plan, Mass. NETCLUB 
sends deep regrets to Bill and is cheered by reports 
that he is improving rapidly. 

a * ca 

Larry Benze, for years a Bridgeport, Conn., sta- 
tioner, retired recently to take a trip to California. 
True to industry traditions, he is back with us, as 
outside salesman for J. S. Matthews Company, also 
of Bridgeport. 

* ok 1K 

Paddock Press, Boston, Mass., due to a steady growth 
in the industry, has purchased a five-story building 
at 130 Broad Street, Boston, and expects to move into 
the new quarters in March. 

(The above news items are from the January num- 
ber of the New England Travelers Club News.) 


——— —_—. 


FORMER HALIFAX OFFICE OUTFITTER AND WIFE 
PROMOTED BY CANADIAN NAVAL RESERVE 
Promotions in the Canadian naval service came 

simultaneously to P. B. Cross and his wife, Mrs. Evelyn 

Cross, of Halifax, N. S., the former a partner in the 

firm of Seaman & Cross, office appliance dealers and 

distributors of Halifax. He has been advanced from 


| commander to captain in the Canadian naval reserve, 


and his wife has been promoted to lieutenant. He has 


| been on active duty with the Canadian navy since the 
| start of the war and has been commanding several 


war vessels as well as having been on shore duty as an 
executive. His wife joined the Naval Wrens about two 
years ago. Captain Cross was an office equipment 
dealer in St. John, N. B., before locating in Halifax 


| about five years before the war—WM 
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Pay Roll Systems 
Kopi-Spot Pay Checks 
Withholding Tax Systems 
Social Security Systems 
Ledger Forms 

Catalog Binders 

Ring Binders 

Storage Binders 

Post Binders 

Index Tabs 

Thong Binders 

Visible Binders 


Figure Facts 
Commercial Forms 
Columnar Forms 


Machine Bookkeeping 
Binders 


Loose-Leaf Specialties 














Loose 


Desks are piled high with work in accounting depart- 
ments today. But many of the chairs behind those desks 
are empty for the duration. Yet the flood of detail 
must be handled — the numerous reports prepared on 
schedule. 

To meet this situation, hundreds of busy war plants are 
simplifying and speeding up their work with improved 
Master-Craft Loose-Leaf Specialties — standardized 
merchandise such as Kopi-Spot Pay Checks and Pay Roll 
Records, with which four pay roll records can be 
made in one operation. 


Faced with this tremendous demand, Master-Craft 
dealers are taxing our production capacity. Thus few 
if any new dealerships can be established today. Never- 
theless, it will pay you to investigate the rich possibilities 
of the Master-Craft line for tomorrow's great post-war 


market. 


MASTER-CRAFT CORPORATION ® Kalamazoo, Mich. 


Division of The Shaw-Walker Co. 








Leaf Systems. 
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They Lead 
the Parade! 


DOPP-CRAFT 


Cases & Utility Kits 


Pioneers in national adver- 
tising and product im- 
provement in the leather 
goods industry, DOPP- 
CRAFT cases and DOPP-KIT are the famous 


favorites of the trade and the public alike. And 





they will continue to “lead the parade” after the 
war too, for post-war plans for new products- 
improved products—smart design and new con- 
veniences—bigger and better advertising, are all 
going forward unceasingly. DOPP-CRAFT will 
continue to maintain leadership for it will continue 


to merit that position. 


CHARLES DOPPELT & CO. 


Fine Leather Goods 


412 N. Orleans St. Chicago 10, Ill. 
Opposite Merchandise Mart 





NATIONALLY ADVERTISED SINCE 1937 
TIME °* HARPERS MAGAZINE 
ESQUIRE +» NEW YORKER 
MADEMOISELLE °* FORTUNE 
HARPERS BAZAAR + ATLANTIC 
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TEXAS NEWS NOTES 





B. C. Reber, Correspendent 





San Antonio stationers and business outfitters 
rounded out one of their best years in 1943, but the 
outlook for the current year is not so bright, according 
to a survey made among leading stationers. This is 
due to increased difficulty in getting merchandise 
coupled with a labor shortage. Numerous men who 
have been in key positions are already in the service, 
and others—married men holding responsible posi- 
tions—are expected to be in the service before the 
end of the first half of 1944. 

The increasing difficulty in getting merchandise, 
coupled with increased operating costs, is expected to 
present a real problem. As one stationer expressed it: 

“The past year was a little better than we antici- 
pated. We closed the year with a good sales record. 
The current year, however, does not look so good. We 
will place an order for several dozen of an article, 
and will be fortunate if we get a dozen. We have 
lost all of our young men to the service, and, according 
to the present outlook, we shall lose a half-dozen more. 
Many of these men have been key men, and it is 
placing a greater responsibility on those who are left. 
Consequently, the future does not look especially 
bright.” — 


At Maverick-Clarke, Curtis Birdwell of the stock- 
room has resigned to join the U. S. Navy and Frank 
Graham has been added to the sales staff of the 
business machine department. Mrs. Katherine Riggs 
has joined the personal stationery department, suc- 
ceeding Mrs. Margie Clark, who has joined her hus- 
band, on active duty in the Air Forces. Miss Georgia 
N. Towers of the business stationery department of 
this firm was signally honored recently when she was 
a guest artist on the monthly program of the Phil- 
harmonic Society. 

* * * 

The Navy personnel was boosted by the addition of 
another member of the stationery group of this city 
this month when Fletcher Rabb, salesman for The 
Clegg Company, signed up. 

* * a 

M. R. Allen, who operates the Central Typewriter 
Company and who acquired a small ranch recently, 
has increased his activities by the addition of eight 
brood sows and 44 little pigs. Ernest Rios has joined 
the staff of this firm as a mechanic’s helper. 

* * * 

It has often been stated that the value of a product 
depends upon the use to which it is put, and the 
business record of The Clegg Company of San Antonio, 
Tex., amply illustrates this point. Not only is this 
firm nationally known for its fine record as stationers 
and business equipment outfitters, but it has also 
established an excellent record for the fine quality 
of printing produced in its plant. 

On the walls of the space where printing is planned 
are four framed certificates of merit awarded by the 
Southern Master Printers Association for superior 
craftsmanship and, in addition, this firm has the only 
two cups awarded by the Advertising Association of 
Texas, representing outstanding achievement in work- 
manship, originality and master printing. 

The Clegg Company is headed by L. B. Clegg, leading 
San Antonio business man, and his son, W. C. Clegg, 
a past president of the NSA. 

* ~ * 

Preliminary plans are under way for the annual 
meeting of the Ninth District, NSA, to be held in Fort 
Worth, Tex., in March. This promises to be one of the 
most important meetings held within recent years 
since increased paper shortages, increased taxes; in- 
creased cost of doing business, and the difficulty in 
getting competent workers to take the places of those 
who are in the service are but a few of the many 
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standard for comparison . . . they’ve 


| IMPERIAL DESKS have always set a 
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he boasted that extra “eye appeal” that 


customers demand. No wonder Im- 
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ed book of the industry. This testimony 


perial’s dealer list reads like the blue 


is one of our richest awards. 
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producing desks that are worthy of the 
” name IMPERIAL. You can “count” 
os on IMPERIAL DESKS today . . . to- 


or 


] 
po morrow and Always. 


Ke 































































2 
* fe 
Gomme 


des! ompan y 
y EVANSVILLE 7, INDIANA 


4 OFFICE APPLIANCES, February, 1944 93 

























Wea Watt 


a plane he can fly- 


When he is an American, and his plane is 
the product of American genius and mechanical ingenuity, 
then there’s a hot time in store for the Axis. The chances 
are, too, that there will be Allen-made instruments 
aboard that plane. Instruments which are dependable 


under toughest conditions-——just like the business ma- 


chines which bear the R. C. Allen name. 


(RC. Cklon, 


+ MACHINES 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE.N. W., GRAND RAPIDS, MICH 
® 


Makers of World Renowned Business Machines 


10-Key Calculators + Portable and Standard Adding Machines +» Bookkeep- 
ing Machines + Cash Registers - Statement Machines + All-Purpose Office 





Machines, Electric or Hand Operated 







Rape yes 


TAKE GOOD CARE OF YOUR R. C. : 
Good business machines are precious, these days. That is why you 
should have yours serviced regularly by an R. C. Allen factory ex- 
pert. Get his name from your classified ‘phone directory or write us. 


THE R. C. ALLEN 3699 
Capacity $10,000,000 


A 4, f G Ne 9 Columns Direct Subtraction Hand Operated 

We Ow A fast and accurate adding machine incorpora 
ting such Allen safety factors as Visible Dials, 
Automatic Clear Signal and Red Print Sub- 
traction. This model may be purchased on 


WPB 1688 or government orders. 8 and 10 col- 
umn models, hand operated, are also available. 
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problems with which the retail stationer is confronted 
at this time. 

H. C. Parker, Jr., H. C. Parker, Inc., New Orleans, La., 
is Governor of the Ninth District. 


* * * 


H. M. Harrison, who formerly operated a store in 
South Bend, Ind., has opened a typewriter shop and 
office supply store in Del Rio, Tex. In addition to a 
regular line of stationery and business equipment, he 
will feature L. C. Smith-Corona typewriters and acces- 


sories. 
aie 


NEW “QUINK” FLOOR DISPLAY BOOSTS VOLUME 


The Parker Pen Company, Janesville, Wis., has re- 
cently made available to its distributors a new floor 
display unit reputed to “get the customers both com- 
ing and going.” Most effective when set up in a good 
traffic spot, the new unit, designed for all-angle dis- 
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NEW PARKER “QUINK” FLOOR DISPLAY 


play, holds eight dozen four-ounce bottles of “Quink”’ 
on either side—convenient to see and easy to reach. 

The sturdy circular unit is 25 inches in diameter and 
38 inches high, with the outer shell finished in light 
gray with black lettering. The center display has a light 
yellow background with the message printed in black. 
A guide for arranging a 16-dozen “Quink”’ assortment 
in the display is printed on the bottom of the ink bin, 
making possible a quick and easy arrangement of 
“Quink” by the retailer. The display is included with 
each 16-dozen No. 928 “Quink” assortment. 

Further details of the offer may be obtained from 
the nearest Parker representative or by writing directly 
to the company at the above address. 

———- 
SANDERS AND ROYER PARTNERS IN NEW STORE 


The establishment of a new office equipment firm, 
Standard Office Equipment Company, 401 South 
Jennings, Ft. Worth 4, Texas, was recently announced 
by A. H. Sanders and H. R. Royer, partners in the 
enterprise. Both of these men have been with a local 
concern for the past 20 years as salesmen for all types 
of office equipment. The new organization will be dis- 
tributors for well-known lines of safes and office 
equipment in the Fort Worth area. 

1944 
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Bassick ‘“‘Diamond-Arrow”’ office chair casters are 
available for essential replacement and repair purposes. 

Your customers who are engaged in essential business 
can secure and apply priority ratings which will bring 
you profitable caster orders. Remind them that broken- 
down and worn casters not only interfere with office 
efficiency, but also ruin floors. 

Be sure that those customers are furnished with” 
Bassick ‘‘Diamond-Arrow”’ the full-floating, ball- 
bearing swivel casters that are the largest-selling quality- 
type casters for office furniture. 
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MAKING MORE KINDS OF CASTERS 
.. - MAKING CASTERS DO MORE 





Chicag s 


THE BASSICK COMPANY, Bridgeport 2, Connecticut 


n of Stewart-Warner Corp 


Canadian Fact ry stew 


rt-Warner-Alemite Corp. of Canada, Lt 
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Zaye Seen and Heard 


in Southern California 


By J. Edward Tuff 
1719 Fremont Ave., South Pasadena 


Civilian Business Picking Up.—From a number of 
sources the word this month in southern California 
has been that civilian business is gradually picking 
up. For instance, one dealer states that returning 
soldiers in several instances have gone into business 
and bought office furniture. The belief seems to be 
that this kind of thing will increase, not decrease, as 
more and more men for one reason or another return 


| home from the service. Of course, there are reasons 


other than this for the increase in civilian business, 
but this fact might not readily come to mind without 
attention being called to it. 

* * * 

Tentative Plans for Regional Meeting.—Blake Lock- 
ard, secretary of the Stationers Association of South- 
ern California, states that tentative plans are being 
made for the regional meeting of the National 
Stationers Association. This meeting is scheduled for 
April 11 and will be a one-day event. Charley Garvin, 
secretary of the national association, and others from 
the East will be in attendance. Los Angeles will prob- 
ably be the place of meeting. 


% * * 


Lyles Now in Army.—H. C. Lyles, southern California 
representative of the Bates Manufacturing Company, 
was recently inducted into the United States Army. 
Mr. Lyles took his family east where they expect to 
remain for the duration. Mr. Lyles himself returned 


| and entered the ranks at Fort MacArthur for training. 


WITH BETTER FILING 
CHIEF WABASH is on the warpath. He 


says, let's "file" the tails off those Jap 
zeros by selling more and better filing sys- 
tems and supplies to munitions producers 


everywhere. There's a Wabash System or 


Supply for every filing need. It's the line 
sold only by dealers. 

WABASH FILING SUPPLIES, INC. 
WABASH, INDIANA 
Ask for free Sales Manual 


WABASH FILING SUPPLIES, INC 
145 E. Water St., Wabash, Ind. 


Please send me your new "ABC 
of Filing" with more details on 
the Wabash Line . . . and sales 
franchise, if it's still open. 


Name 


Address 
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Peirce Injured in Auto.—T. F. Peirce, owner and 
manager of the Pacific Desk Company, 1031 South Hill 
Street, Los Angeles, met with an automobile accident 
December 13 while driving on a rainy day on Wilshire 
Boulevard. The car in which Mr. Peirce was riding 
was almost a total wreck. He was under a physician’s 
care for two weeks, but at this writing has recovered 
sufficiently to be at the store part time. Mr. Peirce 
returned from an extended trip east on December 11. 

a x a 

La Tourette Visits Los Angeles.—E. W. La Tourette, 
Chicago branch manager for Underwood Elliott Fisher, 
accompanied by his wife, spent the holidays in Los 
Angeles at the home of his daughter. Mr. La Tourette 
renewed old acquaintances, among them being J. A. 
Johnson, Los Angeles branch manager. 

oh + * 

Milne in Hospital—John K. Milne, salesman for the 
adding machine division of Underwood Elliott Fisher, 
has been released from the Good Samaritan Hospital, 


| Los Angeles, where he underwent an operation. Mr. 


—$—<_ 


Milne is now doing nicely and expects to be on the 
job again soon. 


ae # a 


Detroit Man Moves to Los Angeles.—Frank P. Gill, 
formerly of Detroit, Mich., has recently joined the 
sales force in the accounting machine division of 
Underwood Elliott Fisher. Mr. Gill says he is so 
pleased with the West that he has moved his family 
to the Coast and announces himself as settled for life. 
Mr. Gill was in the same type of work in Detroit. 

* * * 


Needs Executive Office Furniture—A. W. Willis, 
manager of the Atlas Desk and Safe Company, 835 
South Spring Street, Los Angeles, says he is greatly 
in need of executive office furniture of all types. He 
finds business is better than it ever has been previously 
and that the number of new customers coming to the 
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s, VISION FOLDER No. 2085P VISION INDEX 
it 
; - y, = 6g? 
% i No. 3026 
t= cach ‘ Contains 26 5x3” record pockets— 
\- These visible card index with protected visible margins. Hori- 
2 folders are compact, handy zontally ruled cards are filed in both 
a] record units for use in desk the front and back of each — 
é é oad ian 
1 wers. The those in front being visibly in 
od of Setter Die drawers y A to Z and also 1 to 31. Since there 
n, are strong and durable— are twenty-six pockets, numbers on 
mn made of heavy genuine every fifth card are doubled up. 
)- press-board. Contains 20 Supplied with five No. 20-T-S Red 
8x5” protected record pock- Signals (those with the inverted 
ip eta aa : aye “U”’), which purchaser will use to 
| ets, 14” visibility. Size, 1134 suit his own purposes. 
a wide by 10 high over-all, The unit is attractively bound in 
y, including celluloid insert- green imitation leather (while stocks 
y. able tab for 4” wide indexing of this material are available). We 
0) label. A sheet of labels sup- are not suggesting any particular 
d plied with each folder. There are literally hundreds of important ene Na for this — because obvi- 
o, uses for this inexpensive, quick reference, ously it has many time-saving, valu- 
convenient to carry, easy to index and file able uses. Sold complete, ready for use. 
VISION Pocket Folder. 
d LIST (Zone 1) $22.00 per doz. LIST (All zones) $24.00 per doz. 
ll 
it 
‘e y y ™ YY ™ Yr “oN 
. VISION POCKET BOOKS 
’ 
s A VISION Card Book may be used for maintaining a complete - oe - - 
d record in itself or an individual sectional unit—of an extensive system V 1 ts ION I N DE x 
e comprising many thousands of record cards. Where the VISION im 
: Books are used for large record installations, the user will find it N 0. Ol 
1. convenient to house the books in Racks, or in Card Book Cabinets 
which may be used side by side or stacked in tiers... 
2 LIST (ZONE 1) Contains 31 6x4” record pockets. The 
7 (Complete with record pockets) pockets are filled, front and back, 
, with horizontally ruled cards; those 
S Pe P ' ; im the front are indexed 1 to 31, also 
e ize apacity | Book No. Price i 
2 128 620-vP | $12.05 A to Z. However, if the purchasers 
\. 8x5 120 820-VP 13.10 do not wish to use this particular 
8x6 112  |8620-VP 13.10 index they can turn the cards over 
a and index to suit their own require- 
| y | ‘ 
, All 20%” in length a ments. (The record cards have a \" 
| <F typewriter apron.) With each unit, 
, ms 6 No. 20-T Red Signals are included 
l, rt for such use as the purchaser may 
De cy determine. 
e oS The binding is brown imitation 
oy leather (while stocks of this material 
a are available). The unit is ideal for 
l, records with a small number of cards; 
e it has many time-saving uses. Often- 
f times the small records are extremely 
O GENUINE LEATHER (steerhide) BACK important. 
AND CORNERS « WON'T SCRATCH 
y OR MAR DESKS « COMPACT LIST (All zones) $33.00 per doz. 
2. PORTABLE ¢ LIGHTWEIGHT « 
DURABLE « INEXPENSIVE 
3, 
9) 
ACME VISIBLE RECORDS, INC 
e gg * 
y 
e 122 SOUTH MICHIGAN AVENUE «+ CHICAGO 3, ILLINOIS 
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Behind our weapons of war are countless billions of records, the Avignatio . cg DivigomPany °” 
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library and a history, a constant reference source for comparison Genena?2!/dwin ed Stee) Cuick ts Co. 
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largest production job the world has ever known. They are the Sing Hecig ance Piatt! gc — 
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GUS PAT OFF 


STORAGE BOXES 





For Economical Record Storage Filing — The National Standard for Over 25 Years 


BANKERS BOX COMPANY...CHICAGO 5, ILLINOIS 
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store is indicative of the fact that there is a consider- 
able expansion going on in the business world. 
* x * 

Schacker Back at Work.—Harry R. Schacker, owner 
of the Atlas Desk and Safe Company, is back at work 
after having undergone a serious operation. For the 
present, however, he is confining his efforts wholly 
to supervisory activities. 

ok * o* 

Demand for Professional Office Furniture.—H. A. 
Jonas, proprietor of the National Office Furniture 
Company, 218 South Spring Street, Los Angeles, is 
finding a keen demand right now for professional 
office furniture. This naturally creates a demand for 
leather, but this material is, of course, very hard to 
get. Mr. Jonas reports that there is a demand also 
for filing devices of all kinds, and this demand is 
coming from both private and industrial sources. 

* * * 

Pierce Takes Jones’ Place.—Ellsworth Pierce, form- 
erly connected with the printing department of the 
Schwabacher-Frey Company, has taken the place of 
Wallace Jones as manager of the P. M. department. 
Mr. Pierce is a long-time employee of the company. 
Mr. Jones left about January 7 for Fort MacArthur, 
where he was inducted into Army service. 


* * * 


Richard Dorn in Italy.—Richard Dorn, son of How- 
ard L. Dorn of Keenan and Dorn, 1194 East Colorado 
Street, Pasadena, who spent Christmas in southern 
Italy, writes his father that he felt quite at home in 
that area for the weather there, like southern Cali- 
fornia weather, was “unusual,” and since the fruits 
were similar to those raised in his home county he 
felt very much at home. 

Miss Hazel Hagerty, formerly of Keenan and Dorn, 
who recently joined the WAC’s, is now stationed at 
Great Falls, Mont., and has been promoted to the 
rank of sergeant. 

* * * 

E. L. Hoffman Dies.—E. L. Hoffman, district agent 
for The Marchant Calculating Machine Company, 
Inc., in Los Angeles, died December 13. Mr. Hoffman 
had been ill for some time. He leaves his widow and 
one son. The son, David M. Hoffman, is an attorney 
for OPA in Los Angeles. 

H. W. Stahr, who has been with Mr. Hoffman for 
the last ten years, is acting as temporary office man- 
ager for the company. A new manager will be ap- 
pointed about March 1. 

Mr. Hoffman had been district manager in Los 
Angeles for ten years. 


*” * * 


Edward Cords Now in Air Corps.—Edward Cords, 
one of the leading Remington Rand salesmen in Los 
Angeles, has joined the Army Air Forces, and has been 
sent to Denver, Colo., for basic training. 

Frank Mills, another salesman for this company, 
has been given an honorable discharge from the Army 
and has returned to Los Angeles where he is again 
acting as salesman. 

Fletcher Swan, formerly with the Grimes Stassforth 
Stationery Company, has also joined the sales force of 
Remington Rand. 

Gordon Walker, son of D. C. Walker, manager of the 
Los Angeles Remington Rand branch, was recently 
graduated as a second lieutenant at Fort Benning, 
Ga., and has now been transferred to the Santa Ana 
Air Force classification center where he will remain 
for about nine weeks. He will then be sent elsewhere 
for more advanced training. Young Mr. Walker’s ambi- 
tion is to fly a bomber, according to his father. 

Two other Remington Rand men who have made 
good in the service are Captain Ralph Winterrode and 
Major George Boyd. Captain Winterrode, who is with 
the Quartermaster Corps, Memphis, Tenn., recently 
was sent to the west coast on an official assignment. 
Major Boyd, also with the Quartermaster Corps in 
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DEALERS! 


Attractive 
Discounts 


The “TOLEDO” Tool Table, a valuable 
adjunct these turbulent days, is in great 
demand by plants with War Contracts. De- 
signed specifically to meet the requirements 
of all manufacturing concerns, large and 
small. 

These tables are put to so many “time- 
saving” uses that they are real Economy 
Features in any factory. 

Made of special, tough steel they will with- 
stand rough usage, averting loss of valuable 
time making repairs. 

Stock styles are portable or stationary, 
with 2 trays or 3 trays, with or without 
drawer. 

Orders are easy to get if you contact the 
proper parties. They will furnish the neces- 


sary (AA-5 or better) priority certificates. 





No. 9460 with 3 trays 


Drawer is extra , 
g 


The “TOLEDO” Tool Table 
An UHL STEEL Product 


Manufactured by 


The Toledo Metal Furniture Co. 
Dept. B-6 1100-1200 Hastings St. 
Toledo 7, Ohio 
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“ALL THE QUALITY THE MONEY WILL BUY”! 
J S.STAEOTLER, ENG 


53-SS WORTH STREET 
NEW YORK,N.Y. 
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Washington, D. C., accompanied Captain Winterrode. 

A recent letter from Lieutenant Lloyd Carson, also 
formerly with Remington Rand, and who is now 
somewhere in the South Pacific, says that he wants 
to hear from the boys. Lieutenant Carson’s letters 
are always interesting, the Remington Rand crowd 
reports, in spite of the obvious fact that no details or 
information can be given in a letter home. 

* * * 

Kline Returns to UEF.—Kenneth E. Kline, who at 
the time of the “freeze” went into defense work. has 
now returned to the employ of Underwood Elliott 
Fisher. Mr. Kline was formerly a city typewriter sales- 
man in Los Angeles and also at one time was in 
charge of the Long Beach and Hollywood offices. He 
is now connected with the adding machine division. 

* * * 

Civilian Sales Boosted by Discharged Soldiers Enter- 
ing Business.—The proprietor of the Gold Desk and 
Safe Company, 957 South Main Street, Los Angeles, 
states that returning soldiers who apparently are going 
into businesses in considerable number—more than 
likely the kinds of businesses in which they were en- 
gaged before going into the service—are responsible 
for a keen demand for office furniture by civilians. 

* * * 

Aldine Doubling Space.—The Aldine Printing and 
Office Supply Company, 232 South Spring Street, Los 
Angeles, will have a total of 9,600 square feet of floor 
space when an enlargement program in process at this 
writing is completed. The firm will occupy during the 
whole year a storeroom next door which has been 
used previously only during the holiday season. A 
partition wall will be taken out. The frontage on 
Spring Street will be 40 feet with ample window space 
for display. 

* * * 

Feinstein Is Editor.—Gilbert Feinstein, one of the 
brothers connected with this company, has recently 
been named associate editor of The Grenade, camp 
newspaper at Camp White, Medford, Ore. Mr. Fein- 
stein has been in the army since March, 1942, and 
was fortunate in being granted a furlough so that he 
could spend two weeks at home during the holiday 
season. 

Leon Feinstein, another brother, has been given 
honorable discharge from the Army after six months 
of service and has returned to his work with the 
Aldine company. He had been at Camp Adair near 
Albany, Ore. A third brother, Herbert, who was in 
the Army Air Forces, received a serious back injury 
while in the service. He has also been given an hon- 
orable discharge and is back in the office. 

ee 
CHANGES IN AIGNER SALES SETUP 

R. L. Smith, representative of the G. J. Aigner 
Company on the Pacific Coast, has added the states of 
Idaho, Colorado, Wyoming, Montana and Utah to his 
territory. Because of this expansion in area to be 
covered Mr. Smith has engaged the services of Jerry 
W. Turrell, Montrose, Calif., as an assistant. Mr. Tur- 
rell will cover the southern states in the enlarged 
territory. 

As Verle Lee is now in military service Elmer 
Krumwiede is going to pinch hit for him in calling 
on dealers in North and South Dakota, Nebraska, 
Iowa, Kansas, Missouri, Oklahoma, Minnesota, Wis- 
consin, Illinois, Indiana, Michigan and Louisville, Ken- 
tucky. This will necessitate Mr. Krumwiede spending 
most of his time on the road doing sales work. 

x odin 
REINKE TO HANDLE KIL-KLATTER IN MIDWEST 


The American Hair and Felt Company, 222 North 
Bank Drive, Chicago 54, Ill., has announced the ap- 
pointment of Harold P. Reinke and Associates, 2140 
North 77th Avenue, Elmwood Park 35, Ill., as its new 
sales representative for Kil-Klatter typewriter pads 
in the Middle West territory. 
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ASE AURORA 7000 LINE 
» | For the Office of “Tomorrow” 





Successful dealers in all parts of the country remember the 
é outstanding sales records they made with A-S-E office equip- 


ment. Those A-S-E records are going to be repeated again 





“tomorrow.” 


is They will be made with the 7000 line of A-S-E Aurora 
: ASE CABINETS 


Files because of high value—better design—better construc- 
tion—and more sales-building features. A-S-E Aurora Storage Cabinets, too, 


will be ready for aggressive dealers 
or In fact a// of the elements that assure faster turnover and : 85 . 
ig who want to make up for lost time— 


a, bigger profits will be in the 7000 line of “tomorrow.” War who want to develop big repeat 


work comes first at A-S-E, but the 7000 line will be “ready to pusiness. based on consumer satis- 


8 go” just as soon as Uncle Sam turns on the green light. faction. 


)- 
0 


ALL-STEEL-EQUIP CO. inc. 


Is 602 JOHN STREET ° AURORA, ILLINOIS 
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NATIONAL EXECUTIVE DESK 
No. 6612S—66"x36” 


OR several years our facilities 
have been concentrated on the 
production of desks particularly 


designed for war work. 


Now we recall again to your mind 
the type of executive desk which 
made ''National"’ a name synony- 
mous with everything fine in an office 


furniture : 


This popular period design No. 
6612S naturally and sincerely re- 
flects dignity—that intangible qual- 
ity so essential to the conduct of 


sound business relations. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 


MANUFACTURERS OF FINE OFFICE FURNITURE 
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NEWS NOTES FROM DISTRICT NO. 8 
Gene Mitchell, Correspondent 





Governor Leonard Wilcox, of the 8th Region, met 
with the officers and recent past-presidents of the 
Midwest Travelers Club and the members of the City 
Convention Committee on January 22, at the Muehle- 
bach Hotel, Kansas City. The purpose of this meeting 
was to formulate the program of business and enter- 
tainment to be followed at the coming Regional meet- 
ing, March 31 and April 1. 

oe * a 

The Travelers Club committees for the 1944 Regional 
meeting have been announced as follows: 

General Chairman: E. J. Mitchell, acting president. 

Entertainment: A. R. Waterbury, Carter’s Ink Co., 
chairman; M. A. Dillon, Associated Stationers Supply 
Co.; Lyle Turner, W. A. Sheaffer Pen Co.; S. L. Griebel, 
Yawman and Erbe Manufacturing Co.; George Tynan, 
F. S. Webster Co.; Hy Linden, Ace Fastener Corp.; 
Bill Pickering, Eberhard Faber Pencil Co. 

Reception and Program: Dan Consodine, Richard 
Best Pencil Co., chairman; E. J. C. Hick, Art Metal 
Construction Co.; Harry Short, manufacturers’ repre- 
sentative; Glenn Evans, Columbia Ribbon and Carbon 
Co.; Robert C. Bauer, National Blank Book Co.; J. Herb 
Johnson, Wilson Jones Co.; Maurice Mann, Sanford 
Ink Co. 

House of Friendship: W. B. Bohart, Eberhard Faber 
Pencil Co., chairman; W. G. Lashbrook, Esterbrook 
Pen Co.; George Wilkerson, manufacturers’ repre- 
sentative; A. J. Nordstrom, Smead Manufacturing Co.; 
L. C. Goodhand, Oxford Filing Supply Co.; Izzy Voda, 
Wallace Pencil Co.; V. E. Peterson, Dennison Manu- 
facturing Co. 

Ladies Entertainment: Mrs. A. R. Waterbury, chair- 
man, and Mesdames D. A. MacDougall, R. C. Moore, 
A. F. Sengbusch, E. J. Mitchell, Jack Ellis, W. B. Bohart, 
Lyle Turner, W. G. Lashbrook, V. E. Peterson, Dan 
Consodine. 

Finance Committee: The club officers. 

* * ca 

George Wilkerson, manufacturers’ representative of 
Springfield, Mo., spent a few days in St. Louis in 
January, enroute east on business. 

* » * 

Charles Hick, Art Metal representative, was seen 
paying for a dealer’s lunch in St. Louis in January, 
and is about to be called before the grievance com- 
mittee for such actions. 

+ * * 

Uncle Sam has called two more of Kansas City’s 
able representatives to report to Ft. Leavenworth late 
in January, namely: Claude F. Myers, Jr., of Myers 
Office Furniture Company, and Don Brown, recently 
of Latsch Brothers, of Lincoln, Nebr., and of Schooley 
Printing and Stationery Company, Kansas City, Mo. 

* * * 


Seaman 2/c Ray L. Zehr, formerly of Jacquin and 
Company, Peoria, Ill., is now stationed at the Coast 
Guard Barracks, 15th and Locust streets, St. Louis. 
Ray suffered a broken ankle several months ago, while 
on duty on a Coast Guard barge on the Ohio River 
and was confined at the Marine Hospital, St. Louis, 
for several weeks. He is still unable to be on active 
duty. 

* * * 

Gerry Manning, Joplin Printing Co., Joplin, Mo., is 
reported ailing from a skin infection and has been 
away from his desk for several weeks. 

x x * 

Many of the dealers and travelers may remember 
Miss Ruth Forest, former receptionist at Schooley’s, 
Kansas City, Mo. Miss Forest slipped on the ice in 
December, while visiting at the home of her mother 
in Salisbury, Mo., and fractured a leg in two places. 
She is confined to her mother’s home and will appre- 
ciate notes from her old friends in the industry while 
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Scene: Boss's office. 


Subject: How to publicize to Dealers the superiority of IMPERIAL 


BOSS: Got any ideas? 








AD MAN: And how! Let's give ‘em that Emerson stuff—''lf you build 
a better mousetrap or a better sheet of Hecto Carbon, though 
your house is in the woods, the world will beat a path to 
your door!” 





BOSS: Slightly corny—besides we're not in 
the woods. 





AD MAN: (Sketching briskly) Suppose we give 'em a wriggling torso. 
Feminine curves always go big with red-blooded Stationers 
and Carbon Specialists. 

BOSS: You've got a single track mind. What has a pretty navel in 

common with IMPERIAL HECTO CARBON? 


AD MAN: Then how about a ‘stack of money? Let's appeal to their 
mercenary instincts. 


BOSS: The idea is good, but the approach is bad. 
AD MAN: Okay—what's your idea? 


BOSS: Just teil ‘em the truth—without folderol. Tell ‘em that we experimented and improved for 4 solid years 
to produce a better hecto carbon. How 
important Buyers gave it the ‘blindfold 

m Sia test'’, so to speak. They didn't know 
e what hecto they were testing or who 


made it. Tell ‘em how enthusiastic 














a we : everybody is and how IMPERIAL HECTO 
Ys a 1 e ah —because it’s the best value on the 
market—is finding its way into more and 
&S more business houses, banks, insurance 
3 : heciaae raphy | \ offices and Government agencies. 
- she AD MAN: And how more and more 
ee CLE, Dealers are joining forces with us—be- 
C12 CAA AZ @\ cause we are a big, friendly house that 
plays the game their way—with no 
secret behind-your-back deals. 
BOSS: You're getting the idea. And 
be sure to tell them to write in for 
samples and prices because important 
territories are still open for exclusive 
representation. 
AD MAN: And that IMPERIAL HECTO 
comes in medium and intense grades, 
with a long-distance sheet good for more 
than 500 clean copies. 


MR. DEALER: Won't you write the next act in this 
play? Call your Secretary and start dictating, to wit: 
‘Tell me more about IMPERIAL HECTO, etc., etc." 












CENERAL OFFICE AND FACTORY 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manulocturers with the dealers’ viewpoint 
DETROIT, 37 Linden St., River Rouge, Mich. . CHICAGO, 179 W. Washington Street 
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Sheboygan Chair Company 
has given you its pledge that 
the traditional quality of 
its chairs would always be 
strictly upheld. This fact is 
confirmed by those who 


supply our materials. 


@ THE CONNOR LUMBER AND LAND CO. writes: “*..... We wish 
to state that all the lumber furnished the Sheboygan Chair 
Company is produced from our logs taken from some of the 
finest Virgin Hardwood Timber grown on the North American 
Continent.” 


@ PETER COOPER CORPORATIONS write: ““..... The glue you are 
now using is our ‘AA’ Extra grade, represents our first-run pro- 
duction and is the best glue commercially obtainable.” 


@ SHEBOYGAN PAINT COMPANY writes: “..... The lacquers we 
furnish you are of the highest quality it is possible to make. 
We use nothing but normal Ester Solvents and the highest 
grade, most approved reinforcing gums.” 


@ A chair is only as strong as the wood from which it is made, 
the glue that holds it together, and the quality of its finish. 
Designing skill, experience, facilities and the best of materials, 
PLUS the determination to build only good chairs won a 
reputation for Sheboygan Chair Company which has stood for 
seventy-six years...and it shall not weaken now. 











SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868— 
for homes, offices, schools and institutions. 


SHEBOYGAN, WISCONSIN 
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trying to keep smiling. Just address her “Salisbury, 
Mo.” 
x x * 


George Ohland, the Metal Office Furniture repre- 
sentative with nine lives, spent a couple of weeks in 
a Grand Rapids, Mich., hospital in December, having 
some of his old wounds retouched. He reports that he 
is surgically spick-and-span again since having been 
cultivated, harrowed, dragged and planted. His doctor 
prescribed regular exercise for him, which he says he 
is getting by winding his watch. 

* cd * 

Matt Dillon, Associated Stationers Supply Company, 
is back on the road and recently called in Sioux City, 
Omaha, Lincoln and Kansas City, where he seemed 
to be welcomed with orders. What could be better? 

* * x 

Stratton Terstegge of Binney & Smith Company, is 
on the jump again, following a brief vacation at home 
during the holidays. He is making his usual circle 
trip through this territory and will wind up in Chi- 
cago about February 15 for the National School Serv- 
ice Institute convention at the Palmer House. 

* * * 

From the Midwest Travelers to Fred Schaefer: 
OUR MOST SINCERE AND HEARTY CONGRATULA- 
TIONS on his recent election to the vice-presidency 
of the Sanford Ink Company. Fred is known through- 
out the trade as a very sincere, conscientious salesman 
of great ability and the Sanford company has shown 
their appreciation of the value of such a man to their 
organization, which only further proves that you can’t 
hold a good man down. 

* * * 

One of the most popular buyers of stationery and 
kindred items in St. Louis, is Louis Fuerst of Butler 
Brothers. Mr. and Mrs. Fuerst enjoyed a nice visit 





LT. LOUIS F. FUERST 


from their son, Bob, during the holidays. Bob is a 
private at Camp Seibert, Ala. Their older son, First 
Lieut. Louis F. Fuerst, of the U. S. Engineers, has 
been in foreign service for the past year. 

* of * 

Bill Bohart and Bill Pickering, both Eberhard Faber 
Pencil Company representatives in the 8th Region, 
have started their 1944 campaigns for business, fol- 
lowing a meeting of all the Faber men in Chicago in 
early January. 

* * 2 

Bill Lashbrook, Esterbrook Pen Company traveler 
in this region, is another who was off to an early 
start on the road. The Esterbrook company also held 
a sales meeting in Chicago in January, and—we hope 

-told all the boys they would have plenty of pens 
and pencils this year. 

at ” > 

I thank Joe Landes of Schooley’s for the following: 

The Kansas City Stationers Association held its first 
1944 meeting Saturday, January 8, with luncheon at 
the Muehlebach Hotel. Guests attending were Matt 
Dimmitt and Ray Kline of Wilson Jones Co.; Dan 
MacDougall of Stationers Loose Leaf Company; 
“Heine” Sengbush of Sengbush Self-Closing Inkstand 
Company; Lyle Turner of W. A. Sheaffer Pen Com- 
pany. Topics of the day pertaining to this industry 
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E believe that the success of the 
Wearever Zenith Pen is quite 
without precedent in the fountain 
pen industry. Hence this “thank-you” to 
all the friends who are making it possible. 
We are particularly gratified because we are 
putting every last measure of value into the 
Wearever Zenith, fashioning it under the 


strictest standards of precision manufacture. 
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Thanks, too, for your patience under the 
restrictions imposed by priorities and 
“service-men-first” policies. Even now we 
are making plans for after the war; plans 
which insure fresh triumphs for the Zenith, 
as well as for new products still to be an- 
nounced that will also bear the famous 
name of Wearever. David Kahn, Ine., 


North Bergen, N. J. — established 1896. 
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4 
UPHOLSTERED ARM-CHAIR 
@ Smart lines keyed to modern 
design 
@ Upholstered seat and back in e 
high grade leatherette ° 
@ Beautiful nail-head trim ° 
@ Colors: Tan, Red, Brown, Blue e 
@ Made of selected hardwood. 
Walnut finish “ 
@ Shipping weight 22 lbs. > 
IMMEDIATE DELIVERY 
No. 3629—$20.00 List 
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ARE CONVERTIBLE TO 
STEEL MECHANISM! 






° | 
@ No wonder Tilt and Swivel Chairs e' 
are still in great demand e | 

@® They’re built for Today’s needs > 
yet engineered for Tomorrow’s e ] 

requirements 

® When you buy these chairs, you T 
POSTURE receive merchandise that can be gi, 
. quickly converted to POST-WAR 14 
CHAIR needs “ae 


$26.70 List 


IMMEDIATE DELIVERY 





@ CHANGE-OVER REQUIRES| 9) 
ONLY 4 MINUTES Shi 
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FURNITURE Tk Ce 


COMPANY CHICAGOT 
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as promising as 44s; 









e Modern in design and construction 

e Built of fine hardwood 

e Check smoke glass shelves (3/16”) 
shaped to facilitate filing 

e Oak and walnut finish—other finishes 
may be had—prices on application 

e Shipped KD—packed 3 units to car- 


ey 
dong 
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~ 
¢ 
<= 
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< 
ny 


& 





ton—weight 14 Ibs. Letter Size No. 375— 
e Letter and Legal size—2 tier style $7.50 List 
only : Legal Size No. 425— 
IMMEDIATE DELIVERY $8.50 List 


¢ Ideal typewriter and utility table 
e Sturdy leg braces 
e Easy rolling casters 
e Two large leaves 
e Metal corner braces 
* Specifications * 

Top 20” x 16”’—13/16" thick; 2— 
814” leaves; 37” x 16” over all; 134” 
square legs; 214” apron; 2634” high 
over all. Oak, green, walnut finish. 
Shipped KD—4 to carton, weight 95, 

8. 


] Wage 410-12 SOUTH 
WHIIA FURNITURE MEELLS ST. 
COMPANY a oll cE) 


OFFICE APPLIANCES, February, 1944 107 


No. 3670—List Price, each $15.00 
IMMEDIATE DELIVERY 

























MAK-JR-OWN 
INDEX TABS 
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Code ‘VISIBLE 






Victor 
Sectional 


The 
“Build-up” 
Visible 





WOOD “ILES 











SECTIONAL VISIBLE 


VICTOR SECTIONAL 
VISIBLE RECORD EQUIPMENT 


Sell visible records over the counter in these build-up sections 
TAX COMPUTER which have all the fine features that appeal to prospective cus- 
tomers—’ Easy-shift’’ pockets, index information protected from 
soil for lifetime speed, signalling that is easy to operate and really 
practical, standard safe depth, low cost. Write for our display offer. 


For fast sales and attractive profits— 


Every Day, Every Month... Sell the Victor Line 
Sold only through dealers. 













FILING SUPPLIES 








THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 

















SORTERS *War casualty — will be supplied when steel is again available 





S INSULATED FILES TUBE PANELS 
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were discussed and, had time permitted, ways and 
means of ending this war, electing the next president 
of the United States and solving all labor troubles 
would have been solved. Joe says brother travelers 
are always welcome to attend these meetings and their 
presence is always welcome. Here is an opportunity 
for a good monthly meal, fellows! 
* . 

Mr. Landes reports the passing of two persons well 
known to most of the travelers and dealers of this 
Region—Mrs. Will Reuter, widow of the late and be- 
loved Will Reuter of Crowley-Reuter Stationery Com- 
pany, and Mr. Lloyd E. Best, manufacturer of rubber 
stamps and seals for the trade. 

Mrs. Reuter’s death was announced in a telegram 
to Mr. Bob Crowley on January 8 from Chicago, where 
Mrs. Reuter has been living with a sister since her 
husband’s death. Burial was in Chicago, and it is 
understood Mr. Reuter’s body will be moved from 
Kansas City to rest beside that of his wife. 

Mr. Best operated a store and manufacturing de- 
partment, at Ninth and Main streets, where he moved 
several years ago from his former location at 812 
Delaware Street, Kansas City. He was a pioneer in 
that business in Kansas City and supplied many items 
for the local and out-of-town stationers. It has been 
several years since he enjoyed good health, but 
throughout all this time he retained his cheerful dis- 
position and was in attendance at his business most 
of the time until recently. 

* * x 

From Cecil Jones, vice-president of Western Litho- 
graph Company, Wichita, Kans., comes news that 
Verne Palmer of Columbia Ribbon & Carbon Company, 
Herb Johnson of Wilson Jones Company and Bill 
Buhler of Sheaffer Pen fame were seen talking shop 
with the Wichita dealers in mid-January. 

Cecil says “We are expecting a bigger year in 744 
than in °43. It is our opinion that production in our 
area will continue on through this year at a faster 
tempo than in ’43.” That sounds mighty fine to the 
Travelers and surely each of them will soon be around 
for their share of that continued prosperity. 

* am * 

Brent Hughey of Duke Office Supply and Printing 
Company, Wichita, has been handling so many desks 
lately that he has broken a wrist, and it looks as if it 
will be some while before Brent will be able to use 
his injured arm. 

* * * 

Charlie Mauer and Chief Moore of Goldsmith Book 
and Stationery Company, Wichita, are seen in the 
purchasing departments of the local plants so often 
and regularly that some of their competitors wonder 
if they live there. No, they are just “on the job,” 
fellows, writing orders while things are “hot.” 

» * on 

Cecil Jones wishes Eddie Cooper of McMillan Book 
Company, Al Nordstrom of Smead Manufacturing 
Company, and George Wilkerson, manufacturers’ rep- 
resentative, to know that his charming wife, Mary, 
has finally found that “Lost Chord,” and will prove it 
on their next visit to Wichita. 


 o~—e 08 

CLAYSON NEW PRESIDENT OF EATON PAPER 

At a meeting of the board of directors held on Jan- 
uary 13, George P. Clayson, Jr., was elected president 
of the Eaton Paper Corporation, according to a later 
announcement issued by Colonel William H. Eaton, 
chairman of the board. The office of president had 
been vacant since the death of Horace W. Davis in 
Jamuary, 1942. 

The new head of the corporation had been vice- 
president since February, 1941. He first came to Eaton 
in 1934 as sales promotion manager, then successively 
occupied the posts of merchandise manager and sales 
manager. He was formerly connected with the Agfa 
Ansco Corporation, Binghamton, N. Y., as assistant 
manager of the New York sales office. 
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VICTORY 
will bring a “LIGHT” future 
to Office Equipment Dealers! 


Van Dyke is making plans NOW for the future. 
When Peace comes, we will be ready with a VIC- 
TORY line of portable fluorescent designed to give 


the trade a new sales horizon in office lighting. 


Until that day arrives, we will continue to furnish 


present Van Dyke models for essential war-time uses. 








Walnut Wood Base. 


Wood Uprights. 


No. 1000 


Instantaneous man- 
ual type, switch 
and ballast. 








THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 
Morocco finish. A.C. 


Model No. 1280 for 15 watt tube. Extension 15”, height 
24”, reflector 18”, weight 12 Ibs. 

Model No. 1280-A has 24” arm extension, weight 12!/2 Ibs. 
Model No. 1281 for 20 watt tube, reflector 24”, weight 
13 Ibs. 


Model No. 1281-A has 24” arm extension, weight 13/2 Ibs. 
No. 1280-2 for 2 15 watt, 18” tubes. Extension 15”. 
No. 1281-2 for 2 20 watt, 24” tubes. Extension 15”. 





NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 


Chicago, Illinois 


21st and Rockwell Sts. 





109 












Our chief interest is, and has always been, 
a vital concern for the welfare of Meilink 
dealers. During this critical war period, 
Meilink has carried on in a restricted way 
offering limited sales and service .. . 
sublimating itself to war needs. 


Now that we see victory in sight. we’re 
utilizing every spare moment to plan 
Meilink’s participation in the trade’s post 
war sales. When steel is released for 
civilian use, we will again extend to our 
dealers the cooperation for which Meilink 


has been justly famous. 








xk BUY WAR BONDS 
TODAY 


MEILINK STEEL SAFE 60. 


CHICAGO TOLEDO, OHIO NEW YORK 
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When Uncle Sam says 





MEILINK SAFES 
Will he ready to boost 


YOUR SALES! 





EHRET JOINS IBM’S QUARTER CENTURY CLUB 

Clement Ehret, director of market research of Inter- 
national Business Machines Corporation, was honored 
at a luncheon held January 13 by his associates to 
signalize his completion of 25 years of continuous 





CLEMENT EHRET 


service with IBM and his admission to its Quarter 
Century Club of veteran employees. 

Mr. Ehret joined the company in 1919 as assistant 
to the general manager of the electric accounting 
machine division, after having been connected briefly 
with it in 1916 as a sales representative. During the 
ensuing years he held a wide variety of sales and 
research executive positions, but for the past ten years, 
as director of market research, he has organized and 
directed activities of the company in connection with 
developments affecting products of all its divisions. 

‘ aig ne 
VARI-TYPER CORP. OPENS NEW DISPLAY OFFICE 

The Vari-Typer Corporation, 333 Sixth Avenue, New 
York City 14, N. Y., has announced the opening of a 
new display office at 409 Madison Avenue, where dem- 
onstrations of the machine will be given for an in- 
definite period. Though wartime schedules and gov- 
ernment contracts have limited the availability of the 
machine for business use, the new display room has 
been established for the convenience of concerns inter- 
ested in post-war schedules. 

a ee 
AUGIE HUNN IMPROVING 

August Hunn, who retired last year as president of 
H. H. West Company, Milwaukee, is improving after 
experiencing a serious illness. Although no longer 
active in the business, some of the manufacturers’ 
representatives who formerly sold him call occasion- 
ally to pay their respects. 
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Mr. and Mrs. Alfred F. Novak are the proud parents 
of a baby boy, Frank Alfred Novak, born December 1. 
Mr. Novak has recently been appointed city salesman 
for the H. B. Arnold Company, Saginaw, Mich. 


Little Bonita Winokar, four pounds and 11 ounces of 
vitality, arrived on January 10 to gladden the hearts 
of Mr. and Mrs. Maurice Winokar of the Federal 
File Envelope Company, 7 Federal Court, Boston, Mass. 
It all happened in the Whidden Memorial Hospital in 
Everett, Mass., with latest reports relating that both 
mother and babe doing fine. ; 


The home of Mr. and Mrs. Louis Caracci is much 


brighter these days. The reason—the arrival of Patri- 
cia Ann, weight seven pounds and nine ounces, at 


Memorial Hospital on November 22, 1943. Both baby 
and mother are reported doing beautifully. Father of 
the new arrival is the well-known head of The Nor- 
Wood Company, Inc., 289 Fourth Avenue, N. Y. C. 
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INK | 


DRAWING 
Wakeogeerh 


Proog, / THAT JUSTRITE INK WAS 
VOTED THE BEST INK 


TO PURCHASE! 


A questionnaire was recently sent to 975 
users of drawing ink. Of the 351 replies re- 
ceived, 297 stated, 
other drawing inks I have ever used”. Here is 


“I find Justrite superior to 


the breakdown by class of user: 


JUSTRITE DRAWING INK 


Superior to Others As Good As Not Superior No Answer 





Instructors 131 (85%) 16 4 4 

Draftsmen 125 (86%) 10 6 4 

Artists 41 (80%) 6 3 l 
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4 YOU AREN’T STOCKING 


JUSTRITE INK AS YET, THEN 
YOU ARE MISSING PROFITS 


Take a tip from people who know ink values. 
Think of 1t — over 84% declared Justrite was 
the best, while OVER 95% SAID THEY WERE 
GOING TO CONTINUE TO BUY IT! That 
is why we believe any dealer will enjoy a lot 
of extra sales when he has Justrite drawing 
ink in stock. 








LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill 


NEW YORK DETROIT LOS ANGELES SAN FRANCISCO 
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MICHIGAN 


The Dealer Line with a Future 





No. 464. 
Island Base 


Desk 


Genuine Walnut 


Exterior 





No. 464—60 x 34 


Satisfies the Exacting Needs of Today 


SEMI-SUSPENSION FILE 


F5—Letter Size—tList Price. ee 


F6—Legal Size—List Price... $50.00 


All drawers operate on extended heavy hardwood side 
runs, rolling on fibre rollers inset into division bars. High 
grade workmanship and finish. Plastic hardware. All files 
equipped with rods and follower blocks. Heaviest con- 
structed and best operating file available in this price 


range. 





Locks will be furnished on Files and Card Cabinets when 
No. F5—Letter Size eo ° 
No. F6—Legal Size acceptable priorities are given. 


MICHIGAN DESH CUMPANY 


GRAND RAPIDS, MICHIGAN 
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GEORGE WUSTNER’S MESSAGE FOR 1944 
A copy of the message sent by George Wustner, 


president of the Philadelphia Stationers Association, | 


to members of that group came too late for publica- 
tion in the January issue. Because of its challenging 
content, we quote most of it below: 

“Suppose we do not get all the merchandise we 
could sell, have shortage of employees in probably all 
departments, delivery service a serious problem, and 
many other headaches, yet in spite of all these 
troubles we are still a fortunate people. 

“We have the Four Freedoms, the Bill of Rights, 
and in our freedom we have the privilege of worship- 
ing as our conscience dictates, and with renewed faith 
in our country and ourselves the future should hold 
much hope. 

“Let us hope that the Government will keep infla- 
tion down to where it can do no material damage and, 
if they succeed in doing this, it will enable all of us 


to plan post-war efforts more intelligently and keep | 4 / 


our feet on the ground for the duration of the war. 


“Do not forget the stationers’ slogan—‘Do the best 


you can with what you have.’ ”’ 


" toe 8 1 











Double congratulations are due Lieutenant Leo W. 
Carroll, Jr.. whose father operates the Carroll Type- 
writer Co., 325 South Avenue, Springfield, Mo. 

Leo Jr., who enlisted with Uncle Sam last February 
as an aviation cadet, completed his training as a 
bomber pilot at the army’s “Twin Engine School” at 
the army airfield, Altus, Okla., where he successfully 





LT. LEO W. CARROLL, JR. 


passed all final tests. On December 5 he was awarded 
lieutenant’s bars to go with his wings and a ten-day 
furlough. 

That evening he greeted his parents, Mr. and Mrs. 
Leo W. Carroll at 455 East Loren, Springfield, Mo., and 
the next evening he was married to Miss Ernestine 
Baxter, daughter of Mr. and Mrs. Karl Baxter, 638 
South Main Street, Springfield. Miss Baxter formerly 
worked as stenographer and office manager for the 
Carroll Typewriter Company, but for the past two 
years was employed at O’Reilly General Hospital. 

The wedding ceremony took place at the South 
Street Christian Church. Included in the wedding 
party were Mrs. Wilbur Wickizer as matron of honor, 
Mr. Raymond Krebs as best man, George Robinson 
Jr., aS ringbearer and Miss Carol Sue Robinson as 
flower girl. 

At the end of his furlough, Lieut. Carroll, accom- 
panied by his bride, returned to Altus, Okla., where 
the army has assigned him flight instructor. 

He received his pre-flight training at the San 
Antonio Aviation Center, San Antonio, Tex., and his 
primary training at Mustang Field, El Reno, Okla. He 
went to Strother Field, Winfield, Kans., for basic train- 
ing and from there to the “Twin Engine School” at 
Altus, Okla., for advanced training. 

Lieut. Carroll will be remembered by many in the 
typewriter field as winner in the southwestern district 
in Royal Typewriter Co.’s national sales contest in 
1941._-EVH 
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NEW CARD INDEX 





BARKLEY Zc TAB INDEXES 


Make FULLER use of your filing equipment 
by using BARKLEY Plastic Tab Indexes. 
They have their entire body above the 
guide card, saving inches of valuable 


space in any filing drawer. 











The magnified visibil- 
ity of BARKLEY Plas- 
tic Tabs is an equally 
important feature that 
your customers will 
apppreciate. 


FULL 
vey "RANGE 
VISIBILITY 


C. L. BARKLEY & CO. 


PABIASHED 1921 


Manufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 
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For Our C ountry 


Oe, 











Quick, effective, pleasant— 


enjoys enthusiastic approval 
of copy machine operators. 







* GOLD STARS ~« 


Pay, Sane Touneuan, yor in the Industry's Service Flag 


gentle action, its pleasant 








CREAM 


Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 






6 oz. tubes 
'/ Ib. cans 
| Ib. cans 
5 Ib. cans 














scent and the way it keeps 
hands soft and smooth with- 
out disturbing nail polish. It 
has been tested, approved 
and adopted for use by 
many large firms including 
Bethlehem Steel, Timken, 
R.C.A., Inland Steel, Crane 
Co. and Ryerson. 


TRIAL ORDER 


Send your order for 12 tubes 
today! Price list and quan- 





tity discounts will be en- 
closed. 









A, u f ocopy 
DUPLICATOR FLUID 


FOR ALL DIRECT PROCESS 
LIQUID DUPLICATORS 


e Brighter Copies 

e Longer Runs 

@ Practically Odorless 

@ Non-injurious to Machines 


@ Dries Instantly—No Offset to 
Other Copies 


: 


SPipty crud ; 
In gallon jugs or 54 gallon drums 


SO ORDER TODAY 


462 West Superior Street 
CHICAGO 10, ILLINOIS 
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First Lieutenant Ralph Moseley, son of H. C. Moseley, 
Springfield, Mo., has been reported by the war depart- 
ment killed in action over Guadalcanal on January 27, 
1943. The report of his death came on December 6, 
ten months after he was first reported “missing in 
action” on February 4, 1943. 

Lieutenant Moseley, 25, was a fighter pilot and 
squadron leader in the “Fighting 68.” He went up 
from Henderson Field leading a squadron of six planes 
against 30 Japanese planes on the flight from which 
he never returned. He was to have been relieved to 
return to Australia for a rest the next day. The six 
planes shot down 14 of the 30 Jap planes—and lost 
three of their own, including Lieutenant Moseley’s. 
Other members of the flight have reported seeing 
Lieutenant Moseley bail out over the Russell Isles. 

He had been cited and decorated with the Silver 
Star for “gallantry in action”; and only recently the 
Air Medal awarded him was presented to his folks in 
Springfield. It was given for participation in 25 active 
combat flights, and 100 hours of combat flying during 
the last 24 days before he disappeared. 

His father, H. C. Moseley, who now operates the 
Moseley Typewriter & Office Equipment Co., 217 East 
McDaniel Street, was formerly manager for Remington 
Rand Inc., in Springfield.—EVH 





Industry Members Now Serving With the 
Armed Forces of the United States. 








Vernon Miles, who for three years or more covered 
territory north of Springfield, Mo., for the National 
Cash Register Company, is now in our country’s 
service receiving training for the Air Transport Com- 


| mand. 


In November, 1942, Mr. Miles enlisted as a reservist 
for aviation pilot training, and received preliminary 


| training at Drury College in Springfield. 


On Sept. 24, 1943, he was inducted into the Army 
at Jefferson Barracks, St. Louis, Mo., and sent to 
Edinboro, Pa., where he received Link Trainer instruc- 
tion. For further training he was sent to the Uni- 
versity of Minnesota at St. Paul. 

Mr. Miles has now completed his primary, secondary, 
and cross-country training, and is scheduled to be 
sent soon to Brook’s Field, San Antonio, Tex., for 
advanced training. He is 31 years old, is married, and 
is the son of Mr. and Mrs. Fred Miles, of Springfield.— 


EVH 


Seven employees have left the Springfield Typewriter 
Exchange & Office Supply Company, 323 East Walnut 
Street, Springfield, Mo., to serve in the armed forces. 
They are as follows: 

Gene Powell, who for 12 years was head mechanic in 
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THE ARMY 





Clad ‘wx sexo counts 


AS NEVER BEFORE 


our Government is requisitioning an un- 
precedented number of Ace Staplers. 
These commitments must have preference 
for these finely built machines are serving 
a definite purpose in war. In Government 
Departments, war plants, in army camps 
and overseas Ace Staplers save valuable 
time through increased efficiency. 

Obviously, these war demands have 
worked a serious hardship on many of 
our loyal dealers. But, we are optimistic 
about the future. It is our sincere hope 
that in the months to come, as more and 
more metals become available for civilian 
use, that an ever increasing supply of Ace 
Stapling Equipment will find its way into 
the hands of our dealers. 





ACE FASTENER CORPORATION = 
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UNCLE SAM, TOO 
RECOGNIZES THE TIME SAVED 
BY 





HIS NEEDS, OF COURSE, MUST 
COME FIRST! 





ACE’S NEW WARTIME MODEL NO. 402-V 
Consumer acceptance has definitely placed the 
seal of approval on this fine stapling machine. It 
is precision-built by skilled workmen, from the 
finest materials obtainable. It’s a machine that 
serves a definite wartime need. 

SHIPMENTS WILL BE ALLOCATED TO THOSE 

QUALIFYING WITH PRIORITY RATINGS 





~"“as- 


3415 NORTH ASHLAND AVENUE + CHICAGO 
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TABULATING CARD FILE 5x3 CARD FILE 
20 drawer unit for cards 10 drawer 
744” x 3,” 20 compartments 





BLUE PRINT CABINETS 


Made in sectional 5 drawer units for easy and 
positive stacking. Drawers 2” high glide on maple 
slides. Each drawer is equipped with a holding 
strip in the rear and a hinged holder in front. 
In olive green and walnut finishes. 


No. 1030 No. 1040C 34" flat cap 
5 drawer unit for sheets No. 1040B 4” Base 
to 36” x 24” 


No. 1030€ 34” flat cap src teing 
No. 1030B 4” Base 5 drawer unit for sheets 
No. 1040 — 
5 drawer unit for sheets No. 1050C 3,4” flat cap 
to 42” x 30” No. 1050B 4” Base 





00.0 0 00080 


: 
L. 





6x4 CARD FILE 8x5 CARD FILE LEGAL SIZE 
8 drawer 7 drawer |, 2, 3, 4 and 5 drawers in 
16 compartments 14 compartments letter or legal sizes 


Responding for the demand for steel sav- 
ing furniture NEW ENGLAND has pro- 
duced a line which embraces items 
many manufacturers have not even at- 
tempted to make in wood. Our organiza- 
tion of wood craftsmen have followed 
the same fine standards of cabinet mak- 
ing which they have used for many 
years. Thus it is only natural that users 
reactions should be very favorable and 
the demand for these units tax our pro- 
duction facilities. 


All NEW ENGLAND furniture is made of hard woods 
—made right in our own shops under our own con- 
trol. You will find many evidences of "NEW ENG- 
LAND’'S” know how whenever you examine any unit 
closely. 


If you have experienced difficulty in obtaining these 
items in wood write today for complete information. 


New England Woodworking Co. + 512 E. 137th Street, New York, N. Y. 
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the service department, is now a sergeant and is 
serving with the Army Air Forces in Italy. He has 
been 18 months overseas, progressing from Africa to 
Sicily to Italy. 

Paul Mitchell, former stock boy, is now a sergeant in 
the Army Air Forces and is stationed somewhere in 
Georgia. 

Al Edwards, who spent one and one-half years as 
mechanic in the service department, is now a corporal 
in the Quartermaster Corps, stationed somewhere in 
California. 

Roland Alexander, who was employed as mechanic 
in the service department for three and one-half 
years, is an aviation cadet receiving training in 
Nebraska. 

Willis Carden, formerly on the sales force, is now a 
sergeant serving as gunner in the Air Forces and is 
stationed in England. 

Henry Huellhorst, former salesman, was inducted in 
September, 1943, and is now a private in the Infantry, 
receiving training in Oregon. 

Joseph P. O’Connor, Jr., a son of the proprietor and 
formerly on the sales force, is now receiving advanced 
training as a bombardier-navigator at the Deming 
Army Aviation Field, in Deming, N. M. He is scheduled 
to graduate soon and will receive a lieutenant’s com- 
mission. 

J. P. O’Connor, Sr., proprietor of the firm, a veteran 
of the World War I, who holds a majority as a reserve 
officer in the Army, seriously considered re-entering 
the services but was unable to make satisfactory 
arrangements to have his business taken care of. He 
keeps up an active correspondence with each of his 
former employees now in the service.—EVH 


Jack Lydiard, of the sales staff of Associated Sta- 
tioners Supply Company, Chicago, was inducted into 
the Navy on Friday, January 14. He enjoyed a week’s 
furlough before going into active service. 


Pfc. Daniel F. Nigro, former New York area sales- 
man for the Victor Safe and Equipment Company, 
North Tonawanda, N. Y., has been promoted to 
corporal. His assignment is with the military police. 


ee 


OFFICE OUTFITTER’S SON WINS AIR MEDAL 

Martin L. Shenk, Jr., son of Mr. and Mrs. Martin L. 
Shenk, Sr., 1201 Greenwich Street, San Francisco, 
Calif., was honored late in November by being awarded 
the Air Medal with two Oak Leaf clusters. The elder 
Shenk is owner of the Business Equipment Company, 
517 Market Street, San Francisco, Calif. 

Young Shenk, who has completed 19 missions over 
Germany as pilot of the Flying Fortress “Linda Mary” 
(named for his four-year-old daughter), received a 
promotion to captain along with his citation. The 
Shenks have two other sons in the service—Jay L., 
an ensign in the Navy, at present convalescing at 
Santa Fe Rancho, Calif., and James Henry, Engineer- 
ing Air Corps, whose whereabouts are unknown. 

a ee 


TALBERT TYPEWRITER EXCHANGE RENAMED 


It’s now the Talbert Office Equipment Company, 
115 East Second Street, Casper, Wyo. For 19 years, 
Manager W. L. Talbert stated recently in a special 
announcement, the company has operated as the 
Talbert Typewriter Exchange. In the meantime add- 
ing and bookkeeping machines, calculators, dictating 
equipment, duplicators, cash registers, furniture, gifts, 
Stationery and other miscellaneous items have been 
added to the original line. The service department 
has also been greatly enlarged to meet present day 
requirements. The management feels that the new 
name, adopted January 1, 1944, is more in keeping 
with the greatly expanded lines carried in recent years. 
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GET THE MOST 
OUT OF YOUR DURATION 
TYPEWRITERS...USE 


“GRAND 
PRIZE" 


TYPEWRITER RIBBONS 
and 


CARBON PAPER 


* 





“Grand Prize’’ products have the qual- 
ity to keep your typewriters producing 
more and better work! 


More than 50% of the ‘Grand Prize” 
output has gone to work for the govern- 
ment, armed forces and war industries. 
More than 50% of “Grand Prize” is 
helping to speed the paper-work of pro- 
duction and victory. 


Boost the speed and efficiency of 
your equipment, let “Grand Prize’ work 
for you! 





BUY U. S. WAR BONDS 
and SAVINGS STAMPS 
EVERY PAYDAY! 











PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O’CONNOR, Pres. 
Head Office and Factory: 


1451 Harrison Street, San Francisco 
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“ORTHOPEDICALLY 


CORRECT” 
Chav. Action 


Bolens Post-War 
Promise to 


Office Workers 


History is now in the making in Bolens’ re- 
search laboratories. Under the guidance of 
a Famous Orthopedic Surgeon, working in 
close collaboration with Bolens Designing 
Engineers, experiments, tests based on care- 
ful study of the human body, are showing 
the way to a NEW IDEA IN CHAIR IRONS. 


That's a “break” for the post-war office 
worker .... And for the Office Chair manu- 
facturer and dealer. For, just as soon as 
Victory puts a stop to the precision arma- 
ment parts now being produced at Bolens, 
we'll have this new "“ORTHOPEDICALLY 
CORRECT” Chair Action ready — for new 
scientific body fit and working comfort in 
office chairs. 


Watch for the announcement! It will add great new 
sales features to office chairs that will make them highly 
profitable to increased working efficiency in every office. 














WNGAOST IIMA 


Action 





DOLE PRODUCTS GUMPRTY 


Wisconsin 


Port Washington 
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Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


February 16-19. National School Service Institute 
convention, Palmer House, Chicago. Executive Secre- 
tary L. E. Parmenter, 307 Shop Section, Palmer House. 

« » 

February 28, 29, and March 1. Wholesale Stationers’ 
Association of America—Wartime Conference and Cus- 
tomers’ Club, Hotel Biltmore, New York. 

« » 

March 27 and 28. National Stationers’ Association, 
District 9, at Fort Worth, Tex. H.C. Parker, Jr., Gov- 
ernor. 

« » 

March 31 and April 1. N.S.A., District 8, Muehlebach 
Hotel, Kansas City, Mo. Leonard B. Wilcox, Governor. 
« » 

April 3. N.S.A., District 10, Denver, Colo. E. G. Hop- 
per, Governor. 

« » 

April 11 and 14. N.S.A., District 12, Los Angeles, 
April 11 and San Francisco, April 14. Omar Boyd, 
Governor. 

« » 

April 17 and 18. N.S.A., District 11, Portland, Ore. 
Horace Kilham, Governor. 

« » 

April 24. N.S.A., District 7, Milwaukee, Wis. Charles 
Mixter, Governor. 

« » 

April 28. N.S.A., District 6, Chicago. Eldon Just, 
Governor. 

« » 

October 2, 3 and 4. National Stationers Association 
Annual Convention, Palmer House, Chicago. Charles 


| B. Garvin, General Manager, 740 Investment Build- 


ing, Washington, D. C. 


BEFORE-AND-AFTER TYPEWRITER DISPLAY 
BOOMS REPAIR WORK AT OZARK TYPEWRITER CO. 

Service Manager Ralph Neff has threatened re- 
peatedly to remove the current window display of the 
Ozark Typewriter Company, 402 South Jefferson 
Street, Springfield, Mo. 

It brings in too much business, he complains, and 
as a result he remains continually several weeks to 
months behind on jobs, and they still stack up. 

It’s a simple “Before” and “After” display of two 
Standard Underwood 8 typewriters, with a placard 
reading: 

“THIS TYPEWRITER IS 33 YEARS OLD. THE 

SAME CAN BE DONE WITH YOUR MACHINE.” 

The “before” specimen is a much-battered, abused 
machine, dirty, scratched and dull, with keys and 
other parts badly worn, type out of line, and other- 
wise exhibiting effects of hard use and neglect. 

The “after” example, of course, is a cleaned, re- 
built and refinished machine, sightly, shiny and slick, 
equipped with new platen, new keys and other new 
parts, direct from the competent hands of Foreman 
Neff. 

With sales restricted by wartime measures, man- 
power shortages and all, subjects for timely window 
displays likewise are scarce. Besides no one has much 
time to spend on window trimming. So this one 
window, so productive of results, has stayed in for 
months on end — just dusted by Bluize Belisle Neff, 
bookkeeper-office manager.—EVH 
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"" BUILDING Transformer Housings 
@ The war-born need for increased radio 
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es and communications systems has skyrock- 

“i eted the demand for transformer housings. 
Our experience in design and building card 

Y index files fitted into the picture. Hence 

D. today, Steel Age Card Index Files make 
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. way for transformer cases. Lessons learned 


n in the production of these cases . . . and CORRY-JAMESTOWN 


d there have been many .. . will be applied 
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Better Built for 
Better Service— 
Better Buy 


NEW INDIANA CHAIR CO. OFFICE CHAIRS 


NOW AND LATER these fine chairs will make for better 
office facilities and production. Fitted with wood swivel 
now, both executive and secretarial chairs are so con- 
structed that chair irons of standard pre-war quality 
can be installed as soon as war production needs will 


permit. 


Other New Indiana standards—designing, selection of 
materials, shaping and joining of parts, and finally the 
beautifying, protective finish, are given strict attention. 
We know our chairs will serve well when first installed 


and on thru a lifetime of use. 


A NEW FEATURE in the tilting action of our executive 
chairs is now provided by wooden springs, resulting 
in smoother reclining action and a more comfortable 


seat. For best service, indicate priority, on all orders. 


New Indiana Chair 


Lompany 





Business 
Office 


Furniture 


made 
good 





JASPER, INDIANA 
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PASS AWAY 





FREDERICK F. HANSELL, SR. 


Frederick Forde Hansell, Sr., founder and president 
of F. F. Hansell and Brother, Ltd., one of the oldest 
book and office supply firms in New Orleans, died at 
his home, 2222 Prytania Street, on December 21. The 
85-year-old stationer had been active in his business 
until he became ill six months ago. 

Mr. Hansell was born in Philadelphia, moving to New 
Orleans at the age of six. Educated in the New Orleans 
schools, he started his business career as a printer 

















THE LATE FREDERICK F. HANSELL, SR. 


at the age of 16. This was in 1873, his first equip- 
ment consisting of a small printing press operated in 
his home while he was still attending school. Later 
he established his business on Camp Street, at the site 
formerly occupied by The Item. Subsequently the firm 
moved to Canal near Camp Street and, in 1932, to its 
present location at 131 Carondelet Street. His store 
long served as a depository for various publishers 
whose books were to be sent to all schools in the state. 
A brother, Morris E. Hansel, who was also interested 
in the business, lost his life on September 26, last, in 
a street car accident. 

The deceased was the oldest living member of the 
Perfect Union Lodge No. 1 of the Masons and was also 
a member of the Knights Templar and the Jacques De 
Molay commandery in that organization. 

He is survived by his sons, F. F. Hansell, Jr., and 
Morris E. Hansell. His wife died of natural causes on 
November 18. 

+ + - 


MRS. CHARLES NORTH BELLMAN 


Mrs. Charles North Bellman, widow of the late 
Charles North Bellman, former vice-president and 
general manager of The Franklin Printing and En- 
graving Company, Toledo, Ohio, died on Sunday, 
November 14, 1943, following a protracted illness. 

Mrs. Bellman was well known among long-time NSA 
conventioneers, and was particularly active in the 
women’s divisional activities of the Association. Mr. 
Bellman, who died June 17, 1923, was president of 
NSA from 1916 to 1918. 

Surviving are a daughter, Mrs. Lucius J. Sears; a 
sister, Mrs. Myron Jermain Jones of Cleveland, Ohio; 
and three grandchildren, Lucius J. Sears, Jr., stationed 
with the Coast Guard at New London, Conn., Mrs. 
Donald J. Donaldson, Toledo, Ohio, and Henry H. 
Sears, with the Navy in the South Pacific. 


+ + 
CONRAD VEIT 


Conrad Veit, founder and co-partner of The Veit 
Company, 1947 East Kirby Avenue, Detroit, Mich., busi- 
ness equipment manufacturers, died of cancer in De- 
troit on December 27. 

Mr. Veit founded his business in a small room in 
Cleveland, Ohio, in 1925, and from that modest begin- 


OFFICE APPLIANCES, February, 1944 


MORE 


CALL 
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LEAN, sharp, legible and lasting impressions! 
That's what you want—that's what you get with 


Old Dutch Line typewriter ribbons and carbon 
papers. 


Every "Old Dutch Line” product is produced ac- 
cording to an exact, prescribed standard of 


superiority. 


Only such precision in manufacturing can insure 
invariably legible, uniformly fine, durable impres- 


sions. 


Expert or novice, the typist who has Old Dutch Line 
carbon papers and typewriter ribbons to work with 
is off to a good start .. . for a more consistently 


efficient performance. 


YOUR OLD DUTCH “CUSTOMER 


Burlington N. J San Frar 
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“CONSERVATION LINE 











NOW AVAILABLE! 


A COMPLETE 
RANGE OF 


VISIBLE BINDERS 


Our new conservation line of Visible Record 
Equipment (government approved) is now 
ready for the market. The Binders may be 
had either with the automatic shift or in 
the non-shift models. All the popular sizes 
in two grades of bindings. Four capacities, 
the 2” and 3” for the larger installations— 


the 1” and 114” for the smaller. 


Today’s terrific figure work—Inventory and 
Stock Control, Pay Roll computations and 
numerous other accounting jobs—has made 
the demand for Visible Record Books greater 
than ever before. More than 100 stock 
forms—to meet most every business need. 
Put yourself in a position to obtain this 
growing and profitable business. Ask for 
Catalog “a.” 
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ning the present organization has expanded into a 
modern plant comprising three buildings of 44,000 
square feet. He traveled in a selling capacity for the 
past 11 years, while his son supervised the production 
phases of the business. The plant is currently pro- 
ducing tools and parts for most of the nation’s air- 
craft manufacturers. In peacetime more than 2,000 
different items for the office are manufactured, many 
of them being currently in production. 

The deceased was a captain in World War I and 
was a member of many organizations, including The 
American Legion, 40 and 8, and the Masonic Order. 
He was buried with military honors on December 30. 

Surviving are his wife, a daughter and his son, 
Robert C., manager of the company. 


+ - # 


GEORGE H. ALEXANDER 
George H. Alexander, president and treasurer of 
George H. Alexander and Company, Pittsburgh com- 
mercial stationers, and a lifelong resident of that city, 














THE LATE GEORGE H. ALEXANDER 


died Monday, January 10, 1944. He was 84 years old. 

The pioneer Pittsburgh stationer, who had been in 
business there for more than 50 years, was a member 
of the Historical Society of Western Pennsylvania and 
of the Ben Avon Methodist church. 

He is survived by his widow, Mrs. Eleanor Ferguson 
Alexander; three sons, Alan T., John R., and Arthur C. 
Alexander; and one daughter, Mrs. Winfield L. King, 
of Indiana, Pa. 

+ | | 


Lloyd E. Best, founder and owner of the Best Stamp 


| & Manufacturing Company, Kansas City, Mo., died 
| January 8 at the University of Kansas hospital. 


Mr. Best had lived in Kansas City since 1898, and 


| organized his own business 22 years ago. He was a 


member of the Gate City Masonic Lodge, of Ararat 
Shrine, of the Optimist Club and the Roanoke Baptist 
Church. In recent years he spent much time at a 
lake he developed on a 40-acre farm near Raytown. 

He leaves his wife, Mrs. Jennie M. Best; two daugh- 
ters, Mrs. Margaret Henderson, Kansas City, Kans., 
and Mrs. Genevieve Thies, San Francisco, Cal.; his 
mother, Mrs. Flora Mae Best, Kansas City, Mo.; two 


| brothers, W. T. Best, Kansas City, Mo., and Carl E. 
| Best, Denver, Colo.; a sister, Mrs. D. C. Might, Colorado 
| Springs, Colo., and three grandchildren. 


rt bE } 


WILLIAM H. SAMMONS 

William H. Sammons, widely-known Sioux City pub- 
lisher and stationer, died suddenly of a heart attack 
at his home in that city on January 7. The veteran 
president of the Journal-Tribune Publishing Compan” 
and of Perkins Brothers Company had been in good 
health and regularly attending his business affairs 
at his desk until the evening prior to his death. H> 
was 82 years old. 

Born in Hokah, Minn., in 1861, Mr. Sammons moved 
to Sioux City as a youth. He began work on the 


in 
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American fighting men were returning home after World War |... At Oyster Bay, New 
York, Theodore Roosevelt, President from 1901 to 1906, passed away at the age of 60... 
the troop transport Northern Pacific went ashore off Fire Island with 3,000 on board... 
16,000 harbor workers went on strike for an 8 hour day and higher wages, tying up New 
York Harbor traffic . . . credit advances to allied nations totaled $8,464,547,702 . . . Presi- 
dent Wilson returned from the Peace Conference in Paris . . . Northern Minnesota was still 
stunned from fall forest fires which destroyed 20 towns and took nearly 1,000 lives... 
Minnesota, along with Wisconsin, ratified the Federal Prohibition Amendment making a total 
of 40 ratifying states. That was back in February, 1919. 


It was during those same history making days that the Quality Park Envelope Company was 
organized and went into production. Since then we have seen peace . . . and, again, war. 
There have been periods of depression and prosperity. And there has been progress — 
slow and at times rapid — for our nation. Quality Park has shared in this progress, has 
expanded to meet increasing demands and has never lost sight of the policy on which the 
company was founded a quarter century ago—a policy so important that it was incorporated 
in the firm name . . . QUALITY . . . Quality envelopes and Quality service. 


+ It's February, 1944... our Twenty-Fifth Anniversary Month. 
Today a great part of our production is for Uncle Sam... 
we're helping win this war for a better tomorrow. And for 
tomorrow we pledge the same QUALITY envelopes and 
service that have built Quality Park's reputation in the past. 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and 


Quality Park a Warehouse 


St. Paul, Minnesota 564 W. Monroe Street 
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STORAGE AND WARDROBE CABINETS 


Steel-like storage and 
wardrobe cabinets made 
of pressed wood. Stur- 
dily constructed. Fin- 
ished in olive green 
enamel. The doors are 
thoroughly reinforced 
and are equipped with a 





No. 3618C locking device controlled 
Combination Storage 8 : No. 3618R 
and Wardrobe by a paracentric lock in Wardrobe Cabinet 
Cabinet Equipped with 1 shelf 


—— . ae 7 ‘ di t rod 
Equipped —. i gaa the right hand handle. 36°W : 2" x 18"D 


36” x 72”H x 18”D $50.00 
$56.75 





WOOD DESK TRAYS 


Round cornered, seasoned plywood. 


Beautiful appearance. Full feet bot- 





tom protects desks surfaces. Can be 


stacked to any desired height. Fin- 


No. 3618S Storage Cabinet 





ished in olive green. 
Equipped with 4 adjustable shelves 
36°W x 72°H x 18°D No. C1292 LETTER SIZE 
$55- 1 Tray $2.00 
2 Tier Tray $5.00 
& Additional Set “Build Up” Posts 


$1.00 per set 



























BLUE PRINT CABINETS 
PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 


Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 





each end. Guide rod operates ‘ 
No. 4028W . ' 
: in a depressed groove : 
$78.00 Including base. er if > \ 
Without base deduct $10.00 designed tor eye- j 
letted operation. ‘ 
< oe drawer Blue-Print Cabinet designed for the : 
safe keeping of drawings, maps, tracings and blue- I 4 Ty C 
prints to sizes 244” x 39”. Made of seasoned plywood. No. 458W 
Drawers glide smoothly and easily. Materia] filed will $29.00 
be free from curling, creasing or tearing. A hood in , a 
the rear and a lift compressor in the front of each Height 30 
drawer keeps prints in perfect order. Cabinets can 
be bolted into solid batteries. 33%” high including Upper compartment Lower compartment 
base. 1234” x 10%” x 24” i396" <x 22" -3e" . 
1 
i 
f 
COLE STEEL EQUIPMENT COMPANY 
t 
349 BROADWAY NEW YORK ¥ 
n 
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Journal in 1882, later serving as manager of the busi- 
ness office, and during the absence of President George 
D. Perkins as a member of Congress, 1891-99, had com- 
plete charge of the paper. He became president of 
the Perkins Brothers Company in 1914, and in 1941, 
following the merging of the Journal and the Sioux 
City Tribune, headed the Journal-Tribune Publishing 
Company. 

He is survived by his wife and two daughters, Mrs. 
Louise Freese and Miss Elizabeth Sammons. 


t bf } 


KASPAR K. KUBLI 

Kaspar K. (Kap) Kubli, retired printer and sta- 
tioner, political figure, and former speaker of the state 
house of representatives, died at St. Vincent’s Hos- 
pital in Portland, Ore., on December 22, following a 
short illness. He was 74 years old. 

Mr. Kubli was born at Jacksonville, Ore., in 1869, 
and was the son of the late Kaspar Kubli, Oregon 
pioneer, and Eleanor J. Newcomb Kubli, daughter of 
Daniel Newcomb, wagon train captain and member of 
the Oregon territorial legislature. He was educated 
at Jacksonville High School, the University of Oregon 
and Harvard Law School. Following his graduation 
from the latter institution he opened a law office in 
Jacksonville, becoming a gold miner after his father’s 
death. 

He moved to Portland in 1900, where he joined his 
brother-in-law, Howard Kilham, in the stationery 
business. Later he established his own printing and 
stationery firm, Kubli, Howell and Company, from 
which he retired in 1939. 

He also served in seven regular and three special 
sessions of the legislature, and was speaker in 1923. 
Mr. Kubli was a Mason, Shriner and past exalted 
ruler of the Portland Elks. 

Surviving are his wife, Molly Miller Kubli; two 
daughters, Mrs. N. L. Robinson of Portland and Mrs. 
R. C. Gordon of San Francisco; three sisters, Mrs. 
Ella Watson, Mrs. Louise Kilham and Mrs. Valene 
Metschan, all of Portland; and two grandchildren, 
Jane and Norman Robinson, Portland. 


Tr yp 


HARRY D. CHICHESTER 

Word has been received of the death of Harry D. 
Chichester, formerly manager of the Springfield Cedar 
Company pencil factory, which was moved from 
Springfield, Mo., to Oakland, Calif., in 1929. Mr. 
Chichester died January 12 in a San Francisco hos- 
pital. He had been ill for ten years or more. 

A native of Rochester, N. Y., Mr. Chichester took 
his bride to Springfield, Mo., in 1912, becoming man- 
ager of the Springfield Cedar Company. He continued 
in the same capacity after the plant was moved to 
Oakland, until illness forced his retirement several 
years ago.—_EVH 

+ - - 


EDGAR J. SIMONTON 

Edgar J. Simonton, Virginia manager of the adding 
and bookkeeping division of Remington Rand, Inc., 
died of a heart attack recently in Harrisburg, Pa., 
where he was spending the holidays. Mr. Simonton 
joined the staff of Remington Rand when he was 
22 years old. In 1932 he was assigned to the Richmond 
office as Virginia manager. His wife survives.—GET 

~- - 


WARD WENTWORTH LOGAN 

Ward Wentworth Logan, well-known Welsh (W. Va.) 
resident, pioneer printer and former newspaper pub- 
lisher, died suddenly on Monday night, December 27, 
in a Huntington hospital. Mr. Logan, who had been in 
failing health during the past few years, was 66 
years old. 

He was born in 1877 at Jefferson, N. C., the son of 
the late John F. Logan and Mrs. Amanda E. Logan, 
who still lives in Jefferson. He was the owner and 
manager of the Superior Printing and Stationery 
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Their Job Has 
Been MAGNIFIED Too 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
industries. With current govern- 
ment restrictions reducing permitted 
consumption of steel, our diminished 
output must be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


VATIL 
MANUFACTURING 


COMPANY 


900 E. 95th St. 
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G00D 
TYPISTS 
Prefer 


CODO 





ope ions OF ™ The famous paten- 
. r $$ “ ° 

porpet SuPER ted “Carbon Grip- 

s per” in every box 


ie 

\onget it ER KOTE and of Codo Super- 
U Treated, Super Kote 

and Keen Rite. 


do- MFG. CORP. 


529 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 


126 








Company and was formerly publisher of the McDowell 
Recorder, weekly newspaper at Bluefield, W. Va. The 
deceased had spent most of his professional life in 
the printing and publishing business. 

Besides his mother, Mr. Logan is survived by his 
daughter, Mrs. Hugh H. Nichols of Welch, and two 
brothers, Charles Logan of Bluefield, W. Va., and 
Lawson Logan of Jefferson, N. C. His wife preceded 
him in death about five years ago. 

+ + - 
MRS. ALBERT G. CARLSON 

Esther O. Carlson, wife of Albert G. Carlson, founder 
and president of Carlson Brothers, Inc., Moline, IIl., 
died in her home December 23, 1943, after a long, 
painful illness. 

Mrs. Carlson spent her life in Moline, and had she 
lived until January 6, 1944, she would have celebrated 
her forty-seventh wedding anniversary. Mrs. Carlson 
was a leader in church work, civic and charitable or- 
ganizations. When her home duties permitted, she was 
active in the business. She was especially well known 
as buyer for the giftwares department. 

Her husband, a daughter Buel, and two grandchil- 
dren survive. 

- - i 


R. A. SIMONSON, SR. 

Roger A. Simonson, Sr., retired president of R. A. 
Simonson Company, Chicago, former manufacturers 
of index guides and systems for vertical files, died 
Thursday, January 6, 1944, at the age of 68. One of the 
pioneers in the field of vertical filing of business cor- 
respondence, office papers and legal documents, Mr. 
Simonson started business in Chicago in 1903. In 
addition to filing systems, he was heavily engaged in 
the installation of metal office furniture and fixtures 
in municipal and county offices. He is survived by his 
widow, Edith Byrne; a son, and two daughters. 


<i i 


PRISCILLA FRAKER TAYLOR 

Priscilla Fraker Taylor, wife of Lt. Comdr. Edward 
D. Taylor, 6619 Hillendale Road, Chevy Chase, Md., 
formerly of Madison Avenue, Plainfield, N. J., died 
suddenly on Thursday, December 23, 1943. 

Lt. Comdr. E. D. Taylor was secretary of the Office 
Equipment Manufacturers Institute prior to his enlist- 
ment in the Navy. 

+ | | 


MRS. DONALD McLEOD 
Mrs. Donald McLeod, wife of Donald McLeod of the 
Spencerian Pen Company, New York, N. Y., died at 
her home on January 18, 1944. Funeral services were 
held at St. Joseph Church on January 21, with inter- 
ment at Bayside, New York. 
She is survived by her husband. 


_—-—e)e 


MADISON STATIONER RESUMES CIVILIAN ROLE 
Lt. Col. Leo J. Blied, vice-president of Blied, Inc., 
Madison, Wis., has been placed on the inactive list 
at his own request, and is at home subject to call. 
He has resumed his position as vice-president at the 
office. He declared that the death of his brother 
Gregory made his presence in the firm needed. His 
placement on an inactive status was made possible 
by the existing surplus of higher ranking officers. 
Blied was a first lieutenant in World War I. He 
volunteered for duty shortly after Pearl Harbor, and 
has served at Ft. Benning, Ga.; Camp Rucker, Ala.; 
Ft. Bragg, N. C., and Key West Barracks, Fla.—NPS 


—>-—_—_——— 


ROYAL MOVES FLANAGAN TO DALLAS 
J. W. Flanagan, formerly with the Royal Typewriter 
Company branch in Kansas City, Mo., is now function- 
ing as Roytype supervisor in the states of Oklahoma, 
Arkansas, Texas, Louisiana and Mississippi. He oper- 
ates from Royal headquarters at 507 South Akard 
Street, Dallas, Tex. 
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of today’s and tomorrow's Pendaflex sales opportunities! 
Oxford Pendaflex handles these bulky tariffs with perfect 
facility; it is superior to other filing methods for ALL 
classes of letter and legal size filing. 

The Oxford dealer will continue to be in a strong 
position in the post-war world—enjoying the ‘‘cream”’ 
from many new advances in the filing art, and backed 
by a line of filing supplies that is complete and com- 
petitive. For Oxford specializes, and Oxford distributes 
through dealers only. 


*Reg. U.S. Pat. Off. 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 
125 South 8th Street, St. Louis, Mo. 
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DEALERS— BOYCO 


Sell 
BOYCO FILES CARD INDEX FILES 


when Quality for 3x5, 4x6, 5x8, 6x9 cards 
is a Factor 





Two lengths 15” and 24” 


Olive Green finish 


(0 iQ 


The two and four drawer 


units Stack into upright Files 


‘OO 


2 


as your customer needs. 


Specify the number of center 


i iQ 


sections as well as smooth 


tops and bases. 


|S 


t 
| 





Each drawer equipped with 
Boyco Patented Follow Block 


No. 9400 BOYCO DESK TRAYS 


CHECK FILE 


\\ 1 





Regular De Luxe 





Made only as shown. 4 drawers 24” Two Sizes, letter and legal. 


Deep. 1.S. drawers 434 x 912. Com- Two Sizes, letter and legal. Quartered Oak, Genuine Walnut, Gen- 
plete with Boyco Follow Block in each Plain Oak, Olive Green, Imitation uine Mahogany, Imitation Walnut 
drawer. Olive Green Finish. Walnut and Mahogany. and Mahogany, plain Oak. 


MANUFACTURED BY 


BOYNTON AND COMPANY 
1725-45 North Bosworth Street Chicago 22, Illinois 
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NOMDA NEWS NOTES 
Mid-Year War Conference in Chicago February 7. 
Plans are fast being completed for the midyear meet- 
ing of NOMDA which will be held in Chicago, Monday, 
February 7. It is a War Conference, preceded by a 
board of director’s meeting on the previous day, and 
the attendance of a large number of leading dealers 
from widely scattered areas is assured. These dealers, 
with top ranking government officials from Washing- 
ton, assure the Chicago meeting of being an out- 
standing success from every standpoint. 
The meeting is under the direct auspices of Region 
No. 7 of NOMDA, of which A. H. Kellstedt of Peoria 
is vice-president. Mr. Kellstedt will be general chair- 
man of the meeting and will be assisted by President 
Nicholas H. Fucci of New York. 
As was done last year, the banquet and evening ses- 
sion will be under the direct supervision and auspices 
of the Chicago Office Machine Dealers Association, of 
which Jack Macon is president. The principal speaker 
at the banquet will be a Government man from 
Washington and James P. Ward, Sr., will be toast- 
master. 
Everything possible is being done to make the session 
the most helpful NOMDA has ever held. There will be 
plenty of opportunity for questions and answers and 
the expression of views and ideas from every dealer 
who attends. 
One of the most important matters to be discussed 
is the procedure for securing the $7.00 difference on 
Procurement machines bought by the Government 
prior to January 14, 1943. Chairman J. W. Densford 
of the Legislative Committee of NOMDA will give 
dealers the facts concerning this ali-important activity 
of his committee. 
The newly created Post-War Planning Committee of 
which G. E. Taylor of Bloomington, Ill., is chairman 
will have an important meeting preceding and perhaps 
during this War Conference and it is possible that the 
committee will be able to make a report and thus 
let dealers know what matters are being contemplated 
and secure their ideas for additional productive activ- 
ity. 
Clarence E. Bush of Washington, NOMDA’s Wash- 
ington representative, will make his report. 
Headline speakers include the following: 
Ellis Bishop, Consumers Durable Goods Branch of 
OPA, Washington, D. C. 

Joe Hicks, Rationing Chief of OPA, Washington, D. C. 

C. B. Lynham, Office Machine Section of WPB, 
Washington, D. C. 

Clarence E. Bush, Washington Representative 
NOMDA, Washington, D. C. 

Dorr B. Doane, First Vice-President NOMDA, Port- 

land, Ore. 
A. H. Kellstedt, Regional Vice-President NOMDA, 
Peoria, Ill. 

J. W. Densford, Chairman Legislative Committee 
NOMDA, Shawnee, Okla. 

Charles F. Krause, Jr., Legal Counsel NOMDA, New 
YOrk, N: Y. 

James P. Ward, formerly in charge of Procurement, 
Chicago, Ill. 

W. G. Turquand, formerly with Used Equipment & 
Machine Branch, OPA, New York, N. Y. 

C. Elmer Anderson, Past President of NOMDA, Pasa- 

dena, Calif. 

All in all it promises to be a splendid meeting— 
well worth the time, effort and trouble of every dealer 
to attend. Call your railroad office now and make your 
train reservation—and also write a letter direct to 
the Morrison Hotel to secure hotel accommodations. 


x © « 


February 5th Date of Regional Meeting in Kansas 
City—John B. Sizemore, vice-president of Region 
No. 9, has completed arrangements for a one-day War 
Conference to be held in Kansas City on Saturday, 
February 5, at the Muehlebach Hotel. The meeting 
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FILING 
WA R S H AW FOLDERS 
Help your customers to keep their 
‘ files in shape with WARSHAW 
folders. 


ROLL LABELS 
Folders that stand up under constant 


GUIDES a: 
cca) ee make a hit with buyers and pro- 
X CA 
sie mote good will. 
REINFORCED 


FOLDERS Made from sound paper stock on 
fully automatic machinery, they give 


PROTEX . 
STICKONS longer and better service. 
MENDING QUALITY! VALUES! PROFITS! 


TAPE THE 
cumMeD WARSHAW MFG. CO., Inc. 


INDEX TABS 1 Main Street, Brooklyn 1, N. Y. 

















An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. . not only to serve the war winners of today. but as well, 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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MAKES BETTER 














= Nev-R-Kurl 


Carbon Paper is used, it 
makes a better impression 
—not alone on the paper, 
but in the minds of typists, 
buyers and dealers. 


NEV-PFCKURL 
CARBON PAPER 


*% WILL NOT CURL, tree, wrinkle 
or smudge 


% LASTS LONGER. more copies per 
sheet 

% UNIVERSAL, same sheet works on 
all typewriters, billing, bookkeep- 
ing machines. 


LAPHILLIPS 


President 



























JUST NOW war time needs are taxing Ameri- 
can Production ingenuity. 

This experience will enable us to meet your 
needs better than ever in peace times. 

During the Emergency, our dealers serving 
Government Agencies have first call. 


When VICTORY comes, you will find 
OLSEN DESKS 


more than ever desirable 
because of their dependability. 





O.C.S. OLSEN COMPANY 


2527 Moffat Street e Chicago 47, Illinois 
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| Starts promptly at 10:00 am. and J. W. Densford, 
| Chairman of NOMDA’s Legislative Committee will re- 
port on the most important work of his committee. 
| A complete schedule of talks and discussions, with 
| plenty of room for open forums and questions and 
answers, has been arranged and headliners who will 
be a part of the meeting include Lamont H. Wood 
of Kansas City; Irwin Vincent of Topeka; Lud Pollak 
of Pocatello, Ida.; Cecil Brown of Denver; W. L. Talbert 
of Casper, Wyo.; Sam Steves of Kansas City, Kan.; 
L. R. Fox of Council Bluffs, Ia. and Wilbur Walker of 
Wichita, Kan. 

This meeting will be a practical and helpful meeting 
for dealers in Region 9, which consists of the states 
of Missouri, Iowa, Nebraska, Kansas and Colorado. 

A letter has been directed to every dealer in this 
| five-state region and Vice-president Sizemore reports 
that a large number of reservations have already 
come in thus assuring a top-quality meeting in Kansas 
City on February 5. 


oe “SS 


| Post-War Planning Committee.—President Nicholas 





| H. Fucci has appointed the following Post-War Plan- 
| ning Committee of the Association. This is a very 
' important committee for NOMDA and members are 


| invited to contact Chairman Gene Taylor or any mem- 


ber of the committee so that your views may be pre- 
sented to them. For that reason we are giving below 


| the complete membership of the committee and the 


| 
| 
| 


} 


| 


| 
| 


| 


address of each member: 

Gene Taylor, Chairman, 217 West Jefferson Street, 
Bloomington, Il. 

Clarence E. Bush, 806 F Street, N. W., Washington, 
DG. 

Edward Stoll, 2989 Hudson Boulevard, Jersey City, 
N. J. 

Lamont Wood, 800 Grand Avenue, Kansas City, Mo. 

John LaHiff, 833 Broadway, New York, N. Y. 

Joseph Heaton, 44 North Union Street, Pawtucket, 
ie. 2. 

Luis De Olazzara, 325 North Wells Street, Chicago, Ill. 

George Hammond, 633 J Street, Sacramento, Calif. 

Frank Amery, 16 East King Street, Lancaster, Pa. 

Paul Gross, 40 West 15th Street, New York, N. Y. 

Hymie Saunders, 129 Federal Street, Boston, Mass. 


* * * 


Manufacturers Relations Committee Appointed.— 


| The personnel of the Manufacturers Relations Com- 
| mittee has just been announced by President Nicholas 


| H. Fucci as follows: 


Dorr B. Doane, Chairman, 105 South West 3rd Ave- 

nue, Portland, Ore. 

Byron Gaar, 106 South 4th Street, Louisville, Ky. 

W. F. Fetterly, 27 South First Street, Phoenix, Ariz. 

Joe Rubin, 718 St. James Street, Montreal, Canada. 

Frank A. Knowles, 119 South Court Street, Mont- 

gomery, Ala. 

Ed Mulligan, 304 South Olive Avenue, West Palm 

Beach, Fla. 

Peter J. Carroll, 37 Murray Street, New York, N. Y. 

This is one of the most important committees this 
association has ever had. This committee will meet 
and correspond frequently with representatives of the 
manufacturers and it is hoped that through its activi- 
ties many ills of the industry may be ironed out. This 
committee has been selected only after a thorough 
study of the qualifications of each man on it and 
members are invited to correspond with the committee 
member closest to them or with Chairman Dorr B. 
Doane. 

It should be pointed out that this committee does 
not in any way conflict with the activities of the Post- 
War Planning Committee. The Manufacturers Rela- 
tions Committee will deal with all matters pertaining 
to the Manufacturers and will, of course, co-operate 
with all other committees of the association including 
the Post War Planning Committee. 

(The above notes were garnered from the January 15 
issue of the NOMDA Merchandising Bulletin.) 
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NEW “Y «> E” SORT-O-MAT Eliminates 
Record Sorting Bottlenecks... . 
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that keep costly departments idle 


When an untrained girl can sort a minimum 
of 800 papers an hour, you can be sure 
there’s no sorting bottleneck in that office. 
And that’s just what the new “Y and E” 
SORT-O-MAT enables any clerk to do. 

Four and one half seconds from con- 
fusion to systematic order tells the story of 
this new “Y and E” answer to paper sort- 
ing problems. 

Every minute is a productive one in 
every department when a SORT-O-MAT 


is on the job readying material for filing, 
posting, tabulating and other departments. 

As you read this, you are undoubtedly 
making a mental list of your customers 
who will welcome news about this new 
“Y and E” achievement in speeding up 
sorting methods. Be first to demonstrate 
SORT-O-MAT to your customers. ; 

We have prepared an attractive and 
informative folder telling all about SORT- 
O-MAT. Order your supply. 


FOREMOST FOR MORE THAN SIXTY YEARS 





YAWMAN“\D FRBE MFG. 


1015 JAY STREET *« ROCHESTER 3, N. Y. 


February, 1944 
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Our Thanks to the 
BRITISH Stationery Trade Review 
for their Fine Tribute! 


"lomonnows Wah 


von thet ay! 


INSTITUTE INSERT—Office Appliances. 
Excerpts: 

“Mr. Lurelle Guild is one 

of the foremost industrial 


designers in the United 





States and we learn that he 
is now Design Consultant to 
the Wood Office Furniture 
Institute, Washington, D.C. 
It is quite certain, therefore, 
that the Wood Office Furni- 
ture manufacturers in Amer- 
ica will have perfectly excit- 
ing furnishings to offer the 
trade in the post war years.”’ 


“Unhappily we do not have 
designers for the calibre of 
Bel Geddes, Lurelle Guild, 
Dohner, Dreyfuss, to men- 
tion only a few of the men 
with world wide reputations 
associated with American in- 
dustry.” 


“In the article to which 
we draw attention, Mr. Lur- 
elle Guild deals with the new 
beauty that is about to ap- 
pear by the use of exotic 
woods, and describes some- 
thing of the laboratory work 
of the Wood Office Furniture 
Institute.”’ 


*Excerpts—Stationery Trade Review—Nov. 1943 








We are extremely grateful to the 
British for this unsolicited praise. 
It is gratifying to us, who are 
responsible for this program, to 
know that such impartial authori- 
ties commend our efforts to such 
an extent. We feel confident that 
the results achieved, through the 
thoroughness of our program, will 
win unanimous acclaim from deal- 
ers, office workers, and all con- 
cerned. 


FUTURE LUMBER SUPPLY 
UNCERTAIN 

Various Limitation Orders have 
placed most of the more popular 
species of hardwoods under strict 
control. This action was taken 
only after it became obvious that 
the Armed Services’ requirements 
of this material for combat equip- 
ment will far exceed the lumber 
being supplied to them through 
regular channels. 

The Industry has _ co-operated 
with the Central Procurement 
Agency of the Army and Navy 
by sharing lumber stocks of the 
critical grades and species. How- 
ever, our own stocks of dry lum- 
ber are generally at an unreason- 
ably low level, and we will have 
to acquire additional lumber to 
maintain production. 

No definite policy has been an- 
nounced for the treatment of 
lumber applications, but we know 
that oak and walnut are the two 
species that are most in demand 
by the Armed Services. We be- 
lieve that we will have little dif- 
ficulty in obtaining permission to 
purchase these species to manu- 
facture office furniture for the 
Army, Navy and Maritime Com- 
mission. It may be necessary to 
substitute other lumber for less 
essential orders when present in- 
ventories are exhausted. 


} t., : Ceisute 
y, Secretary 








OFF 


CE FURNITURE INSTITUTE 





American 


Security Building 











WASHINGTON 5, 


D. _ 
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METWOOD OPENS NEW SHOWROOMS IN 
NEW YORK 
Thursday, January 13, was a day Gil English and 
Moe Turman, proprietors of Metwood Office Equip- 
ment Corporation, New York City, will long remember. 
It was the official opening of their spacious new 
quarters at 64 West 23rd Street, but that 500 friends, 
customers, competitors and suppliers would gather to 
wish them well exceeded their fondest anticipations. 





A SECTION OF THE NEW METWOOD SHOWROOM 


Yet from noon until seven at evening there was a 
steady stream of well wishers—a fitting testimony to 
the popularity of these two chaps who have come up 


the hard way. The list of guests was a regular “Who’s | 


Who” in New York’s office equipment business. 

Metwood’s new quarters are a favorable addition to 
West 23rd Street. On both sides of the entrance, the 
windows display better office suites with a sprinkling 
of auxiliary numbers to catch the eye of transients. 
Walls are in a pastel shade which furnishes a rich 
background. Over 22,000 square feet of floor space 
enables Metwood to confine all of its activities—show- 
rooms, offices, warehouse and finishing rooms—to one 
floor. 

OFFICE APPLIANCES extends its congratulations to 
Messrs. English and Turman and, with their many 
friends in the industry, wishes them success and pros- 
perity. 


<-> 


VICTOR ADDING MACHINE NEWSPAPER AD AN 
INNOVATION IN INSTITUTIONAL PUBLICITY 


A full-page advertisement, sponsored by the Victor 
Adding Machine Company of Chicago, which ran in 
the Hartford (Conn.) Times on December 30, and in 
the Hartford Courant on December 31, really “rang 
the gong” for institutional value, according to favor- 
able reports already received in volume by the com- 
pany. 

Actually the ad served as institutional publicity for 
both Victor and M. H. Rhodes, Inc., the latter organ- 
ization, located in Hartford, having been an important 
contributor to the production of the Norden bomb- 
sight through its production of parts for the device. 
The advertisement, titled “A Chicago Firm Congratu- 
lates HARTFORD on being the home town of M. H. 
RHODES, Inc.,” pointed out the part Rhodes had 
played in maintaining production of this famous war 
product and closed by stating that while the work 
had to be done in utmost secrecy, without public ac- 
claim or fanfare, it was, nevertheless, done and on 
lime. Congratulations were extended, not only to the 
Rhodes company, but to the people of Hartford for 
having such an organization in its midst. 

It’s the type of advertisement seldom seen, even in 
institutional publicity, and one which is certain to pay 
rich dividends in good will. 


OFFICE APPLIANCES, February, 1944 








June Savor 
FILE 


e Non- priority wood 
construction 

e Two Drawer — Top 
opens completely 

e "Two - Way" Com- 
pressor and Guide Rod 


e Letter and Legal Size; 
Olive Green Finish 


e Desk height 30!/,” 


e Shipment week or ten 
days. 


No. MF500G—Letter 


De sad $27.00 List 
No. MF600G—Legal 
ae ee Oa $29.00 List 





F.O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J Skokie, III. 











ISCO OK’'S 


STEEL FILE SIGNALS 


KEEP AN OFFICE FROM 2%. 
BECOMING A MADHOUSE! /°\a 


(Ri f 
Attached to file cards, ledger 
sheets and other records, Cook’s 
Steel File Signals segregate 
groups of facts for instant use. 
This easy accessibility quiets 
down office confu- 
sion, saves hours 
of valuable time. 
For all filing sys- 
tems. Samples on 
request. 
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THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 
“ONE HUNDRED PERCENT DEALER PROTECTION” 
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e Sales to dealers only. 


334 S. Jefferson St. 





WE BUY-SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


e Commercial Stationers are invited to submit lists of 
items they wish to sell. We in turn will offer it to other 
dealers and pay you promptly for merchandise sold. All 
merchandise remains property of the dealer until sold 
unless other arrangements are made. 


e Our terms on sales are net cash upon delivery of 
merchandise to your store for examination. Our close 
margin prohibits cash discount. 
available for examination in warehouse. 


All goods on hand 


e Dealers find it to their advantage to visit the ware- 
house and select surplus stocks which are available. 


e Let us help you to reduce items overstocked or build 
up on goods that are short. 


Investigate our service. It 
is used to definite advantage by many dealers. 


Elmer Krumwiede, Proprietor 


THE STATIONERS 
CLEARING HOUSE 


Chicago 6, Ill. 


Phone Monroe 8226 








NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back 
to back) units that accommodate 
either 12 or 24 persons in every 
5 running feet. Double locker 
room capacity and save valuable 
floor space for productive use. 
Provide each employee with a 
spaced coat hanger, an individual 
ventilated hat shelf and a 12 in. 
x 12 in. leck box for lunch, 
micrometers, drawing instruments 
or personal effects. 


PETERSON Wardrobe Equipment is 
provided for factory, shop and 


office—comprises a complete line ff 
of single and double faced locker 


units, wardrobe racks and non- 
tipping (6 or 12 place) costumers. 
Keep wraps “in press”, dry and 
sanitary——exposed to air and light. 
No crumpled hats or soggy lunches 
im stormy weather. Prompt deliv- 
ery. 


Write for Catalog 
and Dealer Propositions 


VOGEL-PETERSON CO. 


“The Checkroom People”’ 


1823 N. Wolcott Ave., Chicago 22, 
U.S.A. 


ica Seat WUT 
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WOMEN IN INDUSTRY AFTER THE WAR 


Most of the women who have been added to our 
labor force since the beginning of the Defense Program 
will not continue to work in industry after the war, 
Ruth Leach, vice-president of International Business 
Machines Corporation, declared in discussing women 
in industry before the National Association of Manu- 
facturers at the Waldorf-Astoria Hotel in New York 
on December 9. 

Pointing out that more than half of the women 
drawn into industry by the war, or approximately 
4,000,000 out of 7,000,000, are drawn from a group 
which normally does not seek industrial employment, 
and have made sacrifices to do so, she quoted figures 
to show that the only decline in the ratio of women 
workers in industry during more than seventy years 
occurred after the first World War, when the greater 
part of some 2,250,000 women war workers left indus- 
trial employment. 


Post-War Productive Resources at Peak 
The principal reason, she stated, is that there is no 
economic pressure to keep all these women at work, 
although, on the other hand, there will be an increase 
in the number of women who must work to support 

themselves and their dependents. She added: 
“At the close of the war, our productive resources 
will be greater than ever before. One can hardly 


| doubt that without increasing the prewar ratio of 


women at work, our productive system is incapable 
of producing an abundance of everything we need 
or want.” 

What women should look forward to in the post-war 
era, Miss Leach declared, is not so much a greater 
proportion of women workers, but a wider range of 
jobs which will permit any special talent of women 
to be applied to our production capacity and the 
promotion of human welfare. 

In this connection, she paid tribute to American 
machine manufacturers and particularly the machine 
tool industry for having invented and designed equip- 
ment so as to bring its operation within the scope 
of women’s physical strength, as a result of which 
1,050 out of 1,500 listed occupations are now rated 


| by the U. S. Department of Labor as suitable for 


women, and 350 more as partially suitable. 

“We are all familiar with the fact that women do 
far more buying of goods and services than men. 
And leaving out the whole question of freedom and 
rights for women, is it not simply a matter of sound 
business policy to have in management a substantial 
number whose impressions, reactions and emotions 
are most like those of the majority of your customers?” 
Miss Leach said. 

“Considering management in the broad sense, in- 
cluding executives, what is the situation in the manu- 
facturing industry; Of 9,588,000 wage earners in 1939, 
25.9 per cent were women. But of 388,000 on the man- 


_ agement staff, only 4.1 per cent were women. 


“Merely on the face of these figures, there is an 
indication that men have six times the opportunity 
for promotion. The hope of promotion is one of the 
elements of happiness, and all employees should be 
happy in their jobs. 


High Turnover of Women Executives Likely 


“I believe that promotion will not make much dif- 
ference in fundamental womanly ambitions. That 
means that there is likely to be a high turnover in 
the staff of women executives—much higher when 
such positions are common than when held mostly 
by a few career women. With a higher turnover of 
women executives, a smaller proportion will give 
the same promotion opportunities to the rank and 
file of women as of men. 

“That may seem to be an objection to having 
women executives. Perhaps you do not wish your 
director of sales to turn into just another customer 
for your product. But, upon further thought, you may 
February, 1944 
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“Bandits 


at one o'clock. . .“’ 





OHN SMITH, Lieutenant, U.S.A.A.F., 
J adjusted his throttles, nervously 
fingered the stabilizer trimmers, peered 
through the shattered windshield of a 
fluttering Flying Fortress, and thought 
grim thoughts on the way home from 
Berlin. 

“Two motors shot out, five of the 
crew wounded, half the tail gone...and 
I've got to bring Baby home, huh? Nuts! 
Suppose we bail out right here—they 
say the Germans aren’t too bad on 
prisoners—at least we'll still be alive 
—wonder what Mom is doing now...” 

“Navigator to pilot . . . near the coast 
now, watch for enemy fighters .. . let’s 
get home!” 

“Pilot to navigator... 
don’t you like it here?” 

The intercom buzzed off. 
Cold sweat popped unnoticed 
on John Smith’s forehead. 
Fighters! One Focke-Wulf 
would be enough—all ammu- 
nition spent, two motors 
gone... 


WE BOUGHT EXTRA WAR BONDS 


* 
* 
* 
This sticker in your window means you have bought 4th War Loan securities. 


Lol Ade BACK THE ATTACK ! 





Thoughts again. “We can’t go down 
now—this is the year that’s going to 
turn the trick, the one that counts— 
pitch in now and we'll all get home 
sooner—come on, baby, take us home!”’ 
The intercom crackled. “Bandits at one 
o’clock, Focke-Wulfs— dots of them!” 

The communique merely said, “One 
of our bombers failed to return.” 

Over there, they know this is the 
year of climax—they won’t fail us— 
will you fail them? Your job is simple 
—work to win the war, buy War Bonds 
regularly—and buy more War Bonds, 
at least one extra $100 Bond now. You'll 
get your money back, with interest. 
But right now you’ve got to lend it $200, 
$300, $500, all you can, for 
this is the climax year! The 
committee where you work 
is counting on you to do your 
part—don’t fail! 

In your heart, can you tell 
John Smith of a sacrifice 
that should stop you from 
buying more Bonds? 


VICTOR ADDING MACHINE CO. 


3900 N. ROCKWELL ST., CHICAGO 
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* This is an official U. S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council. 4 


135 








FIRE DAMAGE IN SAFES 


Checked by Vapor 
Shield Produced 
by INSUL-AMP 





During a fire the contents of safes are 
charred or destroyed because the heat ; 
resistant quality of the insulation has 
been reduced. Safes lose as much as 
40‘. of their fire protection value from 


old age, and more if insulation has been 





fractured by moving or burglary. 




















Safes in this condition need INSUL- , 
AMP. INSUL-AMP supplements the F 
insulation. When fire occurs INSUL- t 
Cc 
INSUL-AMP AMP produces a chemical vapor shield p 
INSULATION AMPLIFIER : 
that holds the heat in check. Even , 
though the inside temperature of a safe 7 
should reach 400° F—the charring point . 
of paper—one unit of INSUL-AMP 
per cubic foot will lower the tempera- . 
per unit ture 17°. INSUL-AMP “eats up heat” p 
and keeps the temperature below the ; 
charring point for two hours. bi 
p! 
Just lay INSUL-AMP in bottom P: 
INSUL-AMP Laboratory Tests of safe. Requires no alterations be 
or fixtures. Is absolutely harm- E; 
An oven of 1228 cu. in. content was heated to less. 
maintain a temperature of 400 F. After one ee 
unit of INSUL-AMP was placed in oven, re- 3 
: : ommended for each two cubic 
cordings taken show how INSUL-AMP “eats ; : ‘ 
ach aldcli te bel a feet of interior space. Each unit co 
up se and kept temperature below charring ee HIT co 
a required depends on size of space -- 
4 _ pond degrees and amount of protection desired. Ni 
V4 hrs. 
% 342” ar 
34 “a 338 7” 
7 hr. 334 = os 
TY, hres. 340 of O 
%* 356” DEALERS who repair or sell used safes | 
wy, ” 365 rr 
ge 16 C~ will find INSUL-AMP sells on the first call. be 
24, =" 386 * Write for details today. 
= ae 
th 
BRUSH-PUNNETT CO 
¥ 
545 WEST AVE. ROCHESTER, N. Y. m 
re} 
Makers of Sentry Floor Safes th 
In 
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see an advantage in it. It continually brings in fresh 
thoughts and ideas. 

“Women have much to contribute to the post-war 
era. They can add new attractiveness to the myriad 
of new and better products which your factories will 
make. They can both soften and strengthen human 
relationship and help bring about better understand- 
ing between labor and management. Women in many 
industries as well as my own are participating more 
and more in this endeavor. International Business 
Machines Corporation considers this phase of the 
business so ‘mportant that a human relations pro- 
gram was organized 29 years ago and has been per- 
sonally directed through the years by its president, 
Thomas J. Watson. Our present Human Relations 
Council is composed of all men and women in super- 
visory capacities throughout the organization. 

“Now that the bonds of custom and tradition have 
been broken by war, let us list as one of the assets 
of the unspeakable disaster of this conflict the ability 
of women everywhere to make their contribution to 
the better, brighter world of tomorrow.” 


Oe 


ARKANSAS NEWS NOTES 





Allen D. Rebo, Correspondent 





Ben R. Hamilton, sales manager for the Democrat 
Printing & Lithographing Company, Second and Scott 


Streets, Little Rock, Ark., recently addressed that city’s | 
Mr. Hamilton | 


traced the growth of the state’s comparatively new | 


Rotary Club on “Labeling Arkansas.” 


canning industry to its present stature of $17,000,000 
per year, and announced that this industry recently 
had begun buying labels within the state on a gigantic 


scale. His firm alone, Mr. Hamilton said, produced | 
72,000,000 lithographed labels for Arkansas canners | 


during the past year. 
* 7 7 
Miss Aline Murray, formerly business manager of 
the Jonesboro (Ark.) Daily Tribune, has acquired a 
part ownership of the Cross County Printing Com- 
pany, of Wynne, publishers of the Wynne (Ark.) 
Star-Progress. The firm also does general commercial 
printing and publishing. Miss Murray and her two 
brothers, Andrew and Donald Murray, purchased the 
printing firm from Roland Hughes several years ago. 
* a a 
Ben R. Hamilton, sales manager for the Democrat 
Printing & Lithographing Company, Little Rock, has 
been elected president of the Central Arkansas Sales 
Executives’ Council. 
_ iliac 
CARTER’S ISSUES GUIDE TO ADHESIVES 


The recent Carter ‘“newscard” is one that has roused 
considerable favorable comment because of its usual 
convenience and utility. Actually it is a reproduction 
of a chart titled, “When Your Customer Asks—'WHAT 
SHALL I USE TO STICK?’—Here Is the Answer.” 
Nine materials are listed vertically and horizontally, 
and by cross reference it is easy to determine the 
proper adhesive for sticking like or unlike surfaces 
together. 

The chart itself is an 8% x 1l-inch card, and has 
been prepared especially for reference use by dealers 
and their salespeople. That the new chart is meeting 
a popular demand is attested by the fact that several 
dealers have asked for extra copies to be carried by 
their salesmen. 

a 


LIEUTENANT RYAN MISSING 
Lt. Bob Ryan, former salesman working out of the 
Chicago office of The Carter’s Ink Company, has been 
reported missing in a flight over Spain. He served 
through the African and Sicilian campaigns and also 
in Italy. 
February, 1944 
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GET DOWN TO BUSINESS 








Business for all of us right now means war 
what else matters if we fail 






business .. . 
in that? 
GRAFFCO products, small as they are, 
play a prominent part in speeding the flow 
of men and supplies from home front to 
fighting line. 

To our customers, most of whom are en- 
gaged in this vital work of distribution, 
we pledge a continuation of our efforts to 
make and deliver the best of which we 
are capable. 

GEORGE B. GRAFF COMPANY 


64 Washburn Avenue, Cambridge, Mass. 
Makers of 

Cellugraf Signals Nu-Vise Signals 

Nu-Viz Signals Maptacks 


FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 





















All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 





Stools. 


PROMPT SHIPMENT 


out of New York stock or direct from factory. 


Don’t turn down chair inquiries— 


State whether or not priority 
rating is available. 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 
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MASONITE FLOOR PADS 


FOR 
IMMEDIATE 
\ DELIVERY 
__— Mas, “ie e 
Z 
¢o \ 36x48 
NATURAL 
COLOR 


4 IN A CARTON 








OFFICE SPECILTY MFG. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 











"Nick & PULL” 


WITH: PATENT STRING FEATURE 


Fe Mew 
IN 2 ? COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 








laisdell penci co.. 


PHILADELPHIA, PA., U.S. A 
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KROL OFFICE EQUIPMENT IN NEW QUARTERS 

The Krol Office Equipment and Supply Company, 
535-539 South Franklin Street, Chicago, Ill., have 
announced that they are now located in their new 
quarters at this address, a move of their stationery 
warehouse and general offices being necessitated by 
increased sales volume. The new quarters, it was 
stated, have 6400 square feet of floor space, while the 





Nab 
THE NEW KROL QUARTERS IN CHICAGO.—Top, 
Eleanor Krol and Henry H. Krol, president, in the lat- 
ter’s private office. Center, a section of the general 
stock room at the new South Franklin Street stationery 
warehouse. Below, “demand” items are assigned to 
special storage space, ready for immediate access. 





furniture warehouse will be maintained at 2034 North 
Lincoln Avenue. 

Mr. Henry H. Krol, founder of the organization, has 
been actively engaged in the office supply field in 
Chicago and the Middle West for the past 24 years. 
The second anniversary of the Krol company was 
celebrated only recently. Present personnel includes 
Mr. Krol, Eleanor Krol, Maurice Silfris, Bob Mac- 
Donald, Max Massie, E. H. Debes, J. Leon, Ware Ham- 
lin and G. Diemer. 

The addition of a mail order division is planned 
Krol is extremely optimistic about the 
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“He Straightens Out Our Delivery Tangles” 


Keeping data “in one’s head” is fine—in its place. 
But to keep mental tabs on all the complicated oper- 
ations of a modern business would strain the powers 
of even a Hindu mystic! 

What’s needed are records—records of orders, of 
deliveries, and of every stage of manufacturing oper- 
ations. Records that give complete and accurate con- 
trol of all processes, all transactions. 

Supplying modern record forms to business is 
Uarco’s job. Tailored to individual needs, Uarco forms 
routinize complicated operations—remove the guess- 
work—speed and simplify the work. And because 


AUTOGRAPHIC REGISTERS 





soy “ ¥ ce 
os saint Sa 
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BETTER BUSINESS RECORDS 


Sea Gl sg, bie oo i OE SS OEE 


Uarco has been doing that job for years, you can be 
sure that Uarco record forms, either autographic 
or typewritten, give you the latest, most up-to-date 
assistance. 

If you have a special problem concerning business 
forms or records, bring it to Uarco. They will consider 
it a privilege to study your problem and to work with 
you in solving it with Uarco forms. Just have the 
Uarco representative call! 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland e¢ Offices in All Principal Cities 




















JASPER CHAIR COMPANY 
Vo NUMBE 











No. 88 stenographer 
chair, walnut or ma- 
hogany finish, or 
quartered oak. 


No. 200 stenographer 
chair, walnut or ma- 
hogany finish, or 
plain oak. 














No. 100 executive chair 
in quartered oak. No. 


To Fill the Myriad Needs 
of Busy Americans, | : 


Industry's Wheels will HUM ! sh 


Well organized and equipped, working in For the duration, however, we offer the 
harmony in a common cause, victorious JASPER CHAIR COMPANY V Number 





America will go forward to greater ac- designed to conserve critical materials, 
complishment. And, bringing better serv- give maximum service and safety, and 
ice to business offices will be JASPER duly provide for the comfort and effec- 


CHAIR COMPANY Office Chairs—utiliz- tiveness of individual users. Be sure to 
ing released materials, improved designs specify priority on all orders to assure 


and the same good quality of materials, best possible service under the regula- 
craftsmanship and construction which tion. And for fine quality and luxurious 
have characterized ‘The Right Chair At convenience after the duration, specify 
The Right Price.” “The Right Chair At the Right Price.” 


AAS PER CHAIR CQO. 


JASPER IN DIANA 





Geo. A. Litchfield, Sales Mer. 


REPRESENTATIVES: 
E. W. Themas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station 327 Sunset Drive, Nort 6708 Glenwood Ave., Chicago 105 Orpheum Bldg. 383 Madison Ave. 
(Phone ROGers Park 3644) Seattle, Wash. New York. N. Y. 


Daytona Beach, Florida St. Petersburg, Florida 
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future of Chicago and midwestern markets in office 

supplies, basing his opinion on the belief that the 

great influx of manufacturing industries recently in 

this area penny will continue in the post-war era 
_— >= 


PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 





Ray J. Scott, formerly with the Monroe Calculating 
Machine Company in Seattle, Wash., before going off to 
the wars, i; making the name “Private Scott” about 
as synonymous as “Sgt. York” of the first global war. 
A salesman for the calculating machine company, he 
knew this complex machine from A to Z, and was 
handy as a mechanic. Such knowledge of mechanics 
has now served him in good stead. Over in th2 recent 
stiff fighting against the Nazis in Italy, Scott was sup- 
posed to be a runner between a ballalion command 
post and a forward artillery observation post, but when 
the Jerries hit the observation post, killed the radio 
operator and the forward observer while knocking out 
the radio, the calculating machine man tinkered with 
the radio, got it to working, and took over the observa- 
tion. Under heavy fire, his radio was knocked out 
again several times, but when it was wrecked beyond 
repair he carried it back to the command post. Later 
Scott volunteered to go through the heaviest kind of 
interlacing enemy machine-gun fire and mortar bar- 
rage to the regimental command post. He next led a 
group of litter-bearers into the battle area for the 
wounded Yanks, finally leading an “info” patrol 
against enemy positions. The information he secured 
paved the way for the highly successful attack against 
the Nazis the next day. 

oo * * 

John W. Graham & Company, “If It’s Made of 
Paper We Have It,” at Spokane, has been boosting 
“1944 Office Supplies for the Victory Year.” For this 
year, designated as “Victory Year,” the large stationery 
house has been giving extensive sales promotion to all 
types of office supplies for recording the business that 
is now unfolding. The Graham company has been 
featuring in January a host of expanding field equip- 
ment, simplified bookkeeping systems, columnar books 
and columnar pads, as well as inventory sheets. 

* * * 

Teletype operators, swiftly trained, and also Comp- 
tometer and calculator operators, are being turned out 
in large number by well-equipped business machine 
schools and business colleges of the Pacific Northwest 
area. In this manpower and girlpower shortage area, 
the colleges have been centering much attention on 
simplified training on various adding and mathemati- 
cal machines, since there is a most acute shortage 
of operators. Training an hour or two a day for a 
short period has opened the way to remunerative em- 
ployment within and outside of the area—with many 
a Teletype operator going off to the national capital 
into high-paid positions with the governmental de- 
partments. 

* * a 

New honors have been bestowed on Eddie Vine, who 
operates a pen and specialty shop on Union street, 
Seattle, in his election to the presidency of the Poggie 


Club, angler’s organization of Seattle, Wash. Mr. Vine, | 
who has closed a most active year in having Seattle | 


anglers take servicemen fishing for the time of their 
lives on Puget Sound and nearby streams, was chosen 
to head this club at its recent annual meeting. An ar- 
dent angler, Mr. Vine has displayed some of the most 


noted specimens which he took on recreation jaunts. | 
* * 


7 


The West Made Desk Company at Portland, Ore., 
whose buildings have become a shipyard in the emer- 


gency, forcing a closing for the duration on account | 


of material shortages, has been selling equipment and 
materials, with Percy A. Smith in charge of the war 
plant liquidation. 
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We are spending thous- 
ands of dollars every 
year in national adver- 
tising to tell the 
public how to fill an 
Inkograph properly. 

You can help yourself 
and us by making sure 
that every purchaser of 
an Inkograph is shown 
how to fill and take 
care of it--to insure 
performance equal to 
that of any high-priced 
fountain pen. 

This is fully explained 
in the instruction sheet 

“ supplied with every 
E' Inkograph and which 

* should be given to each 
-: purchaser. 


Inkograph Co., Inc. 
lane Hudson St. 





We Will Pay 
Ymertsf $100 


Jor an acceptable (dea for a 


I My ULL 


The manufacturing resources of PRESTO Products 
are now helping to shorten the war. When Victory 
comes, PRESTO Products will be back with the latest 
improvements for postwar Stationery Store Markets. 
We are planning new products for postwar selling 
to increase Stationery and Office Supply store sales 
and help to extend further the popularity of the 
famous PRESTO Stapler and other PRESTO 
Products. 

We prefer products that can be made of metal or 
plastic. Products must have universal consumer 
appeal and sell under $10.00. IF YOU have an idea 
for such a new product, or an improved feature for 
an old product, write describing the service it is 
designed to give. 

BUY MORE WAR BONDS AND HELP SHORTEN THE WAR 


| aN ee) 2 | COP 


3200-08 CARROLL AVE. 


CHICAGO, ILL 











On November 23, 1942, we inserted the following ad- 
vertisement in the newspapers. The thoughts expressed 
in it are even more important today than they were 
when first published. 


MONEY TALKS 


Make it speak the only language 
the Axis understands: 


THE RUMBLE OF TANKS 
THE ZOOMING OF PLANES 
THE CRACK OF RIFLES 
THE ROAR OF CANNON 
THE BURSTING OF BOMBS 


BUY WAR BONDS 


INTERNATIONAL BUSINESS MACHINES CORPORATION 











VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U. S. A. $10.85. A few exclusive terri- 
tories still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


. U.S. Pat. Of. 


COPYHOLDER 
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U. S. COMMERCIAL INTELLIGENCE UNIT LISTS 
PURCHASING COMMISSIONS LOCATED HERE 


The Commercial Intelligence Unit of the United 
States Department of Commerce has, from time to 
time, received requests for the names and addresses of 
the various foreign governmental supply missions lo- 
cated in the United States. Obviously it is imprac- 
ticable to prepare a complete list, as some of the com- 
missions are but temporary and leave the United 
States immediately on completion of their missions. 
However, there is given below a list of semi-permanent 
purchasing and supply commissions now located in the 
United States. 


ARGENTINA 
Brigadier General Antonio Parodi, Military Attache, 
1816 Corcoran Street, N. W., Washington, D. C. 
Captain Alberto D. Brunet, Naval and Air Attache, 
1302 Eighteenth Street, N. W., Washington, D. C. 
Colonel Julio C. Checchi, Argentine Purchasing Commission, 
1775 Broadway, New York, N. Y 
Colonel Alfredo Paladino, Air Attache, 
1816 Corcoran Street, N. W., Washington, D. C. 
*BELGIUM AND BELGIAN CONGO 
Belgian Purchasing Commission, 
630 Fifth Avenue, New York, N. Y. 
*BOLIVIA 
Lieutenant General D. Toro R., President, Bolivian Army Purchasing 
Commission, 
Room 1038, Fifteenth and K Streets, N. W., Washington, D. C. 
*BRAZIL 
Major Miguel Lampert, Chief, Brazilian Aeronautics Commission, 
3402 Garfield Street, N. W., Washington, D. C. 
Mr. Heraldo de Sauza Mattos, Brazilian Airplane Engine Factory 
Commission, 
60 East 42nd Street, New York, N. Y. 
Lieutenant Commander Antonio Cezar de Andrade, Officer-in-Charge, 
Brazilian Navy Purchasing Office, 
3007 Whitehaven Street, N. W., Washington, D. C. 
Colonel Stenio Lima, Brazilian Military Commission, 
2134 Le Roy Place, N. W., Washington, D. C. 
*BRITISH EMPIRE 
Commonwealth of Australia 
War Supplies Procurement, 
1700 Massachusetts Avenue, N. W., Washington, D. C. 
Great Britain 
British Ministry of Supply Mission, 
15 Broad Street, New York, N. Y. 
British Ministry of Supply Mission, 
1800 K Street, N. W., Washington, D. C. 
British Supply Council in North America, 
1800 K Street, N. W.. Washington, D. C. 
Canada 
Department of Munitions and Supply, 
1205 15th Street, N. W., Washington, D. C. 
India 
Indian Supply Mission, 
635 F Street, N. W., Washington, D. C. 
New Zealand 
New Zealand Supply Mission, 
908-910 G Street, N. W., Washington, D. C. 
Union of South Africa 
The Union of South Africa Government Supply Mission, 
907 15th Street, N. W., Washington, D. C. 
Government of Southern Rhodesia, 
905 15th Street, N. W., Washington, D. C. 
All other British Empire and Colonial Purchases 
British Colonies Supply Mission, 
908-910 G Street, N. W., Washington, D. C. 
CHILE 
Vice Admiral Vincente Marin, Chilean Naval Commission, 
1608 Q Street, N. W., Washington, D. C. 
Group Commander Paul Gonzalez, Chilean Air Force Commission, 
1608 Q Street, N. W., Washington, D. C. 
Brigadier General Oscar Fuentes, Chief, Chilean Army Purchasing 
Commission, 
1608 Q Street, N. W.., 
*CHINA 
Agency of the Republic of China for Lend-Lease Procurement 
China Defense Supplies, Incorporated, 
2311 Massachusetts Avenue, N. W., Washington, D. C. 
Purchasing Agents for the Republic of China 
Universal Trading Corporation, 
630 Fifth Avenue, New York, N. Y. 
*COLOMBIA 
Lieutenant Colonel Ernesto Buenaventura, Military and Air Attache, 
Embassy of Colombia, 
1520 Twentieth Street, N. W., Washington, D. C. 
*COSTA RICA 
His Excellency Carlos Manuel Escalante, Ambassador of Costa Rica, 
2112 S Street. N. W., Washington, D. C. 
*CUBA 
Colonel Felipe Munilla D., 
Cuba, 
2630 16th Street, N. W., 


(Continued on page 145) 


Washington, D. C. 


Military and Air Attache, Embassy of 


Washington, D. C 
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GOOD NEWS FOR YOUR CHAIR STARVED CUSTOMERS 


Now, you can obtain walnut chairs for 
prompt delivery, without priority! Here 
is the story: 

Thousands of choice walnut trees are 
being felled each month, to be cut into gun 
stocks. But not all the lumber is sufficient- 
ly wide or thick to be used for that purpose. 
Gunlockes’ have been able to purchase a 
substantial quantity of the extra lumber, 
and have built it into fine office chairs that 
meet the usual rigid quality standards. 

A considerable stock of chairs is already 
on hand. Consequently, prompt shipment 
can be made on most patterns, and 
priorities are not required. 

Send in your order now because orders 
will be filled in the sequence they are 


received. 





V1310S 











BACK THE ATTACK 
BUY WAR BONDS 


GaferW. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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No Doubt About It 


This shortage of fibre board is the real thing 
nothing fictitious about it. Right at this moment 
it is a vital war material and as scarce as hen’s 
teeth. 

We are doing our level best to stretch our 
meager allotment to cover the basic requirements 
of all our loyal dealers. 

So, if we don’t ship you the number of files you 
order, please be patient. You can be certain we 


are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 
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FOREIGN PURCHASING COMMISSIONS 
(Continued from page 142) 


Lieutenant Commander Felipe E. Cadenas, Naval Attache ZEPHYR DUPLICATING BLACK 
2630 16th Street, N. W., Washington, D. C 


*DOMINICAN REPUBLIC ae Oo i 3 
Jesus Maria Troncoso, Minister of the Dominican Republi« THREE GOOD REASONS / 
2101 Connecticut Avenue, N. W., Washington, D. C FOR USING THIS INKe 
*ECUADOR 


His Excellency Colon Eloy Alfaro, Ambassador of Ecuador, MINIMUM PENETRATION 


Barr Building, Washington, D. C. 


*FRENCH TERRITORIES 
Delegation of French Committee of National Liberation DENSE JET BLACK 
Jean Paul Levi, Director, Chief of Purchasing, 
626 Fifth Avenue, New York, N. Y. QUICK DRYING 
Mr. A. L. Barocco, Chief, Economic and Civilian Section, French 
Military Mission, 
1622 18th Street, N. W., Washington, D. C. 
*GREECE 
Greek Embassy, 
2221 Massachusetts Avenue, N. W., Washington, D. C 
GREENLAND 
Danish Consulate General, Greenland Section, 
17 Battery Place, New York, N. Y. 
*GUATEMALA 
Dr. Enrique Lopez-Herrarte, Counselor, Legation of Guatemala, 
1614 Eighteenth Street, N. W., Washington, D. C 
*HAITI 
Mr. Elie Garcia, Secretary of the Embassy of Haiti, 
4842 16th Street, N. W., Washington, D. C. 
*HONDURAS —_ 
His Excellency Julian R. Caceres, Ambassador of Honduras 
26 Woodley Place, . W., Washington, D. C. nena e 
—_—8 PHONE—WIRE—WRITE OUR NEAREST PLANT 


Iceland Purchasing Commission, 


war Building, 595 Madison Avenue, New York, N. Y Sinclair and Valentine Co. 


Iranian Trade and Economic Commission, 


30 Rockefeller Plaza, New York, N. Y. vINKS) 
*MEXICO 


His Excellency Francisco Castillo Najera, Ambassador of Mexico, 

















Embassy of Mexico, 2829 16th Street, N. W., Washington, D. C. 611 W. 129th Street, New York 27, N. Y. 
*NETHERLANDS 
Netherlands Purchasing Commission, BRANCH PLANTS Detroit 
744 Jackson Place, N. W., Washington D. C., and ai pee Cleveland 
10 Rockefeller Plaza, New York, N. Y. Baltimore Albany Phang 
IC; TTS Philadetphi Chicago jew Haven 
*NICARAGUA re nanene Clty Birmingham 


His Excellency Guillermo Serilla Sacasa, Ambassador of Nicaragua, 
1627 New Hampshire Avenue, N. W., Washington, D. C. 
*NORWAY 
Royal Norwegian Purchasing Mission, 
3409 Fulton Street, N. W., Washington, D. C. 
*PANAMA 
Mr. Narciso E. Garay, First Secretary, 
2862 McGill Terrace, Washington, D. C. 
*PARAGUAY 
His Excellency Colso R. Velazquez, Ambassador of Paraguay, 
Embassy of Paraguay, 8722 Harrison Street, N. W., Washing- 
ton, D. C. 
Colonel Luis Santiriago, Military Attache to the Paraguayan Embassy, 
3722 Harrison Street, N. W., Washington, D. C. 
*PERU 
His Excellency Manuel de Freyre y Santandor, Ambassador of Peru, 
Embassy of Peru, 1300 16th Street, N. W., Washington, D. C. 
Rear Admiral Enrique Labarthe, Peruvian Naval Purchasing Com- 
mission, 
1320 16th Street, N. W., Washington, D. C. 
Colonel Jose M. Tamayo, Military Attache to the Peruvian Embassy, 
1301 15th Street, N. W., Washington, D. C. 
Colonel Armando Revoredo Iglesias, Air Attache to the Peruvian 
Embassy, 
1320 16th Street, N. W., Washington, D. C. 
*POLAND 
Polish Embassy, 2640 16th Street, N. W., Washington, D. C 











Place Moistened Sticker Here 


Gu Lemond! 


EUREKA MOUNTING 
STICKERS 


EFFECTIVE SUBSTITUTES FOR 
METAL PAPER CLIPS 








Don't worry if you don’t enjoy low ratings to get all 
the metal paper clips you need! Lick this priority prob- 
lem by using Eureka Mounting Stickers. They serve 
the same purpose! 





800 Stickers in convenient book package with complete 


neiearensa instructions! A bargain value at 10¢ 
AS 7 4 | - 
Pottugusse Purchasing and Trade Commission. | Used in home... school . . . office! For fastening correspondence, 
Mr. J. Freire de Andrade, President, mounting clippings, collecting recipes, attaching items in scrap- 
630 Fifth Avenue, New York, N. Y. books and albums, mounting snapshots! They're better quality .. . 
Portuguese Purchasing and Trade Commission, | more convenient to use . . . and most economical for the money! 


Wardman Park Hotel, Washington, D. C. 
*EL SALVADOR 
His Excellency Hector David Castro, Ambassador of El] Salvador, | 
2400 16th Street, N. W., Washington, D. C. | 
SWEDEN 
} 
| 


ANOTHER WHIZ OF A VALUE... DUPLISTICKERS... 


have proved their value in office and factory 
for file folder indexing, direct mail and 
multi-addressing! Packed in perforated, easy- 
to-use sheets. Choice of 5 colors. 

Retails at 50¢ 











Swedish Government Cargo and Clearance Committee, 
630 Fifth Avenue, New York, N. Y. 
*TURKEY 
Turkish Embassy Supply Office, 
2202 Massachusetts Avenue, N. W., Washington, D. C 
*UNION OF SOVIET SOCIALIST REPUBLICS—RUSSIA 
Amtorg Trading Corporation, 
210 Madison Avenue, New York, N. Y. 
The Government Purchasing Commission of the Soviet Union in the 
U. S. A.—Major General Alexander Belyaev, 
3355 16th Street, N. W., Washington, D. C. 


Ask your dealer for additional informa- 
tion on these and other EUREKA money 
and time saving gummed labels! 


*URUGUAY ; a 
Colonel Medardo Farias, Military Attache for Air, Eureka Specialty Printing 
Embassy of Uruguay, 1010 Vermont Avenue, N. W., Washing Company, Sales Dept., 
ton, D. C. Stationery Div.1| W.42nd 


(Continued on page 146) | Street, New York, N. Y 
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Copy RIGHT Corvuoroer 
The TILTING, TWO LEVER —-—-- — 
Ball Bearing,. Lifetime 


Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
@ 

FOR MODERN, FRONT-VISION 

Line for Line Copying 


A Necessary Adjunct to 
Every Typewriter 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 


ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes 
Backache, Time MONEY! 


OPPORTUNITY 
FOR DEALERS! 


A timely, useful, available product, 
made of steel . . . will serve your 
customers for immediate war work 
and many years thereafter. 

Top profits multiply with each sale 
—one sale leads to another because 
every active office needs more than 
one . . . sometimes dozens. 

Order a couple of samples to- 
day; or cut ad, pin to your letter- 
head and mail . . . we'll send you 
complete data. 


COPY RIGHT MFG. CORPORATION 


PARK PLACE * «@ NEW YORK 


Your BUY | 
For 1944 . 


WAR BONDS 


and 







INFORMATION 
AND SAMPLE 
PROMPTLY 
ON REQUEST 


Sawn Bran, Le 











38 East 21st Street, New York 10, N. Y. 
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FOREIGN PURCHASING COMMISSIONS 
(Continued from page 145) 
*VENEZUELA 


Colonel Juan Jones-Parra, Military Attache, Venezuelan Embassy, 
2445 Massachusetts Avenue, N. W., Washington, D. C. 
*YUGOSLAVIA 


Yugoslav Embassy, 1520 16th Street, N. W., Washington, D. C. 

*The President has declared the defense of this country vital to the 
defense of the United States and thereby eligible for Lend-Lease assist- 
ance. Consequently the Office of Lend-Lease Administration, 515 22nd 
Street, N. W., Washington, D. C., may be able to provide additional 
information regarding the sale of goods and materials to this foreign 
government. 

Preservation of this list is recommended to manu- 
facturing stationers, office machine and furniture 
makers, manufacturers’ representatives and export 
agents seeking to establish post-war distributive con- 
nections in any of the above-mentioned countries. 


——— ote 


PARKER BOOSTS GOVERNMENT’S WARTIME 
LETTER DRIVE WITH NEW V-MAIL PROMOTION 


Co-operating with the Government’s campaign for 
more wartime letter writing, The Parker Pen Com- 
pany has ready for distribution a new “Quink” V-Mail 
display for a special promotion to “Make March V-Mail 
Month” through the nation. The three-piece display is 
designed to enable dealers to help both their country 
and themselves, and to tie-in windows and counters 
with the March “Quink” promotion. 

Three colorful display cards make up the set. The 
center card, 22x28 inches in size, is adapted from 
Douglass Crockwell’s emotion-packed illustration tell- 
ing the “Quink” with solv-x story in full-page color 





CENTER UNIT OF NEW PARKER 
V-MAIL DISPLAY FOR MARCH 


ads which will appear in the American Weekly Feb- 
ruary 20, and in the Chicago Tribune, New York News 
and Philadelphia Inquirer February 27. In all, 23 
newspapers will carry the story. 

The two smaller cards, 14x22 inches, are also in 
color, and feature “Micro-film Black Quink” and the 
newscast program, “Ned Calmer and the News,” aired 
twice weekly over 128 CBS stations from coast to coast. 
Also included is a special “Micro-film Black” V-Mail 
card, illustrating the small size of V-Mail film. A 
limited number of 3 x 4-foot Crockwell posters in color 
are also available. 

The sets will be sent on request to dealers inter- 
ested in boosting “Quink” sales during the March 
V-Mail campaign. Orders should be sent to The 
Parker Pen Company, Janesville, Wis. 
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These Fine Taylor Chairs 
are Available NOW! 


7 every one of these 18 TAYLOR chairs is in 
present production and can be shipped without delay. 


Of course, the line is not as complete as before the war 
but it’s comprehensive enough to meet an unusually wide 


range of requirements and satisfy your Customers. 


It really represents the cream of the TAYLOR line and 
includes a good showing of luxurious leather upholstered 
chairs, dependable, moderate priced all wood chairs 
and four of the most popular TAYLOR correct posture 
chairs, upholstered and plain wood, with three-way 
adjustment to provide efficient seating comfort and 


minimize fatigue. 


All of the swivel chairs have the famous TAYLOR Wood 


Screw Swivel, self-lubricating, smooth operating and 
easily adjustable. This Wood Screw Swivel is easily 
interchangeable with the standard TAYLOR Chair Iron, 


after war restrictions are lifted. 


Send in Your Orders— 
WE CAN SHIP PROMPTLY 








No. 134 No. 134/2W No. 8849}2W 
ww 


The*Taylor Chair Company 


BEDFORD, OHIO, U. S. A. 


FOUNDED 1816 
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tis our job well occupies 
all of our time and energy. Knowing full 
well how important will be the role of 
these Jackson Desks turned out, we take 
extra pride in watching these well de- 
signed, sturdily built desks roll out of our 
factory. And it is a pride that is shared 
by every one who comes in contact with 
these desks .. . cabinet makers, trimmers, 
finishers and those in our shipping depart- 
ment who prepare this merchandise for 


shipment to the trade. 


Our dealers may rest assured that such 
pride in achievement insures the perma- 
nent high standard of quality in Jackson 
Desks. 





* BUY WAR BONDS TO SPEED VICTORY * 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S$. R. Evans, 421 Hampton Court, Athens, Ga. 

Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDanie |, 3600 Parkhill Drive, Ft. Worth, Tex 
Charles L. Pettibone. Bedford. Ohio 


REPRESENTATIVES: 
james H. Davison, Hotel Figueroa, Los Angeles, Cal 
Marion V. Follin, 220 Fairbanks Road, Riverside, til 
George 8. Wray, 130 W. 42nd St., Room 819 New York 
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TAX FACTS 


By FRED MERISH 


a 

NE OFFICE appliance dealer recently wrote, “We 

have always appropriated a certain percentage 
of sales for advertising, but, with sales restricted, we 
have decreased the appropriation for the time being 
with the intention of laying aside the difference to 
be used in the post-war period when the pickings wil! 
be better. This transfers the difference between our 
usual appropriation and what we actually spend for 
advertising from profits to a reserve where the amount 
will be frozen until the end of the war. Do you feel 
that the Government will allow this reserve since it 
has been our custom to spend this much for adver- 
tising?” 

This query poses a question that carries an impor- 
tant message for readers, because we know from our 
experience in this field that many others are in the 
same quandary about a similar problem. The reply is, 
“No.” The Government does permit taxpayers to carry 
reserves for depreciation and bad debts, but not for 
advertising now or in the post-war period. The exist- 
ence of a reserve on the taxpayer’s books means that, 
in most cases, profits have been charged with the 
amount credited to the reserve. This charge cannot 
be taken as a deduction on the tax return under these 
circumstances. In the final analysis, the income tax 
law is concerned with definite profits and losses, not 
probabilities. Of course, there is nothing to prevent a 
taxpayer from opening such reserves and recording 
them for his own use but omit such transactions when 
filing a return. 

Another dealer writes, ‘We charge off a certain per- 
centage of sales each month to cover an estimated 
loss on inventory based upon previous experience fig- 
ures. This enables us to include the figure in our costs 
each month without taking a monthly physical count. 
Is this deductible on the tax return?” Again, the 
answer is, “No.” Any loss on inventory would be re- 
flected in the year-end count as reported on the tax 
return, hence, it cannot be deducted twice. 


Reserves for Price Decreases 


Here is another query on inventory that is worth 
answering because it contains a thought that is going 
through the minds of some dealers when visualizing 
the post-war period. “Can I set up a reserve to take 
care of a possible decrease in the market price of 
merchandise after the war?” You may if you wish, 
but keep the deduction that creates such a reserve, 
and also the reserve, off the tax return. The deduc- 
tion won’t pass. Moreover, many concerns are main- 
taining such reserves. A large chain recently showed 
a balance sheet with some half million in reserves to 
take care of future price declines. This is frequently 
done for the sake of a conservative statement for 
stockholders but it is taboo at the tax office. 

“Tf we can’t get such tax deductions, why enter the 
recordings in the books?” asked this dealer when we 
gave our opinion. “Because it is good business man- 
agement,” we told him. “Remember that the income 
tax laws do not always square with conservative man- 
agement. That is where a lot of dynamite lies with 
the hazard increasing as the law gets more complex 
and the rates soar higher.” . 


Status of Courtesy Discounts 


“Are courtesy discounts to employees on purchases 
includable as wages for withholdings?” asks another 
dealer. If relatively small, they are generally not con- 
Sidered remuneration for services, neither are ordinary 
facilities or privileges extended employees by em- 
ployers, such as medical services, or entertainment 
given to promote good will, health, contentment and 
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CARD UPRIGHTS 


5x3 

6x4 

8x 5 
Tabulating 







A full line of card files is offered in all standard sizes. 
Smooth working side suspension, heavy duty wood con- 
struction, standard green finish. Also— 


Legal and Letter Sizes 
2-drawer 3-drawer 4-drawer 


All made of the same excellent construction. 
The demand for this merchandise is great. Write for 
particulars. 


BUSINESS EFFICIENCY AIDS 


Makers of “TIME-SAVER” Office Equipment 


P. O. Box 258-J Skokie, Illinois 




















No. 130—“Sentinel” Ash Stand—Solid Walnut 


Retails 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


‘‘MEMORY MASTERPIECES’’ 
AURORA, ILLINOIS 
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~ OTHELLO 


WITH THE MICROFINE 
LEAD 
STRONG—SMOOTH—PROFITABLE: 

5 DEGREES— 
No. 1, Soft. 
No. 2, Medium. 
No. 2 4/8, Medium Hard. 
No. 3, Hard. 
No. 4, Extra Hard. 


Boxed or banded “Othello’—the finest 
quality five cent pencil in the market. 


“Othello” colored, indelible and drawing 
pencils. 





th O-FL 


SWAN PENCIL COMPANY 
221-225 FOURTH AVENUE NEW YORK CITY 














Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Procise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 
28 N. Loomis St., Chicago 7, Ill. ” 
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efficiency. Tips or gratuities given to an employee by 
a customer, and not accounted for by an employee 
to his employer, are not subject to withholding. 

A Pennsylvania dealer asks, “We pay a salesman a 
flat sum to cover wages and expenses. Is the total 
sum to be considered for withholding?” The 1943 pay- 


' as-you-go tax bill follows closely the provisions of the 


Victory Tax, which states that, “Amounts paid or 
reimbursements made to employees specifically for 
traveling or other expense incurred in the business 
of the employer” are not subject to withholding. The 
Bureau of Internal Revenue has ruled informally 


oS that the same rule will apply under the 1944 bill; 


hence, the amount upon which the withholding should 
be computed is the sum paid minus the expenses actu- 


a ally incurred in the employer’s business and accounted 


for as such. This is also the way the computation is 
handled under Social Security Act rulings. 

“An applicant for a position demanded that I pay 
the tax. Is this permitted?’ This query covers an evil 
brought into being by the manpower shortage. The 


' law calls for the employee to pay his own tax. If you 


pay it, this may be regarded as a wage increase and 
you may be breaking WPB regulations, too. Moreover, 
you will be obliged to pay a tax on the increase, other- 


- wise, a tax on the employee’s tax. The high tax rate 


has a two-fold purpose: (1) To get revenue, (2) To 
prevent inflation. By paying an employee’s tax, you 
aid inflation. 

Also be careful that you do not hire employees in 
violation of WPB regulations or you may be penalized 
under the Stabilization Act of October, 1942. An em- 
ployer who hires a worker in violation of a WPB reg- 
ulation may not be permitted to count any wages 
paid to the worker as a deduction from his income tax. 

A New York dealer leased a business property and 
made $2,000 in improvements thereon. He wants to 
know if he can depreciate this investment or write it 
off in one lump sum against profits. You can de- 
preciate an improvement of this kind over the years 
of the lease or the useful life of the improvement. 


ec 

HANBY OPENS NEW STORE IN WILMINGTON 
The George D. Hanby Company of Wilmington, Del., 
has announced the opening of a new store at 805 
Shipley Street in that eity for the exclusive showing 


see. 
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THE NEW GEO. D. HANBY CO. STORE 


and sale of office furniture. The Hanby stationery 
store will remain at 919 Market Street in Wilmington. 

The following lines will be carried at the new loca- 
tion: Art Metal Construction Company, Commercial 
Furniture Company, The Taylor Chair Company, 
Typosture Chair Company, Cramer Posture Chair 
Company, Inc., Sturgis Posture Chair Company, Victor 
Safe and Equipment Company, Rockwell-Barnes Com- 
pany, Doten-Dunton Desk Company, Myrtle Desk 
Company, Martin-Parry. Company, Philadelphia Carpet 
Company and Postindex. 
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In battle the shell ranks as important as the 
gun which fires it. When both are used 


efficiently, they form an unbeatable team. 


In the business world good filing equipment 
is the secret of real office efficiency. The 
file itself must possess merit, but its true 
function depends upon the efficiency of the 


filing supplies which give it usefulness. 


Join the ranks of IMPERIAL dealers... you 
get PLUS FEATURES at no extra cost. 


Imperia) 


F O £22 ae 0 ee ee ee oe ae 
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SPEAKING OF CALENDARS 





In conforming to the war time economy and various conser- 
vation orders the Ever Ready line of desk calendars was of 
necessity reduced to such numbers as would best serve the 


public and at the same time avoid the use of materials needed 





in the war effort. Plastic base calendars were featured ex- 








clusively in sufficient variety to insure as far as possible our , 
’ S 
customer’s demand. ‘ 
Vv 

Looking back, we are in hopes our efforts were not dis- d 
wd rT. ° Cc 

appointing to many of our customers. This message, there- a 
fore, is offered in the hopes vou will understand our appre- g 
a ’ a ; a 
ciation of your cooperation and it will be our good fortune to te 
, iat ‘ — V 
enjoy a continuance of same. We in turn pledge to supply c! 
Ever Ready quality in workmanship and materials as in the q 
et 

past. W 
Yr 
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EVER READY CALENDAR MFG. Co. : 
pl 

JERSEY CITY NEW JERSEY ii 
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HOW THE ARMY TAKES CARE 


OF ITS TYPEWRITERS 
By TECH. SGT. WILLIAM E. JONES 
and 
CPL. R. H. ANDREWS 
Typing Instructors, 
Quartermaster Replacement Training Center, 
Camp Lee, Va. 
HE MANUFACTURE of typewriters ceased entirely 
on October 31, 1942, and presumably no more will 
be available for the duration. The Procurement Divi- 
sion of the United States Treasury Department, in co- 
operation with the War Production Board, has been 
engaged in a national campaign to buy from the 
general public 600,000 machines—seven years old or 
less—for the fighting forces of the nation. As these 
machines are acquired, they are being reconditioned 





AN ARMY TYPEWRITER UNDERGOES RECONDITION- 
ING.—Everything possible is done by trained experts 
to keep Army machines functioning at tiptop efficiency. 
Above, Pvt. Raymond C. Holliday, former typewriter 
repairman of Cincinnati, reassembling a typewriter fol- 
lowing a repair job at the typewriter repair shop, 


Camp Lee, Va. 
(Official U.S. Army Photo, Public Relations, QMRTC, Camp Lee, Va.} 


to Treasury specifications and then delivered to the 
armed services. All surplus typewriters in the posses- 
sion of the civil agencies of the Federal Government 
are being transferred to meet urgent needs in th2 
war effort. 

Typewriters, in their own undramatic way, are in- 
dispensable war tools, and are as essential to the effi- 
cient functioning of a complex military organization 
as they are to a business house. 

These facts indicate the importance of keeping in 
zood operating condition every typewriter used in the 
administration and depot supply schools of the Quar- 
termaster Replacement Training Center, Camp Lee, 
Virginia, for the training of stenographers, typists and 
clerk-typists. 

The trainees entering the typing schools are ac- 
quainted at the beginning of the course with the 
echelon system of maintenance and repair of type- 
writers and office appliances, that has been set in 
motion by Section VI, Circular 122, War Depart- 
ment, 1943. 

The first echelon—performed by the operator—calls 
for cleaning, brushing off of erasings, periodic oiling 
of carriage rails, cleaning of platen, and ribbon re- 
placement. This should be taught in all typing schools. 

The second echelon requires the services of a quali- 
fied mechanic at the place of operation. This service 
is for the correction of adjustments and the replacing 
of minor parts. When more than second echelon work 
is called for, the machine will be shipped to a quarter- 
master repair shop. 

The third echelon work will be done by a qualified 
mechanic in the quartermaster repair depot. In this 


1944 
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Mr. DEALER 


Yes, it's a fact that more and more ribbon and 
carbon dealers are featuring "U. S.'' products 
. and it's a fact that the liberal ''U. S." price 
policy gives the dealer a higher-than-average 


profit margin. 


Why not get ALL THE FACTS? Write today, 
without obligation. 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street, Philadelphia, Pa. 
Established 1895 


“A Ribbon For Every Machine” “A Carbon For Every Purpose” 








STORAGE CABINETS 


DEALER APPROVED 


If you've tried the rest .. 
ow .. try the Best! 


LOOKS LIKE STEEL 
WEARS LIKE STEEL 


FABRICATED OF A 
SMOOTH HARD 
PRESSED WOOD 


HERE is a sturdy, rugged 
alternate for the metal cab- 
inet that's gone to WAR. 
The ‘Duron’ exterior is 
glued directly to a solid 
hardwood frame that will 
bear the brunt of hard 
usage. The cabinet, both 
inside and out, has a satiny, 
steel-like, Olive-Green fin- 
ish. It has been widely ac- 
cepted by Governmental 
Agencies and War plants. 


SPECIFICATIONS 
36” wide, 78” high, 18” deep. 
. . . 4 adjustable shelves 


. . . modern handles 
... lock and keys 


STORAGE CABINET 
$49.00 LIST 
(Set up—in cartons) 


WARDROBE CABINET 


Same Features as Above. 
Has Only One Shelf and 
oat Rod. 


$47.50 LIST 


FLOOR SAMPLE ORDERS 
Accepted. 





All shipments F.O.B. Chicago. 
Immediate delivery. 





No. ST 3678 


STORE FIXTURE CO. 
Chicago, III. 


GREAT LAKES 
1305-23 W. Carroll Ave. 
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RAVEN-X 


Carbon 






y Established 


= 

Quality 

Out of the famous, well-established Raven Line of 
Carbon Papers comes this revolutionary sheet, Raven-X. 
Adaptable for use on standard, electromatic or noiseless 
typewriters. 

Let one iine of carbon, Raven-X, in _ lightweight, 
medium weight or standard weight meet all your re- 


quirements. 
Samples gladly sent on request. 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458 E. 55th St. Cleveland, Ohio 




















Names do count for something! 


We are proud of ours- 


All Weather Stamp Pads and Inks 
Dri-Kwik Stamp Pads and Inks 
Fulton and Service Daters 


Fulton Business Outfits 


Qulton SPECIALTY CoO. 


200 Fifth Avenue, New York 10, N. Y. 
Factory at Elizabeth, 1, New Jersey 
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echelon, the equipment would receive a thorough 
cleaning, major repairs, and a general overhauling. 

The fourth echelon demands the skill of a qualified 
mechanic in a quartermaster repair depot. The ma- 
chines are rebuilt and refinished, rust is removed, 
broken castings repaired, major assemblies replaced, 
and usable parts are reclaimed. 

The tasks performed in the first echelon by the 
operator of the typewriter are given special emphasis 
in the QMRTC typing schools. A bottle of wood alcohol 
or benzine, a stiff typewriter brush, and a clean rag 
are provided for the purpose of cleaning the type. A 
long-handled brush and a clean rag are available for 
removing the dust and erasure shavings from the 
typewriter, and the typewriter table. Clean type will 
aid in giving each character a clear and legible pat- 
tern. The typist is judged by the neatness and accept- 
ability of his typewritten product. 

By the use of cleaning fluid, placed on a clean rag. 
the platen is thoroughly cleaned whenever necessary. 

Paper will feed into the machine better and will 
hold more tightly when the platen is clean. To pro- 
tect the platen the trainees are instructed to use two 
sheets of paper at all times. 

Before leaving the typewriter after a day’s work, 
the trainees are taught to remove the paper by the 
use of the paper release lever—leaving this lever re- 
leased, thus removing the tension from the paper feed 
rolls and protecting the rubber substance. All desks 
must be cleared of unnecessary papers and objects. 
Attention is given to the placement of stenographic 
tools—such as erasers, pencils and carbon paper— 
where they can be found quickly for the following 
day’s work. 

A lesson in the changing of the ribbon, the re- 
versing of the ribbon, and the use of the ribbon 
indicator and stencil lever is given. 

Attention is called to the second, third and fourth 
echelons of maintenance since, in the typing schools, 
an expert typewriter repairman is available at all 
times. The machines are checked periodically. Any 
mechanical defects found by the trainees are reported 
immediately. 

It has been through this careful and systematic 
means of checking that the typewriters in the typing 
schools have given excellent service since the estab- 
lishment of the schools at Camp Lee. 

The typewriter is as important to the typist as the 
rifle is to the rifleman. Just as the rifle must be kept 
in good condition, so must the typewriter be cared for 
carefully—since typewriters, too, have a vital role in 


| winning the victory. 


In fact, modern total war represents by far the 
most gigantic business enterprise ever attempted. 
Typewritten orders covering men, money and muni- 
tions must not go wrong. They may represent the 


| difference between success and failure on the far- 
flung, world-wide battle fronts of the earth. 


————— Po 


NCR USING WOMEN IN SERVICE DEPARTMENT 

Miss Hazel Hargus, of Rogersville, Mo., is a new 
apprentice in the service department of the National 
Cash Register Company, 301 East Walnut Street, 
Springfield, Mo. 

“We are finding women quite apt in the mechanical 
department,” says C. C. Smith, manager. “I really 
believe they study better than men, and while they do 
not have the strength for heavy work, they go right 
ahead, waste very little time, and really hunt for 
work.”—_EVH 

a ae 
GEISENDORF AND EATON HONORED IN BUFFALO 

Edward H. Geisendorf, president of the Eagle Office 
Equipment Company, Inc., and Richard W. Eaton, 
president of the Eaton Office Supply Company, Inc., 
have been appointed members of the newly-formed 
Domestic Trade Committee of the Buffalo Chamber of 
Commerce which will seek to promote teamwork 
among Buffalo firms engaged in domestic trade.—GET 
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This is the year 
of promise! 


This is the year which holds the promise of the 
end of Hitler and satellites in Europe. 


Then, in due time, the restrictions imposed by a 
two front war will be eased if not rescinded. 





Then we will be able to apply all our efforts, 
energies and manufacturing ‘know how" in mak- 
ing wood office chairs the way you and your 
customers like them. 


And, we look forward to 1944 as the year when 
we will be able to serve all our loyal customers 


Oo Sa 06 fee Cle 


generously. ( 
r 
High Point Bending & Chair Company 
SILER CITY NORTH CAROLINA F 
b 
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FIVE THINGS MANAGEMENT CAN 
DO TO PUT ITS HOUSE IN ORDER 
FOR POST-WAR CONTINGENCIES 


By GEORGE S. MAY 
President, 


George S. May Company 
Chicago, IIl. 


NDUSTRY is making its post-war problems more 

complex than necessary. Post-war committees are 
concerned too much with the unknown and unpre- 
dictable. Such speculation leads into a maze of by- 
paths, dead-end streets and blank walls. Planning 
based on the known and proved elements of good 
management will lead to success at any time. How 
strongly I believe in factual planning is indicated by 
a recent action of my affiliated enterprises budgeting 
more than a million dollars for research in 1944. This 
also indicates my great faith in the post-war future. 

It is human nature to want to be a prophet. So 
when asked my opinion of what to expect and how 
to plan for our industrial future, it is a temptation to 
join the parade, strike a pose and issue a profound 
and prophetic statement. But my frank opinion is 
that a wave of such profundity is already obscuring 
simple realism. 

In my close observation of business and industry 
over a period of 25 years, a chief flaw we have had 
to correct in applying business engineering to over 
8,000 companies has been loose planning based on 
speculation. So it is not surprising that this should 
also be a common fault in current post-war planning. 


Future Filled With Variables 


The industrial future has many variable equations, 
of course, which simply cannot be resolved at this 
time. They have to do with the fortunes of war, with 
national and international developments of a social, 
economic, or political nature. The Department of 
Labor, the U. S. Chamber of Commerce and the Com- 
mittee for Economic Development, are a few of the 
many agencies of Government and business conduct- 
ing practical basic research. They have already con- 
tributed greatly to the solution of some of these enig- 
matic problems. They are organizing and directing 
into sound channels the thinking and planning of 
American business. 

But looking at the post-war picture from the position 
of the average manufacturer, there are a number of 
vitally important things he can do now which involve 
few, if any, variable equations. They are common 
sense applications of tried and proven principles. 

Of prime importance is cost reduction. It is axio- 
matic that the manufacturer who gets his house in 
order now will be in the best position no matter what 
happens. He will eliminate wasteful practices, estab- 
lish scientific controls in the place of guesswork, in- 
corporate technological improvements in products and 
methods. 

Herein is a vast area of practical post-war planning. 
On every hand we see wastes of space, time, energy 
and materials. Finding these avenues of waste and 
establishing controls over them is the necessary pre- 
lude to post-war cost reduction. 


Five Major Administrative Controls 


Installation of adequate controls is the first step. 
Five major divisions of administrative controls should 
be considered. 

(1) Organization Chart. The organization chart is 
a graphic diagram which clearly specifies the author- 
ity and responsibility of each management function. 
Thus it eliminates uncertainty, straightens out the 
flow of authority, gets rid of overlapping and cross 
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GOVERNMENT ORDERS 


% ST. JOHNS wood office tables meet Army— 
Navy—and Maritime specifications, and 
the ST. JOHNS production schedules meet 
government delivery dates. 


% Send today for the ST. JOHNS catalog and 
make your quotations to the government 
from their quality line of well-known wood 
office tables. 


BUY WAR BONDS 


No. 24 Table Description: 


% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7g” thick, Legs 
214” square. 





Sizes: 


27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


St. Johns Table Company 
CADILLAC, MICHIGAN 
Seventy-six Years of Leadership—Established 1868 


Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 











4 4 


9944/100% PERFECT 
IS NOT ENOUGH 


In a minutely planned 
and executed War 
where movements must 
dovetail, orders have 
to be transcribed 100°, 
perfectly. Impartial 
tests have proven 
Standard tested Cylin- 
ders to be leaders in 
clarity, strength and 
clean-cut grooving. For 
the instructive story of 
these tests write for 
your copy of ‘‘The 
Voice of the Dictating 
Machine.” 


DICTAPHONES 
EDIPHONES 


STANDARD 
RECORD COMPANY 


104-114 South Fourth Street, Brooklyn, N. Y. 
Cable Address: Stanrecord 


For 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS “~ STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York, N. Y. 
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DATED PLATEN 


(GR-S Rubber) 


Born JANUARY 1944 
and 
ALREADY GOING PLACES 





VOCUVUOOORUUOOOUEEONAODEERAERUAUUEONGH TEER AAUOEREANOON 


SHIPMAN-WARD MFG. CO. 


THE DEALER'S QUALITY SUPPLY HOUSE 
325 N. Wells St. Chicago 10, Ill. 
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purposes. It streamlines a company for crisp and 
direct action to attain post-war objectives. 

(2) Defining of Policies, Procedures, Duties. Com- 
plete manuals should detail the specific duties of all 
functions and subfunctions. Procedures and policies 
should be set forth clearly and properly channeled. 
Many problems taking up the valuable time of top 
management become routine, completely understood 
and automatic in operation. This channeling and 
definition of duties will clarify the confused, loose 
thinking on post-war problems. 

(3) Cost Finding. Substantial wastes remain hidden 
in many plants because of the absence of accurate 
cost finding. Lacking the basis for knowing where 
costs are excessive and the mechanics for keeping 
them under constant observation, there is no adequate 
means of controlling costs and fixing the blame for 
those which are excessive. A modern cost finding 
system is tremendously important at any time—the 
lack of it may mean business suicide in the post- 
war era. 

(4) Budgets. Lack of adequate budget control re- 
sults in “half-baked” decisions based on snap judg- 
ment and intuition. These superficial decisions are 
often responsible for grievous wastes. How can man- 
agement hope to plan intelligently without knowing 
what constitutes a reasonable potential and without 
establishing a measure of accomplishment? Adequate 
budget control substitutes certainty for uncertainty. 

(5) With a sound system of costs and budgets, 
management has the basis for effective operating 
reports. Foremost is the monthly summary of each 
department which shows actual direct labor cost com- 
pared to budget allotment. Monthly and quarterly 
reports contrast estimated and actual performance 
pertaining to production, labor, expense, plant and 
equipment. These and other operating reports supply 
direct control over industrial waste. They aim accu- 
rately at the main target of post-war planning—cost 
reduction. 

With these administrative controls established, man- 
agement is in a position to consider production con- 
trol, a major industrial device which reduces waste in 
actual production time. 

Standardization of jobs and methods is basic in 
establishing cost reduction. The preliminary approach 
analyzes and records over all arrangements, processes, 
equipment and material handling from the viewpoint 
of worker efficiency. All of these elements must be 
co-ordinated into harmonious productivity. 


Wage Incentive Plans 


When these foregoing steps have been accomplished 
the way is paved for an adequate wage incentive plan. 
More than 50 per cent of all manufacturers now use 
some form of wage incentive, but many of these plans 
are antiquated and need thorough revision. The War 
Production Board strongly advocates wage incentives 
as a means of lowering unit costs and increasing war 
production. With enlightened application, mutually 
beneficial to labor and to management, wage incen- 
tives also have great possibilities for post-war produc- 
tion, particularly from the standpoint of cost reduction. 

Several other prime causes of waste and inefficiency 
should be scrutinized. Plant layout, for example, 
should be analyzed from the standpoints of reducing 
time and handling costs. Materials handling equip- 
ment better suited to after-the-war manufacturing 
may achieve substantial savings in labor cost and in 
smoother flow of production. Machine capacities 
should be thoroughly checked. Better research facili- 
ties are a major consideration for study of markets, 
products and technological developments. To plan 
soundly you must have facts, not guesses. 

These are just a few of the tried and proven ele- 
ments of good management. I believe that they should 
constitute the basis of all post-war plans. 

The industrial advancement of generations has been 
crowded into a few years. The scientific development 
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MONROE ACCOUNTING MACHINE MODEL 209-485-191 


For more than a generation Monroe Calculating Machines 
have been standard equipment in business and industry 
throughout the world. The same excellence of construction 
and dependability that won this universal acceptance are 


built into Monroe Accounting and Listing Machines. Call the 
] i] 


nearby Monroe branch. Our representative will explain the 


availability of Monroe equipment under existing conditions. 


ONROE 


MONROE CALCULATING MACHINE COMPANY, INC., ORANGE, NEW JERSEY 
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WRITING RANGE. Makes good copies 
from zero to 130° temperature. 

BALANCE. Makes one or many copies on 
all typewriters—or with pen and pencil. 

SHARPNESS. Abundant color without loss 
of sharpness. More and better copies. 

ERASURES. Clean! Quick!—even with a 
pencil eraser. 

NON-BLEEDING. Fugitive-dye-free. Pre- 
vents deterioration. (Test in glass of 
water. ) 

FADE-PROOF. Has passed all Federal spe- 
cifications by light-permanency tests. 

LONGER WEAR. Increased coating thick- 
ness without sacrificing other features. 

NON-CURLING. New physical and mechan- 
ical discoveries.—Positive prevention. 

TREE-PROOF. The outcome of new coat- 
ing methods and materials. 

NON-POISONOUS. Protection for tender 
hands and nail polish (water-proof). 

FULL TAB. Quick separation of carbon 

ALLIED paper from letters—in one operation. 

TYPEWRITER RIBBONS @ CARBON PAPERS BACKING SHEET. Numbered marginal 

CARBON ROLLS @ STENCILS @ GELATINE SUPPLIES guide rule to start and stop letters. 
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Write now for samples and sales cooperation plan. 


MASTERITER 


a sensational, new 


product by....... Bes. si 
ye ALLIEN ** Allied” 


CARBON & RIBBON MFG.CORP €& RIBBON MFG. CARSON € RIBBON MFG. CORP for 
165 DUANE STREET Victory 
NEW YORK. N. Y. 
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of machines, methods and procedures makes unlimited 
opportunities for the postwar world. We will have 
taken full advantage of these opportunities when, and 
only when, we have applied the realistic principles of 
good management to Business, Labor and Government. 
ican alga saa 

MELIND OFFERS DRAWING INK WALL CHARTS 

Free for the asking to office and school supply deal- 
ers are the new sets of wall charts demonstrating vari- 
ous techniques in uses of drawing inks which have 
been specially prepared for the Louis Melind Company 
by a group of leading artists. Included among the 
well-known artists who had a part in the preparation 
of the charts are James Montgomery Flagg, Ruth Van 





MODEL DISPLAYING NEW MELIND 
DRAWING INK WALL CHART 


Sickle Ford, Nick Nichols, M. Vaughn Millbourn, 
Bonnie Mae Ness, and several others. 

A lively demand for the charts by public school, 
commercial art and high school] teachers is reported. 

Dealers wishing to present these charts to interested 
instructors in their respective areas may obtain them 
without charge by writing to the Louis Melind Com- 
pany, 362 West Chicago Avenue, Chicago 10, Ill., or 
may send mailing instructions and business cards to 
the company, which will assure mailing of the charts 
directly to the interested persons. 





CADET O’CONNOR HOME ON SHORT FURLOUGH 
Aviation Cadet Joseph P. O’Connor, Jr., whose father 
operates the Springfield Typewriter Exchange & Office 
Supply Company, 323 East Walnut Street, Springfield, 
Mo., dropped in for a short visit with his parents 
recently on a three-day furlough. 
Young O’Connor, who is being trained as a bom- 





A/C J. P. O'CONNOR, JR. 


bardier-navigator on the new Flying Fortress, has 
already received his gunner’s wings, which were pre- 
sented him in December upon completion of gunnery 
training at Kingman Army Aviation Field, Kingman, 
Ariz. 

At present he is receiving advanced training at the 
Deming Army Aviation Field, Deming, New Mex., and 
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¥ THREE WISE MOVES 
to meet WPB Limitation Order L120 


1 Sell customers who insist on 20-lb. 
weight papers the better grades — 
"A" (100% rag), ‘B" (75% rag) in 
Berkshire Papers. 


2 Sell a HIGHER GRADE 16-lb. paper 
to those who formerly used 20-lb 
economy papers. 


3 In any event, for full customer satis- 
faction, recommend 


BERKSHIRE. .%, 
TYPEWRITER PAPERS ‘ie 


Rxsn\™ 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 
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DESK, TABLE AND COUNTER TOPS 


$$ LT 


BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 


——_—<————— 








Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 
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PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 
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SEND FOR NEW PRICE LIST 
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Cant-Slip stops paper skidding. 
Fills in grooves and indentations. 
Helps keep aging typewriter rub- 
ber rollers in good working order. 







ON TYPEWRITERS 
BUSINESS MACHINES 
APPLIED INSTANTLY 
WORKS INSTANTLY 
NON-INFLAMMABLE 


Cant-Slip is a specially prepared liquid formula. Retails 
for 50 cents and offers you a good profit. Write today 
for prices and discounts; also for details of our unique 
with your imprint. 


prize contest merchandiser — free, 


MADE BY THE MAKERS OF CLAR-O-TYPE 
THE CLAROTYPE COMPANY, INC. 


16-B Hudson Street New York 13, N. Y. 
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Be sure to look in- 
to this systematic 
and protective fil- 
tng method; insures 
utmost safety for 


stencils, at low cost 


2 SIZES \ 
for 50 and > tz / 
100 STENCILS | 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each_ stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph +4 


TECHNY, ILLINOIS 
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upon graduation there will receive a lieutenant’s com- 
mission. He will emerge a full-fledged “bombagator,”’ 
fully trained in operation of the new Flying Fortress, 
not yet known to be in active service. 

J. P. O'Connor, Jr., enlisted as an aviation cadet in 
August, 1942, when barely 18 years old, and was as- 
signed for preliminary training at Drury College in 
Springfield. He was called in April, 1943, and sent to 
Santa Ana, Calif., for basic training, and from there 
went to Kingman, Ariz., for gunnery training. 

He is a member of the Army Air Force bombardier 
squadron.—EVH 

os 2 
GIVE NOW TO 1944 RED CROSS WAR FUND! 

When bombs fall there is no time to send help half 
way around the world. When a badly-wounded fight- 
ing man needs a transfusion, it is too late to begin 
looking for a blood donor or find a nurse to care for 
him. When a lonely soldier learns of trouble at home, 
he needs help—immediately. 

The American Red Cross provides that help wherever 
and whenever the need arises. A continuous proces- 
sion of blood donors must be maintained, nurses must 
be recruited for the Army and Navy, trained Red Cross 
workers and supplies must be sent to camps, hospitals 
and foreign theaters of operation the world over. 

When a train crash leaves scores injured, when 
flood engulfs a town, when epidemic strikes, delay 
may cost lives. Red Cross disaster relief and medical 
supplies, held in readiness for such emergencies, plus 


WAR FUND 





Your RED CROSS is at his side 


trained workers to rescue and assist victims and help 


| in their rehabilitation, will prevent delay and thus 


save many lives. 

To fulfill its many obligations to the armed forces 
and our people, the American Red Cross needs your 
help. During 1944 it must supply some 5,000,000 blood 
donations. Each month 2,500 nurses must be recruited 
for the Army and Navy. Red Cross field directors and 
other trained personnel must be stationed at military 
and naval posts and hospitals to help our fighting men 
and their families when personal trouble brews. 

At home the Red Cross must continue to maintain 
a state of alert. Disasters must be met as they occur. 
Nurse’s aides and first aiders must be trained and 
other educational projects continued. Food parcels for 
distribution to prisoners of war must be packed, surgi- 
cal dressings made and the thousand and one details 
of administering a far-flung, busy organization must 
be attended. 

All activities of the American Red Cross are financed 
by voluntary gifts and contributions. During March, 
designated by President Roosevelt as Red Cross Month, 
the American Red Cross must raise its 1944 War Fund 
of unprecedented size to meet unprecedented needs. 
Your contribution will assure maintenance of all Red 
Cross services and thus indirectly help save many a 
life. Let’s give! 

1944 
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SOVEREIGN CELLULOSE STENCILS Remarkable body 
strength and uniform, flawless coating withstand long, 
exacting runs. Users report regularly getting thous- 
ands of clear, neat copies from each stencil, on 
either typewriter or stylus work. Available in 
sizes to fit all makes of rotary duplicators. 
Top-imprinted with a typewriter scale to 
facilitate accurate spacing and alignment. 
Legd S20 6 onus $3.15 quire 
a. 






SPEED-O-PRINT STENCILS ARE BETTER 
True todayee. 









THRIFT-QUALITY STENCILS 

Satisfactory results at an econ- 
omy price. Strong, durable 

Thrift-Quality stencils please 
thrift-minded buyers. Usable on ail 
makes of rotary duplicators. Each 
stencil mounted on an oiled backing 


Keep on 


sheet and top-imprinted with complete 


Backing the Attack 
* with War Bonds 


typewriter scale. 












SOVEREIGN INK Uniform in quality, free-flowing, 
quick-drying, assuring the maximum number of copies 
per inking. Usable with all types of duplicators and 
stencils. Toned to a soft, eye-pleasing grayish-black. 
Contains no injurious oils or chemicals . . . Carefully 
compounded to prevent caking or drying . . . Leaves no 
oily outline . . . Will not swell platen . . . Minimizes 
offsetting and rubbing and lint-attraction. 


Grade-A Black, 2 and 1 Ib. units, $2.00 per Ib. 


THRIFT-QUALITY INK Meets widespread demand 
for a dependable duplicating ink at an economy price. 
Its unusually high quality guarantees a performance 
as satisfactory as its price. Usable with all types of 
duplicators and stencils. Free-flowing and quick-drying. 


Black, 1 Ib. units only, $1.00 per Ib. 
SPEED-0-PRINT CORPORATION « Chicago, Illinois 


Write for Dealer’s Catalog 














Speed-O-Print has the most complete line of 
duplicating supplies in the world. Each 


attractively designed product is fully guaranteed 
as to workmanship, materials and performance. 


The packaging of Speed-O-Print products is un- 
surpassed with regard to appearance and prac- 
ticality. Each eye-pleasing package not only 
contains complete instructions for the use of the 
item therein, but its contents are clearly identified 
on the outside. 


Unimpaired facilities and resources at our large, 
modern plant continue to assure you of a 
dependable source of duplicating supplies and 
prompt service, 





TRACING SCOPES + MIMEO BOND + STENCILS + INKS, BLACK 
AND COLORS + HAND CLEANSING CREAM + LETTERING GUIDES 
TRANSPARENT PLASTIC SHADING PLATES + STYLI + INK BRUSHES 
WIRE SHADING SCREENS - ART BOOKS - CELLULOID WRITING PLATES 
TYPE CLEANING BRUSHES + STENCIL BOOK FILES + FILING FOLDERS 
STENCIL CLEANING BLOTTERS + STENCIL CLEANING FLUID 
CORRECTION FLUID - CYLINDER COVERS « SILK SHEETS + INK PADS 
NO-DRIP INK CAPS + STENCIL CEMENT + TRIANGLES + RULERS 
TYPE AND PLATEN CLEANING FLUID » CARBON CUSHION SHEETS 
CELLOPHANE » POWDERED SOAPSTONE + STYLI AND LETTERING 
GUIDE HOLDERS 


SPEED-0-PRINT CORPORATION 
161 E. Grand Ave., Chicago, III. 
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NORTHWEST TRAVELERS CLUB NOTES 





Merrill D. Hasty, Correspondent 
Wayzata, Minnesota 





Dear Fellow Travelers: I have been appointed your 
correspondent. Your co-operation in sending me news 
as you hear it is more important now than ever before. 
Our column should always be newsy, for a good many 
of our firms are mailing this trade paper to their boys 
in service, and there are other boys not making con- 
tacts that they made in the past on the road who 
enjoy hearing what’s going on elsewhere. Don’t wait— 
mail the news to me while it is news. 

* *” 

Pete Masterson, a former Acco Products employee 
has very recently written that he is now in England. 
Pete says he has been in African and Italian cam- 
paigns, so you see, he has been around in the Army. 
Pete got around in civil life too—remember? 

Ok * x 

Ensign Emil Swanson, formerly of Bainbridge, Kimp- 
ton, & Haupt, wrote that he is on a ship enjoying 
life. He states that his ship has several salesmen 
abroad that have made good sailors, but he doesn’t 
mention any customers or prospects in foreign ports. 
Maybe this is a military secret. 

* * * 


Wilfred Blair, formerly of Miller-Davis Company 
and a fellow you all remember who looked out for 
you peddlers and assisted you in increasing your orders, 
writes by V-Mail via San Francisco. He is well and 
happy and wants to be remembered to all you knights 
of the road. 


* * * 


Art Strand, “Ambassador of the High Seas,” formerly | 


of Bertelson Brothers, is home again—returning from 


a little jaunt to London—the second trip since his last | 
furlough. He’s in the Merchant Marine and has made | 


trips to Africa, England, and Russia—so you see he 
really gets around too. Art looks well so his trips seem 
to be a pleasure to him. 

* * oo 

Sonroe, “Benas,” we know him, formerly of Bertel- 
son Brothers is also a Merchant Marine. He has been 
in only a few months, so cannot report much. Good 
luck, Ben! 

. * + 

Now for the news on the home front: The boy 
south of the border, Bill Boyd of Acco Products, is on 
his first trip to the Twin Cities to enjoy the good old 
northern hospitality, business, and mild weather. 

* * ” 

Bob Davis and Ed Hanson of Miller-Davis Company 
have just completed a county auditor’s conference, 
which was very well attended, and they wish to inform 
the travelers of the good business in store for them. 
Were they glad when the ordeal was over! 

* * * 

Larry Ackert of Eaton Paper Corporation states he 
had a very fine sales meeting in Chicago and says he 
has a new line more beautiful than ever before for the 
trade. You know Larry. 

- * * 

Ham Kendrick, of American Lead Pencil, and Carl 
Schutz, of Eagle Pencil, were seen in the Twin Cities, 
but were too busy for a formal interview. 

of * * 

Congratulations go to Fred Schaefer. He has just 
received his appointment as vice-president of Sanford 
Ink Company. 

* * * 

Roy Clark, F. S. Webster Company, had the pleasure 
of having his daughter home for a month’s vacation 
from Los Angeles, where she has a position at the 
Douglas Aircraft plant. 

* * * 

Eddie Friedman, LePages, Inc., informs me that he 

enjoyed a grand sales meeting at the Chicago office. 
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BRIGHT 


Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


NN aor sos boccienbcpvennaaemiaiidcabivebuipakoertesean 
(Please attach your busines: card or letter-head) 


Date Eon Re EE aR RT CE a coe RPE Ree aE Ee 











166 





Reports from the home office are that there is still 
enough glue to keep all of our old friends together 
for years to come. 


* * * 


Let’s all pause for a moment for the passing of our 
good and faithful friend, Otto Bremer, partner of 
Charlie Regan, of the Globe Publishing Company, 
South St. Paul. 


* * * 


During the holidays, a handful of travelers, by a 
strange coincidence, met downtown (Minneapolis). 
Right then and there they dropped their shopping 
and selling tools and planned to buy each other re- 
freshments and then lunch. You’ve heard of the 
“grab-the-check” method. The jolly old fellows were 
Eddie Friedman, Bob Valleau, Eddie Cooper, Roy Clark, 
Arnold Berglund, Larry Ackert, Al Nordstrom, yours 
truly, and—oh, yeah, a good looking fellow from Se- 
batha known as Elgin Burke. 


* * * 


Eddie Cooper of McMillan Book Company has just 
returned from Syracuse, where he reports a sales 
conference was held in defense of their slogan, ‘Not 
the impossible, but the best that can be done.” 


* * * 


Send that newsy news—and make it—Hasty. 
gia a 


WHITE COLLAR MAN BEARS PINCH OF WAR 


“Amid all the talk about increased national income, 
there is one group of people for whom 1944 does not 
look too encouraging from a financial standpoint,” 
declared Henry H. Heimann, executive manager-on- 
leave of the National Association of Credit Men, in 
his Monthly Business Review for January. He refers 
to the so-called white collar class which he points out 
has been caught between a rapidly rising cost of 
living and a frozen wage level. “This white collar 
employee seems in a helpless position; he is and has 
been the forgotten man. God must have loved him 
because he made him so patient and humble,” de- 
clares Mr. Heimann. 

“But even the white collar man has endurance limi- 
tations,” the head of the credit organization for the 
larger industrial corporations of the country points 
out. “This white collar man desires a decent standard 
of living and has every right to aspire to share in some 
of the luxuries of life. There is little wonder that his 
patience is becoming a bit exhausted, and he no doubt 
will be more articulate in the year ahead. 

“You can rest assured that this year his situation 
will be constantly called to his attention by labor 
leadership. His group represents one of the nation’s 
largest unorganized groups. 

“It would seem judicious for business leadership to 
recognize his plight and do everything within its 
power to improve his situation. Voluntary action on 
the part of business leadership is preferable to forced 
action. There is not much time to waste.” 

In reviewing the business prospect for 1944 Mr. Hei- 
mann named seven important points which he sees 
as assets in the balance sheet for the year. Here are 
the seven points he names: 

“1. The farmer will undoubtedly be prosperous 
throughout 1944—war or no war. 

“2. To the extent critical material shortages are 
relieved, the vast backlog of civilian needs will fill the 
gap of any let-down in certain types of war produc- 
tion. 

“3. The year just ahead will see the peak of liquida- 
tion of small business with a rising psychology in 
favor of the efficiently-operated small business enter- 
prise. 

“4. There will be in preparation a large program in 
home construction to be partially undertaken when 
the first phase of the war is over. 

“5. Railroads will come into the market for replace- 
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ey never could get out fast enough 


“to escape being partially out-of-date 


By the time you received your copy, our “Better Idea” 
Department always had some new or improved SPEED 
Products which we would have liked to include. 


That is the not undesirable consequence of maintain- 
ing a full-time research and engineering staff. 


Of course it’s different just now. Since war produc- 
tion started, our new ideas are simply collected in 
neat little piles and tucked away. However — when 
war needs are finally satisfied and civilian require- 
ments can again be served — the SPEED catalog will 
be a tribute to the activities of our staff... and will 
probably be up-to-date only long enough for us to 
get still newer ideas into production. 


SPEED PRODUCTS COMPANY 
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ment material before the close of the war or as quickly 
as critical shortages are overcome and present war 
demands are partially satisfied. 

“6. There will be credit in abundance for the de- 
serving. 

“T, Foreign trade will present broad possibilities 
as the press of hostilities slackens.” 

—————— 


EXPERTS MOBILIZE UNDER CED FOR 
HIGH POST-WAR EMPLOYMENT 


Outstanding experts in manufacturing, marketing, 
sales, finance, management and engineering have or- 
ganized to make available to American business during 
1944 the latest practical knowledge needed to help 
them effect an expansion of post-war production and 
employment to unprecedented peacetime levels, it was 
announced recently by Marion B. Folsom, treasurer 
of the Eastman Kodak Company and chairman of the 
Field Development Division of the Committee for Eco- 
monic Development. Eleven action and advisory com- 
mittees, Mr. Folsom continued, will make this knowl- 
edge freely available to all American businessmen in 
publications and by direct consultation through the 
1100 community committees of CED now at work in 
all 48 states. 

The announcement was made at the national office 
of the CED, 285 Madison Avenue. This office was re- 
cently moved from Washington to New York City. 

“The most pressing job of the CED in 1943,” said 
C. Scott Fletcher, director of the Field Development 
Division, “was to organize businessmen at the com- 
munity level to study conditions in their own locali- 
ties and in their own businesses and to take respon- 
sibility for devising bold plans for reducing post-war 
unemployment to the bedrock minimum. On New 
Year’s Day, 1943, we had exactly three pins in our 
organizational map. Today we have more than 1300 
representing regional, state, district and community 
committees, and more are being inserted every week. 


Practical Assistance to Employers 


“In 1944 the CED’s most urgent task will be to make 
available to the nation’s 2,000,000 business employers 
the best American managerial science, imagination 
and know-how, in such practical form that it can be 
applied effectively to their own post-war planning 
problems. Our Research Division advises us that 55,- 
000,000 post-war civilian jobs in business, agriculture 
and government, producing $142 billion of goods and 
services, is a reasonable and achieavable goal to aim 
at. Compare that with 46,000,000 and $97 billion in 
1940—our banner peacetime year hitherto—and one 
can appreciate the size of the job which confronts 
America in the post-war period. Business is determined 
to make its contribution to meeting this challenge.” 

CED’s new program is based on the fact that there 
are six major functions or aspects of post-war plan- 
ning to be undertaken by an industrial or manufac- 
turing firm: 

I. Organization of the firm’s overall planning pro- 
gram, including the defining and placing of responsi- 
bility in such a way that it will not interfere with 
war work. 

II. Analysis of products, their redesign, or the addi- 
tion of new products. 

III. Analysis of markets, and the planning of sales 
and advertising programs. 

IV. Planning for production facilities required to 
produce expanded post-war volume. 

V. Estimate of number of employees needed for 
expanded post-war volume and the necessary employee 
training program. 

VI. Analysis of financial requirements for reconver- 
sion and expansion for post-war business. 

The advisory committees formed from the country’s 
leading experts in these fields will make available 
specialized knowledge to help business—particularly 
the medium-sized to smaller firms employing 100 or 
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INVESTIGATE 
THE MERITS OF 


i 


svi" | The Quality five action, all steel 
E=) and nickel, Numbering Ma- 


chine. 






¥%& Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


*% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 





{ 
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DUPLICATING INK 


Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
ob eV =t-3 Mo) dole A lol tHe} ohio sbeledes (motek 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 


paper. The finest ink made for 
ob d=} Mod Co C51 1-9 oon! Mo A600) blood etete! 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
pootbebbool tects) Malet m 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INh SPECIALTIES CO., INC. 
931-S. LAFLIN STREET . . . . CHICAGO. ILL. 


“SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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VALUABLE 


TERRITORIES 


— ac. 


We have a few available ter- 
ritories open on our Exclusive 


Franchise lines of quality pencils. 


If you are interested in prof- 
itable pencil business, write us, 


your territory may be open. 


KOH-I-NOOR PENCIL COMPANY, 


BLOOMSBURY, NEW JERSEY 


INC. 











Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 





THE C. L. DOWNEY CO. 


‘STERS S<7RONG 





—— 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary wer] 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 
Teller’s Moisteners 
Manual Coin Coun 
Currency Racks 
Wrapper Cabinets 
Sorting Trays 


Downey Change Trays 


HANNIBAL 
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Coin Storage Trays 
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ters 
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more persons—to tackle the job of planning for ex- 
panded production and employment after the war. 

This material will be passed along through the 1100 
local CED committees, as fast as it is ready, to the 
2,000,000 individual business firms CED is seeking to 
stimulate. 

In addition to their advisory function, a number of 
these committees are engaging in an action program 
to stimulate various sections of business through na- 
tional channels. This national action program is sup- 
plementary to activities of the local committees which 
are the backbone of the CED movement. 

o—~—=e #8 8 }8}— 


HAVERTON ESTABLISHES OFFICE IN PEORIA 

Formerly a factory salesman covering Illinois ter- 
ritory for the Columbia Ribbon & Carbon Manufac- 
turing Company, Inc., Van W. Haverton gave up this 
connection on January 1 and established himself as 
a manufacturers’ representative with offices at 108 
Liberty Street, Peoria, Ill. 

He has been appointed exclusive dealer in the 
Peoria territory for Columbia Ribbon and Carbon 
products, has the agency for Rex-O-Graph duplica- 
tors and Milo Harding stencils, and is also dealer for 





VAN W. HAVERTON 


Rapid Office Devices, Inc. He has announced that he 
is interested in augmenting these lines with products 
of other manufacturers in the field. 

Mr. Haverton started as a service man for Sund- 
strand in Peoria, his home town, later becoming sales 
agent for that organization. After the purchase of this 
company by Elliott Fisher, he was named assistant to 
R. B. Buswell, western district manager for Underwood 
Elliott Fisher. Subsequently he was appointed assist- 
ant branch manager at Chicago, and manager of the 
UEF branch in Des Moines, Iowa. He has a record 
of 22 years of service with the Sundstrand and Under- 
wood Elliott Fisher organizations. 

OFFICE APPLIANCES joins all the other friends of Mr. 
Haverton in wishing him complete success in his new 


undertaking. 
.—a + 
RED FEATHER OPENS NEW TESTING 
LABORATORY 


Of interest to dealers in the duplicating supply field 
was the recent announcement of the opening of a 
new testing laboratory at the recently-completed plant 
of Red Feather Products, Ltd., at Redwood City, Calif. 

According to recent statements issued by the com- 
pany, all Red Feather stencils, inks, correction and 
cleaning fluids and the ingredients used in the manu- 
facture of the products will be thoroughly tested in 
the new laboratory before being marketed. The ex- 
tensive Red Feather line, in addition to blue, white 
and yellow stencils in several grades, inks and fluids, 
includes styli, writing plates, stencil indexes, carbon 
papers, typewriter ribbons, and Hecto fluid and hand 
cleaner. 

A new illustrated catalog of Red Feather products 
is available upon request. Letters should be addressed 
to the company’s plant at Redwood City, Calif. 
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The Frame of the ES 


Portrays the Portfolio of Luxury by 


the Frank Markek Company 
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Seating 
America’s 
office workers 


CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 





No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBSster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 











MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 


Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 














RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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A Fast Selling Combination — 


NEW PATENTED APPLICATOR 
THE PERFECT FLUID 


—Sample Sent on Request 


Martens Type Cleaner 
7 West 29th St. New York City 


THE PERFECT FLUID AND PATENT APPLICATOR 














Push-Pins 
Push-less Hangers 


Sell them TOGETHER for every 
pin-up or hang-up need. 44 
years of dependable service. 
Ask your jobber. 


MOORE PUSH-PIN COMPANY : Since 
113-25 Berkley Street, Phila. 44, Pa 


L 
oD F, 
F can? 
=Ky— 
UH NY 


DAYTON STENCIL 
WORKS CO. *ohio™ 


GRIPTITE 
BANDS . 


The Permanent Successor ‘ \ 
to Rubber Bands WO 
GRIPTITE Bands are a definite need in 


every office. 











They are easily applied; quickly removed 
They hdld papers such as cancelled checks 
deeds, mortgages, insurance _ policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 


6" to 54" long. 14 lengths— Order from your Stationer or 


write direct for sample 
and prices 


ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER. N. Y. 


They can be used over and over again. 
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INK POCKET SEALS oF QUALITY 
TH of — The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
Exclusive Arrangements 


GUARANTEED 
Available to Alert Dealers 








— 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











CRAMER POSTURE CHAIR CO. 
1205 Charlotte St. Kansas City 6, Mo. 


The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 
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HONOR ROLLS Yon 
x PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field. 
And we give you every co-operation 
on orders of all types. 


Send for illustrated literature. 


UNITED STATES BRONZE SIGN CO. INC. PLACE YOUR ORDER WITH YOUR LOCAL 


10 BROADWAY, NEW YORK 12, N. EVICE DEALER 
570 BROADWAY, NEW YORK 12, N. Y. ws © 


NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 
































EXPORTER 





e Published in Great Britain every three 





months this popular Journal contains up- 







: NEATYPE 


; en 


to-date news of the activities of British 


Manufacturers of stationery and allied 






ae Pag Tere 
Le Thee maritety oe 
6h BIDET te Cae 





lines. A number of lines advertised in 
this journal, however, are not necessarily 


available for export at the present time. 


Scores of American dealers are on our 


regular mailing lists and we shall be 








pleased to send you a copy FREE each 
quarter if you will complete and return 


. —No Typeuriters Now! Soon, 
SORRY we hope. the form below. 
BRUT —We do have better ribbons and 


carbons—at better prices. SEND US THIS COUPON 


BRITISH STATIONERY 





REGALRITE Carbon Papers 
REGALRITE typewriter Ribbons 

REGALRITE Adding Machine Ribbon, To F. |W. BRIDGES LTD. saiiibiiihinitaaiibiaa 

cmt gE Gana Grond Buildings. 1 Tealilgar Renton London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


and particulars will convince you. 


Samples 
And you should try STEN-O-FREN; it renews platens 


t 
ype. ng rly ° 
and cleans type, amazi a ee nee ; alg ee ee 
(Please attach your business card or letter-head) 


REGAL TYPEWRITER COMPANY (ieee 


CORPO 


200 Hudson Street, New York 13, N. Y. “See es es 
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MAPS of the BIBLE LANDS 


NOW SOLD THROUGH 


Cram DEALERS 


A big opportunity for dealers to cash in on 
a Specialty that has unlimited opportunities 
with no competition. The book is carefully 
edited—a complete reference for Bible 
Classes, Sunday Schools, Religious Bodies 
and for the general public who wish to fol- 
low the bible story with its geography 

Beautifully printed in 4 colors. 812x1l & 
inches. Contains over 20 Maps. Index to & 
over 400 Places in Bible History. Shows the Fe 
Birthplace of Civilization Down to the 
Present Day. ' 

Special Feature is ‘‘The Life and Journeys fe 
of Christ,”’ told in 8 Separate Maps. : 
PEARS BT GOT ....0 0 ccccccccces i 
Order Direct from this adv. or Ask e 
for Bulletin B.L. 4. 


THE GEORGE F. CRAM COMPANY, INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 


KEEP ‘EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 























You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CAT*IOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 























MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds woik. 


IN BOOKS, PADS, SHEETS, FORMS 


SQN ATIONAL = 
CL Lidia = 


~ 
\ 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 























WORKING FOR 
MORE OUTPUT 
a an 


Busy with War work, we still 
supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 
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Systems 


Guides and Indexes 


COMPLETE 


* DEALER LINE x 
F 


Oo 
FILING SUPPLIES 
Folders 


Printed and Ruled 


Stock Forms 








SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 














SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genuine Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 


Commonwealth Publishing Company 
508 South Dearborn St. * Chicago 5, Ill. 





ILL. 








DARNELL CORP. LTD., 
LONG BEACH, CALIFORNIA, 
60 WALKER ST.,NEW YORK.N.Y 

36 N. CLINTON, CHICAGO, 














ROLLING STORE LADDERS 
“A” Type Ladders > Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








Manufactured by 


_D. COTTERMA 4535 N. aa Ave. 
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WoORLD’S 


| a a ae 


They Correct Mistakes in Any Language 


QUALITY STANDARD 


7 / 


— lasting satisfaction for your Customers 


WELOON RoBERTS RUBBER CO.: «© 














HEADOUARTERS 
for fine leather 


| UPHOLSTERY 











| EHRLICH UPHOLSTERY WORKS 


520 West 42nd St. © New York, N. Y. 














NEwaRK, New JERSEY, 





RELIANCE PENCIL CORP ., 
Mt. Vernon, N.Y 








NON-RUBBER 


Typewriter 
Keys 


. 
The SPRING’S 
the THING! 
* 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 













330 Columbus Place 
Brooklyn 33, New York 





Speed Key Mfg. Co. 





SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems, Inc. Chicego, Il. 











‘Masta 
IA MU LLM ES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details 


Markilo Company, Mfrs. 
3633 8. Racine Ave. Chicago, U. S. A. 
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. 
HONOR ROLL 
ARR THE SERVICE OF OUR CO Be H 0 N 0 6 ROLLS 


Individual letter or 
embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 
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ALL THE ADVANTAGES OF 






With this new combination steel and 


wood PROGRESSIVE suspension. 














A beautiful piece of furniture with a roller bearing suspension ee 


that answers the present urgent need for a filing case capable 
of performing with PRE-WAR efficiency. 


WRITE FOR CATALOG 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES. ° PHILADELPHIA, PA. 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 



























carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 





The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. CARBON ROLLS: Tailor’s Marking. 
Photo Offset, Billing Rolls for Elliott Fisher Machines, Bill- 
ing Rolls for Burroughs Posting Machines, Register Rolls, 
Tally Rolls, Teletype Carbonized Rolls, Rolls for Elliott- 
Addressing Machines, Special Rolls. ENKED RIBBONS: 
Stormtex, Cameo, American Reliance, Ribbons for Addresso- 
graph Multigraph, Speedaumat, etc. 






























AN INSTANT SUCCESS 


Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE ” BROOKLYN 16, N. Y. 




















FIBRCAN VICTORY BASKETS 


The Basket Known to a Continent’’ 


Various Types, Sizes and Uses IMMEDIATE DELIVERY 
Hardened Fibre—Re-inforced—Sturdy—Attractive 
Colors: Brown or Olive Green 


Priced Right 
Built Right—for Lasting Service 


10 V 


Wood Bottom 
Metal Top Rim 
Height 30 inches 
Diameter 1|2 inches Write for Information on Other Sizes 
2V 


Fibre Bottom 

Metal Top Rim 

Height 15 inches 

Top Diam. 12 inches 
Bottom Diam. 10 inches 


7% 


Wood Bottom 
Metal Top Rim 
Height 20 inches 
Diameter |2 inches 








Send for Descriptive Circular and Prices 





BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 Greenwich Street, New York 8, N. Y. 
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Sure, that Saturday night pay en- 
velope’s bulging. But let me tell you 
something, brother, before you spend 
a dime ... That money’s mine too! 


I can take it. The mess out here. 
And missing my wife and kid. 


What I can’t take is you making 
it tougher for me. Or my widow, if 
that’s how it goes. And brother, it 
will make it tough—if you splurge 
one dime tonight. You’re making 
money. More money than there’s 
stuff to buy. Money that can sock 
the cost of living to kingdom come 
—if you blow it! So hang on, till the 
job’s done. On to every last dime 
—till the squeal means a hole in the 
seat of your pants! 

You’re working . . . and I’m fight- 
ing... for the same thing. But you 
could lose it for both of us—without 
thinking. A guy like you could start 
bidding me right out of the picture 
tonight. And my wife and kid. There 
not being as much as everybody’d 
like to buy—and you having the 
green stuff. But remember this, 
brother—everything you buy helps 
to send prices kiting. Up. UP. AND 









UP. Till that fat pay envelope can’t 
buy you a square meal. 


Stop spending. For yourself. Your 
kids. And mine. That, brother, is 
sense. Not sacrifice. 


Know what I’d do with that dough 
. if I'd the luck to have it? 


I'd buy War Bonds—and, God, 
would / hang on to them! (Bonds 
buy guns—and give you four bucks 
for your three!) . . . I’d pay back 
that insurance loan from when Mol- 
lie had the baby . . . I'd pony up for 
taxes cheerfully (knowing they’re 
the cheapest way to pay for this war) 
. . . I'd sock some in the savings 
bank, while I could . . . I’d lift a load 
off my mind with more life insurance. 


And I wouldn’t buy a shoelace 
till I'd looked myself square in the 
eye and knew I couldn’t do without. 





(You get to knowin’—out here— 
what you can do without.) 


I wouldn’t try to profit from this 
war—and I wouldn’t ask more for 
anything I had to sell—seeing we’re 
all in this together. 


I’ve got your future in my rifle 
hand, brother. But you’ve got both 
of ours, in the inside of that stuffed- 
up envelope. You and all the other 
guys that are lookin’ at the Main 
Street shops tonight. 


Squeeze that money, brother. It’s 
got blood on it! 


Use it up . . . wear it out, ona 
make it do...or do without «eep 
{ "Wee Ba 


A United States war message prepared by the War Advertising Council; approved by the Office of War Information; and contributed by the Magazine Publishers of America 
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“ 
W. retailers have made history in our War Bond 
selling up to now. All of us can be proud of the part 
we ve played—but the biggest part is still to come! 
The 4th War Loan, starting January 18th, calls for 
fourteen billion dollars. Let’s decide now to break 
all records in helping to reach that goal. Here are 


some ideas for doing it—what do you think? 


“Like every retail store worth its salt, we’re going 
to make our quota in “E”’ Bonds—a quota of $200 
worth, bought or sold by every employee. So ’'m 
lining our people up in two rival teams, with captains 
for each floor, and lieutenants in each department, 
to make sure that everyone knows just how to 
make out “E” Bond applications, and how best to 


sell his $200 quota to his customers and friends. 
“T’ve gone over the plan with our City War Finance 
Retail Chairman, and he’ll help us arrange our meet- 
ings and rallies. Team rivalry, and the attractive 
citations for each one making his $200 quota, ought 


to put the 4th War Loan over in our store in a big way. 


“As official War Bond issuing agents, we’re making 


Keep Backing the Attack! 
WITH WAR BONDS 


This space contributed to Victory by 
OFFICE APPLIANCES 


This advertisement prepared under the auspices of United States 
Treasury Department and the War Advertising Council. 
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up a large banner to display on the building, and our 


windows and aisles will be so decorated that every- 


one will realize we’re all-out for the 4th War Loan. 


We're getting some good War Bond posters direct 


from the Treasury, and from our local Retail Com- 


mittee—and we’re making some of our own, too. 


“Our newspaper advertising will give generously to 


the drive. Mats for newspaper advertising—and good 


suggestions as to themes—come from our local War 


Finance Committee, or the papers. 3-minute and 


13-minute radio transcriptions are available for re- 


tail sponsorship. We retailers have a lot to gain by 


selling War Bonds. They soak up surplus buying 


power, and put very welcome funds in retail chan- 


nels when the war is over.” 


For the name of your local Retail Chairman, 


FILL IN THE BLANK BELOW 





eee 
MAIL TO: Retail Section, War Finance Division, 
747 Washington Blidg., Washington 25, D. C. 


If you are not now—and you should be—an issuing agent for War 
Bonds, consult your War Finance Committee, or banker, for full 
details. No collateral required for ‘‘rated’’ stores. 


179 


























rea 
Filr 
duc 
Sur 
refi 


z 


> THE gliders of the United Nations that sarl the 
sky today... you’ll find parts made by Royal. That's 
one of the tasks Royal is performing now! 

But we're thinking about “tomorrow” also. We're 
looking ahead—planning the furniture and equipment 
that will mean the greatest possible profits for you. / 
Without detracting from our war effort, we are mak- 
ing all the necessary arrangements for the manufacture 
of Royal Metal Furniture again. | 

j 


PCN Ne ca rN 





You can continue to look to Royal for durable, 
attractive steel furniture. Royal will continue to keep 
a pace ahead—with furniture that is designed to the 
needs of your customers. With its traditional Royal 
guality—this line of tomorrow will continue to be : 
furniture you will be proud to display—furniture that 
will mean a high margin of profit for you. 

The Royal Metal Mfg. Co., 175 N. Michigan Ave., 
Chicago 1, Illinois. i 


The 
Metal Furniture Since ’97 LINE OF TOMORROW 


PS \\otol fs 7 


~ 
~ 
- “a 


Royal Steel Folding Chairs « ¢ Royal Housewares 


DISTINCTIVE FURNITURE 
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Many Wonderful Improvements in 2000 Years 


In ancient times, scribes recorded important messages on scrolls or parchments, which had to be 
read to the people. But science has brought to an educated world, HEYER Quality Gelatin Rolls and 
Films which not only record masterpieces for announcements, menus, sales and school work, but repro- 
duce the maximum number of clear copies for wider distribution. HEYER Quality Duplicators and 
Supplies have brought to mankind many modern, efficient and economical methods of duplication plus 
refined qualities which always make—good impressions. 


ALWAYS 



















i) 
Enlist your dollars 


Buy War Bonds. . 
To shorten the duration, 


A 
oN 


This is 
Emily Wlallia Speaking ... 


My husband, Mike, 


is a Corporal in the Army. 
He’s been gone nearly two years now. 


[ like to think of him as carrying one of these 


.30 Caliber Carbines wherever he goes. 


We make them here, 
and it’s comforting just to know that my hands 


helped make a part of what he’s fighting with. 


I know that when Mike shoots his gun, 

the bullet will go straight where he aims it because 
os & 

practically everyone in the U EF plant here has 

his own personal reason for putting his heart 


and mind into the work. 


You see, nearly everyone of us has somebody 


in the Armed Forces who’s fighting for us. 
For us—and for you, too. . 


And for the way Mike and I want to live... 


in peace and comfort—after the war’s won. 
So we all say: Speed the guns ... to speed that day! 


EMILY MALLIA—Badge No. 5301 


Underwood Elliott Fisher Company 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


War Products: U. S. Carbines, Caliber .30 M-1—Airplane Instru- 
ments—Gun Parts—Ammunition Components— Fuses-— Primers— 
ind Miscellaneous Items. 


Peacetime Products: Underwood Noiseless, Standard and Portable Type- 
writers—Accounting Machines—Adding-Figuring Machines—Pay- 
roll Machines—Ribbons, Carbon Paper and Miscellaneous Supplies. 





xx 

















